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And the Trade Goes Marching On 


TANDING out above all other developments of the annual convention of the N. S. R. A., 
just concluded in Milwaukee, is this one supremely important fact: 


The retail shoe merchants of the United States have resumed buying. 
The number of pairs ordered, their value in dollars and cents, even the styles chosen— 








that shrewdness and business acumen which have made them leaders, acting collectively have 
given to a great industry a broadcast stimulation of business. 

President Orr sounded the call in the shortest and best speech he ever made: 

‘‘Let’s start the shoe mills going.” 

No venture into the field of conjecture is necessary to determine the reason for this resump- 
tion. It was not inspired in any way by transitory enthusiasm born of jazz bands, palm gardens 
and color rampant. For the far-sighted men who bought at Milwaukee do no business on 
that basis. 

Looking at the present they saw a stiffening of leather prices, which meant that rock bottom 
had been touched in the raw materials market. Comparing the quotations of manufacturers 
they saw a sameness which spelled stabilization. Looking into the future they accurately vis- 
ioned a public which will be in a buying mood by the time Spring styles shall bloom 
in the show windows—a public with slightly impaired buying power, perhaps, but never- 
theless willing and even anxious to buy the good things which these merchants will have 
to offer. 

These men, it seems probable, therefore, will enter upon their Spring selling campaign with 
a fresh stock of new styles salable at a profit. They will have cleaned from their shelves the 
high-priced footwear with which they were stocked when prices took their downward plunge. 
Or, if they have not, what little remains of that stock can be disposed of on a price basis, while 
the newer and snappier models generate much-to-be-desired turnover. 

Not infrequently has the “Recorder” called attention to the necessity for liquidation and 
the advantages accruing to the merchant who has rid himself of high-priced shoes and has re- 
placed them with shoes of equal merit at lower prices. Our theory bids fair to become an 
accomplished fact. 



























these are of relative unimportance beside the big fact that the leaders in the retail field, with © 
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What Merchants Bought at Milwaukee 


From Interviews With 
Convention Exhibitors 


Milwaukee, January 14, 1921. 


EPRESENTATIVES of more than 40 firms 
R with exhibits at Milwaukee agree that 
what may be characterized as a substantial 
buying movement has set in. The principal 
demand, however, is for novelties, most 
merchants reporting staple styles enough 
on hand to carry them, as they now see it, 
through the early Spring season at least. Of 
the orders placed fully 90 per cent are said to 
have been for Easter delivery. A resume of 
interviews with representatives of these firms 
gives a valuable cross section view of the condi- 
tion of the industry. Here are some of them: 
not as many as we should like to have had, but 
as many as could be obtained in the short time 
at our disposal: 


Novelties Preferred 


Homan-Hughes Company, Cincinnati—‘‘Like 
most of our Cincinnati manufacturers, we were 
able to offer practically nothing for immediate 
delivery, which many inquirers wanted, but we 
booked some good business, mostly in novelties, 
for Spring delivery.” 

Rohn-Ryan Shoe Company, Milwaukee— 
“While the tendency among buyers was to go 
rather slow on bulk, we booked a very nice run 
of orders. Dealers appeared optimistic over 
prospects that the business men of the country 
are coming back into the market for the better 
class of shoes.” 


Even Swiss Firm Gets Orders 


Bally Company, Switzerland—‘‘Of course, 
with a line such as ours, one would not expect 
any startling amount of business to grow out of 
a mammoth convention fair, but nevertheless 
our imported Swiss merchandise struck the 
fancy of a good many big city merchants who 
were in need of high-class novelties to dress up 
their stocks.” 

Dorothy Dodd Shoe Company, Boston—‘‘The 
convention built up a much better feeling than 
has prevailed in the trade for a long time, which 
was reflected in orders that generally were of 
better size than we had hoped for. Merchants 
were anxious to get their new goods at once, 


for their shelves have gained many vacant 
spaces in the liquidation period of the last three 
to six months.” 


Turns and Light Welts 


Lunn and Sweet, Auburn, Me.—‘“Strap 
pumps in turns and light welts with both high 
and low Louis heels, covered to match the shoe, 
had the best call. Oxfords were in pretty fair 
demand too. Black kid and satin pumps with 
fancy buckles were ordered in fair quantities.” 

Watson Shoe Company, Lynn, Mass.—‘‘The 
buying at this convention is only to be rivalled 
by the buying at the Boston fair in July. Then 
we will all be ready for a big Fall business. 
Nothing but novelties sold and for immediate 
delivery.” 

Good Boot Top Business 


Tweedie Boot Top Company, St. Louis— 
“Opinions of dealers expressed in orders are 
that the vogue of the boot top for street wear 
with turn pumps and oxfords has not passed by 
any meanss We did some excellent business for 
immediate or early delivery.” 

Rice & Hutchins, Inc., Boston—‘“‘The Educator 
line went over big. A pleasing feature of our 
business at the convention was that orders were 
fairly well spread, although the demand for 
at once delivery was strongest.” 


Quite a Few Reinstatements 


F. Mayer Boot & Shoe Co., Milwaukee—“‘Not 
only did we clean up some promised businéss of 
the last trip around the circuit by our salesmen, 
but there were quite a few reinstatements and 
some new orders of good volume which make us 
optimistic about the immediate future and 
the remainder of 1921.” 

Dittman Shoe Company, St. Louis—‘‘Dealers 
pounced upon firms such as ours which were 
able to offer in stock merchandise, for, as a rule, 
orders were placed for at-once delivery to catch 
Easter trade. Case orders were sparing, but the 
aggregate was very satisfactory.” 


Sold Men’s Dress Shoes 


F. M. Hoyt Shoe Company, Manchester, 
N. H.—‘City buyers appear,to be pretty low on 
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men’s fine dress goods, consequently we go back 
East with some very good orders to fill, generally 
on an at once shipment specification. Novelty 
oxfords constituted the bulk of our business.” 
Utz and Dunn, Rochester, N. Y.—‘‘Most of 
the dealers who talked business with us are low 
on novelties, but filled up on staples. .As a 
consequence we were able to do some good busi- 
ness in novelty pumps and oxfords wanted for 
Easter trade. Browns and grays were the most 
popular colors. Twin strap effects appealed.” 


Orders Not Large—But Select 


Griffin-White Shoe Company, Brooklyn— 
“This was a convention where buyers were after 
fancy: merchandise, rather than the ordinary run 
of goods, so that our sales on the floor were very 
satisfactory. Individual orders were not large, 
but very select.” 

Stacy-Adams Company, Brockton, Mass.— 
“‘We picked up some very fine business. It looks 
as if men’s shoe business is coming back very 
nicely and dealers are anticipating a good demand, 
judging from the orders we booked at this 
convention.” 


Buying Movement Under Way 


Sam B. Wolf Shoe Company, Cincinnati— 
“It took a World’s Fair and convention on the 
enormous scale on which Milwaukee carried it 
out to put some real ‘pep’ into dealers. Our 
experience is that a new buying movement has 
been put under way.” 

Daniel Green Felt Shoe Company, Dolgeville, 
N. Y.—‘Our booth was never without one or 
two visitors who came not only to look, but to 
buy. We were kept comfortably busy all through 
the fair.’’ 


Pendulum Swinging Upward 


Brown Shoe Company, St. Louis, Mo.—‘‘So 
far as makers of men’s shoes are concerned, we 
feel that we express the sentiment of every ex- 
hibitor in the St. Louis group that there are un- 
mistakable signs that the pendulum is on the 
upward swing. There was less hesitancy about 
prices on the part of dealers than we have noted 
in a number of months.” 


L. D. Evans’ Sons Company, Wakefield, Mass. 
—“Evidently a great many dealers are nearly 
out of house slippers and oxfords, for we can 
report some nice orders to run through the next 
three to four months. The distinctive novelties 
had the best call.” 
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Three-Strap Pumps Good 


Duttenhofer, Stevens Company, Cincinnati— 
“We stressed three-strap effects and found it 
very profitable, for our bookings were relatively 
excellent. Buyers generally asked for at once 
shipment for Easter, but as a rule we will be 
unable to do much on new orders until after 
April 15.” 

' Bresnahan-McLaughlin Shoe Company, Lynn, 
Mass.—‘‘Our convention business was at least as 
good as we expected to do. Oxfords and pumps 
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of a distinctive character and novelty effects 
went_well. Judging from expressions of dealers, 
they need little of the staples, especially in high 
boots, as they are carrying over considerable of 
this stock.” 


Brogue Patterns Sold 


J. W. Carter Company, Chicago—The ten- 
dency we noted was that dealers are banking on 
popular-priced lines to furnish their bulk for 
Spring and Summer. The brogue and semi- 
brogue effects in brown low cuts appealed at 
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least as well as the straight lines. Some blacks 
were sold, but the volume of these is very small 
compared to tan shades.” 

Strassburger-Stiles, Inc., Brooklyn—‘‘We sold 
26 different customers in one day of the fair. 
Isn’t that reason enough for us to be pleased 
with results of the convention?”’ 


Had to Turn Down Some Business 


John Fenton Shoe Mfg. Company, Columbus, 
O.—‘We were sold up to April 15 before we 
exhibited at the fair, and our business here is 
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sufficient to extend the condition for 20 to 30 
days. Buyers almost invariably passed up the 
staples and grabbed for novelty effects. We had 
to turn down some business because we would 
not be able to make at once or March 1 ship- 
ment.” 

Red Wing Shoe Company, Red Wing, Minn.— 
“Conditions in the lumber, mining and other 
industries are not yet back to normal, but deal- 
ers in these districts have been nibbling at our 
line of work, service and outing shoes, which is 
encouraging after the slack demand of recent 
months.” 





Dark Mahogany in Men’s Shoes 


Wall, Streeter and Doyle Company, North 
Adams, Mass.—‘‘We are very well satisfied with 
results. Buyers manifested more interest in 
men’s shoes than they have in‘a long time. The 
dark mahogany shades still predominate far 
above blacks, both in high and low cuts. In- 
dividual sales were not heavy, but most buyers 
touched the high spots all around to fill in, 
apparently.” 

A. H. Berry Shoe Co., Portland, Me.—‘‘Deal- 
ers seem to feel that Easter trade is going to be 
very good and they want merchandise, although 
not in any large quantities. A few novelties in 
oxfords and pumps, beyond that they could not 
be deeply interested.” 


Felts Did Not Move Well 


Hamton Shoe Company, Chicago—‘‘In view 
of the fact that buying by dealers has come to be 
principally for immediate delivery, our felt goods 
line of course did not appeal strongly at this time. 
Dealers seem to have fair stocks, and feel these 
will carry them through this Winter. Conse- 
quently our sales were not of material volume. 
Our white canvas line did exceptionally well. 


Merchants Are Optimistic 


Kirkendall Shoe Co., Omaha, Neb.—‘‘Dealers 
in the cattle and oil country of the West have 
been good patrons during the convention for our 
high tops and high cut service shoes. These 
merchants are optimistic over the future of their 
business, and substantiate their opinion by buy- 
ing with considerable freedom.” 

Clinton Shoe Mfg. Co., Clinton, Ia.—‘‘The 
crowds of ‘lookers’ contained a respectable num- 
ber of buyers of our goods. We are fortunate in 
having to offer a medium-priced welt line for 
men, which has appealed to dealers as a good 
buy at this time. Our sales consisted largely of 
oxfords for at-once delivery.” 


More Than We Had Hoped For 


Krohn-Fechheimer Co., Cincinnati—‘‘This 
convention proved to be much better as a selling 
proposition than we had hoped for. Our sales 
were limited mainly to the novelties. Black and 
gray suedes in strap pumps were in best call, 
but we also sold some nice lots of walking and 
hiking goods for girls and women.’ 

Laird-Schober & Co., Philadelphia—‘It was 
our intention to merely display a few select lines 
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at this show proper, but we gained a good re- 
sponse, which was even better at the more com- 
plete sample display at our hotel. Some of the 
big city dealers went in quite heavily for extreme 
fancy pumps, anticipating a brisk Easter busi- 


Men’s Novelties Attracted 


J. P. Smith Shoe Co., Chicago—“The Mil- 
waukee convention seemed to be the thing which 
has revived interest in men’s shoes among deal- 
ers. We found merchants looking for something 
more attractive than the staples which have 
been before the public for so long. Our two-tone 
boots and oxfords in the tan and chocolate 
shades sold well, with blacks still moving slowly.” 

Craddock-Terry Co., Lynchburg, Va.—‘*We 
feel better about business than we have for six 
months, as the result of the World’s Fair at Mil- 
waukee. Dealers were ready to do business and 
we feel well repaid for coming. The double strap 
effects in pumps were the basis of the bulk of 
our selling here.” 


Children’s Shoes Bought 


Smith-Wallace Shoe Co., Chicago—‘‘We hope 
that makers of men’s and women’s boots and 
shoes fared as well as we did with our line of 
children’s goods. . Most of our sales were for at 
once or March 1 delivery.” 


Novelty Shoe Co., Chicago—‘‘The fact that 
we were able to offer the latest novelties in wom- 
en’s merchandise out of stock made a hit with a 
good many buyers looking for goods to spread 
out or fill in their lines for Easter trade. Brown 
and gray suedes and black satin turn pumps 
went big, speaking relatiyely.” 


Price Bottom Reached 


Roth Shoe Mfg. Co., Cincinnati—‘‘It was en- 
couraging to hear lookers and buyers express 
themselves as believing that the bottom of prices 
has been reached. This was voluntary informa- 
tion and not suggested by our people, so we feel 
that the opinion is sincere and sound.” 

Chipman-Harwood & Co., Boston—‘‘We did 
a very good business and likewise we made many 
new friends for the White Shoe House of Amer- 
ica. Dealers anticipated a good Summer trade 
in canvas goods by making some purchases of 
real volume. This covered both the staples and 
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novelties. We believe now that 1921 will be a . 
real White Shoe year.” 


Volume Very Satisfactory 


Mrs. A. King, Inc., Philadelphia—‘We were 
very much gratified with our sales and also with 
the excellent prospects we secured through our 
display of women’s footwear. None of the orders 
placed with us were very large, as orders.go, but 
they constitute a very good volume. Delivery 
specifications range from immediate to June 1 
delivery.” 

Freeman-Thompson Shoe Co., St. Paul, Minn. 
—‘“‘Our experience during Convention Week was 
very satisfactory from a sales standpoint. Felt 
goods, like other footwear, have been affected 
by unusual conditions, but both staples and nov- 
elties were asked for and our bookings were 
gratifying.” 


Rubber Company Reports Sales 


Converse Rubber Shoe Co., Chicago—‘‘The 
depleted condition of stocks of rubber footwear 
of all kinds in retail hands was reflected by the 
goodly number of orders we booked during the 
fair. In most instances, buyers specified imme- 
diate delivery, probably to catch the remainder 
of this season.” : 

Holland Shoe Co., Holland, Mich.—‘*Browns 
predominated in our sales by two to one over 
blacks and other shades, both in men’s and boys’ 
shoes. The ratio between high and low cuts was 
about the same, with the long end in favor of 
oxfords.”’ 


Retail Stocks Too Light for Comfort 


A. S. Kreider Shoe Co., Chicago—“Judging 
from our sales of children’s shoes, stocks in city 
as well as country stores are too light for com- 
fort. A fair amount of buying of high and low 
shoes for misses and youths also was done.” 

Florsheim Shoe Co., Chicago—‘‘Staples moved 
very slowly, but we are able to report a satis- 
factory volume on men’s novelty boots and ox- 
fords. Browns, in low cuts and in the brogue or 
semi-brogue styles, constituted the bulk of our 
selling.” 

Alden, Walker & Wilde, Inc., East Weymouth, 
Mass.—‘‘Dealers’ expressions seemed to be large- 
ly that they want a change, mainly in colors. 
While the tan and chocolate still hold the top- 
notch position, we discerned a feeling that the 
vogue of these may not last much longer.” 
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Resolutions Adopted at National 
Convention 


Be it Resolved, That we co-operate with the 
better business bureaus and advertising clubs 
toward efficiently eliminating all comparative 
prices in advertising of shoes. 

Be it Resolved, That the membership of our 
organization is urged to affiliate with local, state 
and national organizations interested in public 
affairs, to the extent that business men become 
stronger factors in the affairs which vitally in- 
terest the business of this country. 


Luxury Tax Condemned 


We recommend the repeal of the war excess 
tax as a burden upon business and an obstruction 
to business development. We condemn the 
luxury tax as unfair, unjust and discriminatory 
and adding unnecessary burdens to the cost of 
living of the general public. 

We recommend in its place a tax that is non- 
inquisitorial, that is based on a simple system by 
which it would be possible for the average busi- 
ness man to determine bis taxes clearly and 
definitely. 


Good Roads Recommended 


Whereas, Existing agencies of transportation 
are no longer adequate to conduct the constantly 
increasing business of the United States; and 

Whereas, The growth of the country is being 
seriously retarded, its prosperity diminished and 
its productive energies largely wasted at the 
expense of the consuming public, because of such 
restricted transportation conditions; and 

Whereas, The one fundamental remedy for 
this growing menace to the prosperity and con- 
tentment of the people lies in the building up of 
hard surface roads throughout our broad land, 
we recommend continuing the method of govern- 
mental assistance to the various States for this 
purpose. 

We are heartily in favor of the development of 
our waterways, harbors and the building up of 
our merchant marine under private ownership, 
thus opening up our commerce to the entire 
world. We further approve of the readjustment 
of the freight rates of the country, enabling the 
railroads, when efficiently managed, to enter 
upon an era of expansion and improvement in 
our transportation. 


We favor the installation of a national budget 
system that will increase efficiency, prevent 
waste of public funds and reduce taxation. 


A Governing Plan Committee 


Resolution adopted this eleventh day of 
January, 1921, by an unaimous vote of the board 
of directors of the National Shoe Retailers’ 
Association: 

That the president of the National Shoe Re- 
tailers’ Association shall designate two men and 
that the advisory board of the National Shoe 
Retailers’ Association shall designate two men, 
and that these four men so designated shall 
constitute a committee, of which the president 
of the National Shoe Retailers’ Association shall 
act as chairman, and that it shall be the duty 
of these five men to name a committee. 

This committee so named is to represent truly 
every branch of our membership, one from each 
State organized, functioning and affiliated, in- 
cluding small dealers and large dealers, members 
from small cities and large cities, State associa- 
tions, and individual firm members. The chair- 
man of this committee shall be named by the 
five men hereinbefore mentioned, and this com- 
mittee shall meet as soon as possible, and as fre- 
quently as necessary, and they shall prepare a 
plan for the government of the affairs of the 
National Shoe Retailers’ Association which in 
their judgment shall be to the best interest of the 
Association. 

Plan in detail shall go out to the entire mem- 
bership of the association at least 60 days prior 
to the annual meeting to be held in January, 
1922, and 

Further, That the plan so adopted by this 
committee shall be presented without change of 
any kind to the annual convention of the National 
Shoe Retailers’ Association to be held in January, 
1922. 


Manufacturers’ Retail Outlets Discussed 


Whereas, Certain manufacturers have adopted 
a policy of establishing their own retail outlets, 
and report has been current in the trade that 
many other manufacturers are seeking to estab- 
lish a similar policy; and 

Whereas, There has thus been created a situa- 
tion wherein retailers generally are losing faith 
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in the good-will of manufacturers to protect the 
retailer in his legitimate field of activity; and 

Whereas, ‘The National Shoe Retailers’ As- 
sociation, while not ready to take the popular 
view that manufacturers generally are seeking to 
control the retail field, does, however, deeply 
deplore the conditions, which are the direct cause 
of the unrest in the retail shoe business, and 
which cannot fail to result in an absence of real 
co-operation between the retailers and manu- 
facturers should the situation be permitted to 
continue without an earnest and frank discussion 
aimed at reaching a definite understanding; and 

Whereas, It is appropriate and necessary that 
this Association should issue a clear definition of 
its policy to the end that proper retail interests 
be conserved and conditions made better for the 
industry generally; 

Now, therefore, be it Resolved, That the 
following declaration of principles be adopted and 
published as expressing officially the viewpoint of 
this Association: 


BOOT AND SHOE RECORDER 





labor; that the public under this recognized 
system will finally be served more economically 
and with higher standards of merchandise. 


From Retail Merchant to Public 


Fourth, we believe that, while some manu- 
facturers may see advantages to be gained in 
undertaking to embrace the retail field, no great 
time will be needed to determine that these ad- 
vantages have been but temporary, and in the 
end will be found not to exist at all, for the 
reason that in the measure that those experienced 
in producing shoes are most able to manufacture 
economically, in the same measure the ex- 
perienced retailer is best able to distribute the 
merchandise most economically. By the very 
nature of his training and the daily demands 
made upon his ingenuity by the public, the re- 
tailer cannot be successfully set aside except 
through the medium of a monopoly which in the 
United States would not be lawful or desirable. 


For Better Co-operation 


ens eee 


Declaration of Principles 





Fifth, we believe that it is impossible to secure 
the measure of co-operation between retailers and 
manufacturers that is necessary to produce and 
distribute the kind of shoes the public wants of 
the standard of quality and style demanded, 
when manufacturers themselves enter into the 
field of retail distribution, and consequently be- 
come directly competitive with the retailer in his 
own field of endeavor. The retailer cannot be 
expected under conditions where the manufac- 
turer is directly competing against him for public 
favor to reveal to the manufacturer the informa- 
tion, counsel, and assistance which is the re- 





First, we believe in operating the retail shoe 
business upon the fundamental truth that the 
public is our master whose mandate is supreme; 
that our chief concern is to study the public 
wants in merchandise, and that in operating in 
accordance with this fundamental, the retailer 
has a definite legitimate function in the economic 
scheme, which function is his alone, and that on 
such a basis there is plenty of opportunity for co- 
operation with shoe manufacturers; that shoe 
manufacturers must recognize this principle as 
making for the greatest success for the manu- 
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facturer as well as the retailer. 


Dovetailing of Functions Desirable 


Second, we believe that operating an industry 
throughout its ramifications to best meet the 
public’s desires and to best serve that public 
means a dovetailing of each separate function of 
the industry with the next, and not the assump- 
tion of two or more phases of operation by one 
branch of the industry; that in operating by such 
successive steps, each step considerate of the 
other’s special fields, there is accomplished a 
minimum of waste and a maximum of economy 
in production as well as in distribution in that 
there is less of undesirable merchandise being 
produced and finding its way into the market. 

Third, we believe that the interests of the in- 
dustry as a whole, its progress and perfection, 


tailers to give by reason of his direct contact with 
the consuming public. 

Whereas, We do not desire to be placed in a 
false position of questioning the manufacturers’ 
right or privilege to do that which in their mature 
judgment seems proper for them to do. Nor do 
we wish to antagonize those of our members, or 
prospective members, who represent such inter- 
ests as are conducting their business along recog- 
nized ethical retail principles, but rather do we 
desire to express our earnest wish that we may be 
permitted to co-operate with all branches of our 
industry against any action which we feel would 
be detrimental to the continued growth and 
prosperity of the industry as a whole. 

Whereas, We are opposed to the sale of foot- 
wear direct to the consumers from factories or 
warehouses or through the sale of it to large cor- 





are_best served by the system of the division of porations or associations that in turn sell it to 
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their employes and others, believing that this is 
an encroachment upon legitimate functioning in 
distributing of footwear and does not conserve 
the consumers’ best interests. 


Sacredness of Contract Upheld 


Whereas, The deflation incident to the restora- 
tive period has caused every line of business to 
suffer from cancellations, and promotes a dis- 
position upon the part of manufacturers to cancel 
high cost raw material in self protection and a 
disposition likewise on the part of the retailer to 
cancel his obligations with the manufacturer; and 

Whereas, These conditions have unfortunately 


Model on New England Stage 


tended to make all contracts’mere scraps of paper 
so that obligations undertaken prove to have no 
value; and 

Whereas, This practice has assumed propor- 
tions where it menaces our entire business struc- 
ture, threatening to eliminate altogether the ele- 
ment of business faith and confidence, which are 
the very foundations of contractual relations, 
and consequently endangers the safety and prog- 
ress of all business. 

Now, therefore, be it Resolved, That the Na- 
tional Shoe Retailers’ Association, having re- 
peatedly gone upon record to uphold the sacred- 








ness of a contract, reiterates its previous declara- 
tions holding contracts to be sacred and their ful- 
fillment necessary for the preservation of right- 
eous ideals as well as of financial stability; that 
while this association recognizes the right of many 
retailers to cancel orders and return merchandise, 
it disapproves the actions of such canceled orders 
without justification and which thereby encour- 
ages a general laxity affecting cdntractual rela- 
tions and threatening the whole business struc- 
ture of the country, and 

Be it Resolved, That the National Shoe Re- 
tailers’ Association is unalterably opposed to 
laxity in meeting moral obligations and urges its 
members to live up to any contracts they may 
make both in spirit and letter, and further that 
our members should consider this pronouncement 
as official notice that in all cases referred to the 
council of arbitration, where it may be established 
that the retailer has canceled without just cause, 
this association will refuse its moral support to 
the retailer in such action, and 

Be it Resolved, That it is the policy of this 
association to consider an order placed as a sacred 
obligation binding two parties; that when the 
manufacturer delivers merchandise on time, up 
to standard and in accordance with agreements 
made, the retailer has no right or just cause to 
cancel the order or to return the merchandise or 
resort to unfair business practice. 


Sound Optimistic Note 


The National Shoe Retailers’ Association de- 
sires to sound an optimistic note in the business 
affairs of this country. We believe in the future 
of America. The American public is the largest 
consuming public in the world, and the business 
man who prepares for reasonable business re- 
sults will not be disappointed by such action. 
Prices in many cases today are below production 
cost. Conservative buying should be the order 
of the day. It is a mistake to defer buying any 
longer, remembering that the manufacturer and 
tanner has his problems as well as the retailer 
and cannot be expected to produce merchandise 
the instant that the public makes its demand, 
and the retailer therefore must anticipate. 


A Message of Thanks 


We wish to extend our heartfelt thanks to the 
Milwaukee committee and to the most efficient 
Chairman Caspari, for the wonderful results 
attained at this convention, marking what we 
believe to have been the greatest trade conven- 
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“Open Forum’? for 1922 


Whereas, the members of the National Shoe 
Retailers’ Association in convention assembled 
on Thursday, January 13, did vote their desire 


tion ever held in America; and we wish to express 
our great appreciation of the hospitality ex- 
tended to visiting shoe men by the citizens of 
Milwaukee, and the warm cordiality extended 
by manufacturers in co-operation with the re- 
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tailers. 

We believe that Milwaukee has solved the 
convention problem for the business man of the 
United States through her magnificent audito- 
rium, which we recommend should be followed 
by every city of any size throughout the United 
States, as an institution which might be likened 
to the old Roman forum in which all of our busi- 
ness problems may be solved by united effort. 

Additional resolution presented by Wm. Pid- 
geon from the floor—unanimously carried. 


that in all future conventions there be a shorter 
program and fewer set speeches, and in place 
thereof that we establish a system of “open 
forum” in which real problems of the retail shoe 
merchants may freely be discussed from the 
floor, be it resolved that this is essentially a part 
of the business of this convention in arranging 
the national convention of 1922, the program 
committee to be advised and instructed as to this 
preference on the part of our members who be- 
lieve that they will be gainers thereby. 


Steady Stream of Orders Placed 


Buyers Nibbled, Liked 
the Taste and Bought 


Milwaukee, January 14. 
ILWAUKEE came through. The change 
M. for the better nationally is here. From 
the tidy little order taken the night be- 
fore the convention opened, by Hollis B. Scates, 


the thousands of sample shoes gradually come 
out of their secluded state, and ideas are born 
in individual minds. Soon the merchant nib- 
bles and finds that price haggling gives unrest 
and but slight satisfaction. Then the steady 
comparison of prices in many booths gives him 





once a merchant—now a salesman—to the steady 
stream on Tuesday, Wednesday and Thursday, 
the good work continued. President Orr sound- 
ed the call to buy in the shortest and best speech 
he ever. made: 

“Let’s start the shoe mills going.” 


y 


confidence that here at last is a bottom he cannot 
puncture. 

He sees an advantage to him in some clever 
style that he knows will sell in his community 
and away goes resistance. He buys. 

Then he gets pleased with his purchase and 
tries the process in some other booth. 


ou 
—4 
" 


=a 


of 
i. 


Ze —- Ab 
<< 


nha! i 
<r. 


Buying Safe and Satisfactory 


R—- =. 


Now don’t conjure up a buying fever so high A Psychological Analysis 
that long cues of merchants waited in line for 
the salesman to get over his writer’s cramp. The 
buying was sound, safe and satisfactory. The 


big show, if it cost a million, was worth it. 





Soon he has so much confidence in his own 
ability to sell them within ninety days that he 
brags a bit and then another merchant falls in 
line. 
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Put five thousand shoe merchants in a building 
with two thousand manufacturers and salesmen 
fortified with the finest and most modern eye- 
tickling displays, and something cracks. The 
stop signals are shot off the road and the thun- 
dering vehicle of progress just sweeps the throng 
into line. 

The Way It Started 


Big swirling bodies of merchants in the car- 
nival convention eventually stop milling around, 


This may be an analysis of merchant psychol- 
ogy in convention which may be too analytic, 


but figure it out for yourself. 


Every other merchant told tales of pretty 
good business in the last months of 1920, and 
he visualized that portion of his stock at home 
which is moving because of style. So he re- 
solved to separate his stocks—one to push, the 
other to clear. 

A couple of thousand new beauties seen in 
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convention makes the merchant take a mental 
inventory of the stuff boarding at high interest 
rates back home on the shelves of the store. His 
ambition is fired by the new styles and new 
methods. 

The Changed Merchant 


A real and remarkable change has come over 
the merchant in this convention. If he didn’t 
buy anything he certainly has gone home to sell 
off a lot of shoes in which his confidence has been 
shaken. 

More and more merchants have expressed 
themselves as to the courageous assistance given 
by the “Recorder,” with its rather pungent ad- 
vice on liquidation. It hurt to take a loss, but 
the loss, once taken, breeds an anticipation of 
the pleasure of profits in the future. The profits 
are in the new styles, and this convention gave to 
merchants the courage to buy at a fair price—to sell 
at a profit—and to ask the public for more pairs 
per person in 1921. 


Another Convention—Sure 


During the first two days of this great show 
there were many dismal predictions that such 
an extravagant outlay would preclude another 
show on the same scale. Forget it! Huge con- 
ventions may cost a million, but they are mod- 
ern and they appeal to merchants who get a 
chance once a year to color what is to some a 
rather dull existence selling shoes to unappre- 
ciative people from eight in the morning until 
ten at night. 

Small merchants were in the great majority. 
They fairly reveled in the. kaleidoscopic marvel 
of being able to travel and to talk with other 
merchants, to swap experiences, to jazz a bit, to 
play big boy, have a lot of fun and maybe a sly 
little drink. 





The Merchant Was King 


The merchant was king and he gloried in it. 
Even the fatigued hosts cracked wan smiles and 
delighted in telling what handicaps they over- 
came. It was a great new toy and expensive, but is 
it any more expensive than the samples made up 
that never woo an order? What manufacturer 
is there who does not slip his eye over a rather 
successful number in his competitor’s case? 

Surely, it’s a great game. It may shriek in the 
face of economy, but is it really waste? 

If every shoe merchant went home with a 
feeling that perhaps his store and stock were a 
little too drab for the growing community in 
which he lives, in the light of the model shoe 
store he envied at the Auditorium, surely his 
mental progress means better service and better 
turnover. 


We'll Be Through in a Minute 


We are going to make many merchants regret 
that they did not go to Milwaukee by the story 
we tell and illustrate in this issue. They are 
going to crave a trip ‘to conventions. The great 
show may appear like the follies of the age to 
some, but to others it colors up like a regular 
time that comes once a year. 

What a transformation in the four years since 
the “Recorder” staged at Chicago the first am- 
bitious style show—and now see what the darn 
thing has gone and done! 

Not less than one hundred style shows in one 
building there were—ranging from the ambitious 
runway in the Brooklyn section to the lone 
model with the perfect foot in so many booths. 

And here’s our last thought. More than one 
thousand home partners—the feminine side of 
the shoe family—were there. Do they want an- 
other show? Ask them! 


Convention Proceedings Reported] | 


By Wire 


Milwaukee, Jan. 14. 


ICTURE the largest auditorium in America 
filled to the last inch with displays of every 
conceivable line in shoe .store demand, 

attended by every well-known factory executive 
and salesman—assembled for just what purpose? 


To meet the retail shoe merchant half way in the 
rebuilding of a nation’s business. 

Imagine, also, a registration of 7,000 men and 
1,000 women—all immersed in a_ stupendous 
industrial baptism which is to revive the payrolls 
of workers, the hum of factories, the work of 
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Birds-eye View of Main Exhibit Hall 


salesmen—all leading to the greater distribution 
of footwear through retail shoe stores. 


An entire nation acknowledges that recovery 
first came at Milwaukee. 


You who have attended conventions until the 
name itself suggests tired feet and a dizzy brain— 
get this. 


Beds at a Premium 


Milwaukee was the shoe and leather metropolis 
this week. Every hotel and spare room for miles 
around was ours. Some men had to sleep in the 
hotel lobbies the first night. Two steamers were 
moored in the river with men in staterooms and 
hammocks. The city was decorated. Buildings 
and thoroughfares bore banners and blue and 
gold seals. The Auditorium was a blaze of dis- 
play and color. The picture absolutely staggered 
description and this is said by one to whom con- 
ventions are no novelty. The Badger State 
became the Badge State—with more decora- 
tions per bosom than a Balkan general. 

The glorious welcome given to the delegates 


was the outcome of a year’s plans prepared under 
the direction of A. B. Caspari, general chairman. 
His store window featured a magnificent loving 
cup as a tribute, not only to his presidency of the 
local association, but to his efforts in behalf of 
the National. Over 70 men were on duty at the 
stations to expedite hotel registration. The 
immense convention organization had every 
item of hospitality covered. 


The Greatness of Milwaukee 


Shoe men learned that Milwaukee’s output of 
more than $99,000,000 and its employment of 
12,600 women give to this city premier rank, 
surpassed only by the metal trades. There is no 
serious unemployment in Milwaukee. 

The slogan “made in Milwaukee” was every- 
where and the potential value of this convention 
to this city in future business acquaintance can- 
not be estimated. The city took this convention 
seriously. It made a pre-eminent bid for the 
title of having staged the greatest convention in 
any industry ever held in America. 
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Big Merchants on Hand 


The first day’s registration showed the name 
of every well-known shoe merchant in the United 
States with few exceptions. Significant, too, was 
the leadership of manufacturing minds present. 

As the tenth annual gathering necessitated 
preliminary conferences, the State officers from 
every association in the country met at the Hotel 
Pfister on Sunday. The most important meeting 
on Sunday was that of the styles committee. 
Four sessions were held in preparation of a style 
outline to serve as a buying guide to the mer- 
chants present. 

(The recommendations made by this com- 
mittee are published in full on another page.— 
Ed. Note.) 

Buying started Sunday and by Monday noon 
some of the Cincinnati exhibitors had posted signs 
reading: 

“Sold up until April-15.” 

The carnival character of the convention kept 
up to the very end when each market joined in a 
grand snake dance in the Auditorium. 
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Brooklyn Exhibit in Solomon Juneau Hall 








One of the most interesting events was the 
presentation of ““Recorder” prizes. The contest 
was on the total number of subscribers in the 
United States upon January 13 and a huge jar 
of pennies covering that number was presented 
to N. W. Dunbar, Dunbar Pattern Company, 
Brockton, Mass., whose guess of 12,000 was 
closest to the actual number—12,009. A similar 
prize for the total number of towns in America 
into which the “Recorder’’ goes was won by 
Walker Edmonds of the Edmonds Shoe Company, 
whose guess of 3,398 was closest to the actual 
number, 3,401. 


Committee Examined Ballots 


The committee who examined the 6,000 ballote 
were Bob Roberts of Carl E. Schmidt & Co., Inc.; 
A. G. White of the Brown Shoe Company and 
Mr. Stonnack of the Diamond Shoe Company. 

Unquestionably the most conspicuous result 
of the convention and World’s Fair was that it 
accelerated the return swing of the pendulum of 
retail buying. In short, the 1921 convention 
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knocked an already tilted lid off the buying pot. 
On the opening day the swarm of visiting mer- 
chants looked around. On the second they be- 
gan to exchange views and confidences. On the 
third and fourth day they bought merchandise, 
and they bought with freedom, for their con- 
fidence had returned. 

In no other way would it have been possible 
to rebuild the substantial substructure of the 
boot and shoe industry—namely, the getting to- 
gether of the manufacturer and the merchant. 
The convention made a memorable buying move- 
ment a fact. 


Ended in Burst of Enthusiasm 


At the close of the convention proper the 
pent up enthusiasm of the boot and shoe mer- 
chants of the entire country burst loose. They 
had been taught by the invigorating sessions to 
regard the future with true optimism, and their 
emotions were released from a long bondage. 
The vast crowds went wild. The Auditorium 
was turned into a bedlam of noises to the accom- 
paniment of the blare of bands—the wild syn- 
copations of jazz orchestras—the rattle and boom 
of drums. 

It was pleasant torture to the ear, but it was 
a wonderful demonstration of great meaning. 
It was a fitting climax to what undoubtedly will 
go down in American boot and shoe history as the 
greatest and most influential of the ten conven- 
tions the National Association has held. It is 
going to take longer than twelve months to dis- 
sipate the unbounded enthusiasm created at 
Milwaukee. All look forward keenly to the 
1922 convention. The parting word of a.l 
seemed to be the same: 

“See you in New York next year.” 


Leather Demand Stimulated 


The score of leather manufacturers within the 
Auditorium unanimously agree the great num- 
ber of orders placed by the retail shoe mer- 
chants immediately stimulated the demand for 
the leather. Most of the shoe factories are buy- 
ing leather from hand to mouth, and the sales 
made were for stock to be consumed within the 
next 90 days. 

One big leather operator states that the show 
paid for itself ten times over in immediate 
orders. Gray suede led all else in sales, the first 
big batch of this leather being thirty-five thou- 
sand feet of sueded goat. The best part of these 
leather sales at the Auditorium was the diversity 
of materials selected. Inquiry was for not only 
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the higher grades, but for medium and lower 
grades as well. 

Indications are that after the big run on gray 
in suedes, the next ninety days the trade will 
shift to whites for the Summer months. Sam- 
plings show that trend already. 


A Dazzling Carnival 


The first day one got the impression of a car- 
nival—a dazzling indecision—with shoe folk 
rambling around the many rings of industrial 
activity filling their eyes with style shows which 
dotted every corner. Actually there were more 
than 100 style shows, from the elaborate runway 
in the Brooklyn exhibit to the cozy little booth 
demonstration of fit and fashion. 

Registration was a tremendous task, for men 
had to stand for hours before signing up and 


Interior of Cincinnati Stores. Herbert N. Lape, 
Chairman, in the Immediate Foreground 


paying their,five spot. Once within the building, 
there was so much to see that midnight found 
many still getting an eyeful. 


But Unfortunately— 


When it came to eats, that far-famed Palm 
Beach room was both a delight and a delusion. 
The first few hours were worth the fare to Mil- 
waukee, for the bathing beauties were in the 
setting. Someone spoiled that feature by order- 
ing the young ladies back to Milwaukee garb, but 
Barney Coen made up for it by a continuous per- 
formance of vaudeville. The palms were there, 
likewise the good ship N. S. R. A., but spice was 
only in the food. A parade there was mostly 
music. The first morning was conspicuous by 
the amount of shoe leather worn out by the 
visiting shoemen. 
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Stage and Runway -in the Centre of Brooklyn Display 


There was work a-plenty for directors and 
committees. Probably the greatest piece of 
work of the day was under the direction of 
Charles S. Heath of Columbus. Every authority 
on men’s shoes was taken into consultation, fol- 
lowed by similar conference on women’s and 
children’s shoes. The committee worked for two 
days, and way into the night. 


Chain Stores Discussed 


There was much discussion in executive session 
on the status of chain stores. The convention 
may state its position strongly. 

Milwaukee has a convention room worthy of 
the name. It was removed from the exhibits 
and filled rapidly. Nine hundred men and women 
heard the gavel drop. Speakers and the presi- 
dent were on the stage with a background picture 
of a shoe store interior. Sticking to the craft was 
apparent in the scenic setting. There were no 
geographical markings as in former conventions, 
all met at a common shoe store level. 


Invocation by Chaplain 


The absence of that grand old man A. C. Mc- 
Gowin, and of stately John Slater, was regrettable 
but a tribute to the founders of the N. S. R. A. 
was noted in the appearance of Elmer D. Gilder- 
sleeve. Chaplain of the craft, he delivered an 
invocation re-dedicating the shoe merchant to 
public service. A Quaker preacher for 42 years 
and an upstanding merchant for 54, he gave to 
his words a sincerity and godliness that met the 
instant respect of the audience. 


Address by Governor 


Hon. John J. Blaine, governor of the State of 
Wisconsin, delivered the address of welcome. 
He gave as one of the principal reasons for the 
progressiveness of the State the fact that widely 
different nationalities make up the total of the 
population, which lias produced a most demo- 
cratic spirit in governmental affairs. He put par- 
ticular stress upon the motto of the State, ‘“‘For- 
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motto. 

President Orr then called upon a number of 
State presidents, each of whom made a short 
talk upon conditions in his State. 


State Presidents Called On 


The first speaker was Frank P. Meyer, presi- 
dent of the Illinois Association. Mr Meyer 
commended the officials of the various State 
associations for the untiring efforts which they 
were putting forth for the benefit of the retail 
shoe industry at large. Reuben Steiffel, presi- 
dent of the Tri-State Association, was introduced 
and paid high tribute to President Orr and to 
N. S. R. A. officials. He said: 

“Differences may come up and probably will 
come up, because it would really be unfortunate 
should the eight thousand merchants present all 
be of one mind, but this is a democratic organiza- 
tion, and majority rule will prevail. It is up to 
the minority to get into the band wagon and 
blow a horn in harmony with the majority. 
The world admires the man who loses and 
smiles, but nobody admires a quitter. There- 
fore, smile.” 


Community Service Stressed 


William Pidgeon, president of the New York 
Association, laid special stress on the community 
service which it is possible for the retail mer- 
chant to render. Merchants are playing a great 
part in the world’s affairs and each one should 
obtain a full measure of joy, hope and inspira- 
tion from the accomplishments of the past, and 
seek to render a greater service in the future. 

Al. Katchinski, president of the California 
Association, said: 

‘‘We should all be optimists rather than mere 
shoemen. We have been passing through trying 
times brought on by petty politicians. My 
advice is go home and become a politician—not 
a politician for a financial gain or for personal 
aggrandizement, but a politician who has the 
passion to see his town, State and nation properly 
and efficiently governed.” 

He invited all the merchants and national 
officers to attend the California State conven- 
tion June 13, 14, 15 in San Francisco. 


Praise for Missouri 


Charles E. Williams, president of the Missouri 
Association, said: 
“‘Missouri is the show-me-State because she 


ward,” and said the State is ‘living up to the’ 
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has so much to show. Missouri is the only 
State around which a wall could be built and 
the State would be self-supported. The so- 
called Missouri resolutions recommending a 
more democratic manner of electing national 
officials, which has been adopted by 15 States, 
is Missouri’s contribution to the welfare of the 
shoe fraternity.”’ 

Henry E. Hagan, president of the Massachu- 
setts Association, paid tribute to Vice-President- 
elect Calvin Coolidge, and his stand for law 
and order. Mr. Hagan spoke of the wonderful 
growth of the national organization. 

“The infant has grown because it has been 
nursed and tutored by big and unselfish men 
of the industry, and this policy must be 
pursued if the organization is to continue its 
growth and to function properly for the benefit 
of the retail merchants of the country.” 


How Wisconsin Organized 


William C. Schlaefer, president of the Wiscon- 
sin Association, told of the organization of the 





S. S. Georgia at Crosley Docks, Buffalo and 
West. Water Streets 


Wisconsin Association three years ago by Daddy 
Sloane, who at that time was field secretary of 
the N.S. R.A. The Wisconsin Association now 
has over 200 merchants on its membership roll, 
and through these merchants he extended a most 
hearty welcome to the merchants from all over 
the United States. 

Harry I. Boyd, president of the Pennsylvania 
Association, claimed for his State the largest 
membership, both affiliated and firm members, 
of any association in the national organization. 
At a caucus of Pennsylvania delegates held last 
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New England Exhibit in Byron Kilbourn Hall 


night, the present method of electing officers of 
the national association was endorsed. President 
Boyd invited merchants and manufacturers to 
attend the State convention to be held in Scran- 
ton, February 21 and 22. 


Legislators Scored 


E. W. Hertzler, president of the Iowa Associa- 
tion, says the retail shoe merchants have been 
fighting to sustain the reputation of the craft 
which has been sadly maligned by the daily 
press and certain magazines of general circula- 
tion. He scored legislators, both State and 
national, for the introduction of numerous laws 
detrimental to the business interests of the 
country and not helpful to the consuming public. 
Iowa merchants, in his opinion, are in good, 
healthy financial conditions, their stocks are 
cleaner than for several years back agd they 
are looking to the future with confidence and 


with optimism. 
W. T. Head, secretary of the Oklahoma Asso- 


ciation, in the absence of President W. H. 
Krueger, said that the Oklahoma merchants 
were looking forward to the best convention in 
their history. Conditions were somewhat un- 
settled owing to the slump in cotton prices, but 
the merchants generally were doing a good 
business, and were not fearful of the future. 


Concerning Automobiles 


J. J. Jackson, president of the Michigan Asso- 
ciation, said he was from the State that used 
to make automobiles and then added that they 
expected to be again making automobiles within 
the next two weeks. 

“Michigan merchants,” he said, “have come 
to recognize the fact that a closer co-operation 
with the salesforce and a more thorough educa- 
tion of the selling staff in their stores is abso- 
lutely essential to the better distribution of shoes 
and the elimination of waste in the conduct of 
their business.. To this end, community groups 
are being organized throughout the State which 
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within the next nine months will increase the 
membership of their association to at least a 


thousand.” 
Tuesday’s Session 


The opening activity of Tuesday was a meet- 
ing in Plankinton Hall staged as if it were a 
little evening gathering of the salesmen of the 
store. A banquet was served on the stage and 
the prominent men of the trade who took the 
part of clerks suffered the embarrassment of 
having 500 men watch them eat a full course 
dinner. Immediately following the coffee the 
proprietor of the store, Robert Agnew of Chicago, 
started in on his store Round Table. 

The afternoon session of Tuesday held an 
audience completely filling Plankinton Hall. 
Over 2,000 merchants were in attendance. The 
Nominating Committee after two days’ work had 
prepared a method of procedure for voting. 
Fifteen candidates for directors were as follows: 


List of Candidates 


Seaton Alexander, C. E. Williams, V. E. 
Vaile, Percy E. Hart, W. S. Byck, J. E. Wilson 
of Detroit, J. Fontius of Denver, Henry E. 
Hagan of Boston, J. J. Buckley, Reuben Steiffel, 
W. W. Willson of Boston, Joseph Strasburger 
of Washington, E. H. Hertzler of Burlington, 
Iowa, I. S. Hess and Otto H. Hassel. 

From these 15 nine were to be elected—the 
polls to open between ten and twelve o'clock 
Wednesday and balloting by the Australian 
system. Reuben Steiffel, Memphis, Tenn., was 
chairman. 

Opportunity was given for any dissenting 
shoeman to put in a competing ticket providing 
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Editor Makes Address 


The first speaker of the afternoon session was 
Norman Johnson, Editor of the Merchants Jour- 
nal and Commerce of Richmond, Virginia. He 
said with real Southern enthusiasm many 
things that carried the convention off its feet, 
in part: 

“A great many of you fellows last year reared 
back, put your fingers in your vest and. con- 
gratulated yéurselves that you were the smartest 
merchants in the world. I make the point that 
the poorer the merchant was in 1920 in the early 
part, the more money he made, an absolute re- 
versal of all that we know. It was a physical im- 
possibility for any man to remain in business 




















the signatures of 10 firm mémbers were obtained 
introducing the rival slate. 
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Resolutions Committee Named 
Street of Great Golden Pom-Poms. A Feature 


Immediately following a rather complicated . 
of Rochester and Chicago Exhibits 


discussion of election procedure President Orr 
announced the Resolutions Committee— Messrs. 
Geuting, Williams of St. Louis, Stout of Indiana, 
Hertzler of Iowa, Alexander of West Virginia, 
Baird of Columbus, Rosenbach of Chicago, 
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through the period of 1919, up until July, 1920, 
without making money, so now don’t swell up 
and think that you are a merchant prince because 
Willson of Boston, Frank P. Meyer of Illinois you made money in that period. It didn’t take 
and Hagan of Boston. ability to do it. You couldn’t have helped doing 

At this point in the program a telegram was it. The days of inflation are over. The year 
read from the secretary of the Southern Shoe 1921 came in like alamb. The year 1920 came 
Wholesalers’ Association in convention assembled, in like_a lion, but she went out like a plucked 
being a tender of co-operation for the betterment jaybird. All the squawk was taken out of her and 
of the shoe trade. Reciprocal felicitations were that which has not been taken out is going to be 
taken out now. 
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Exterior of a Miniature Shoe Store on Cincinnati’s Quality Boulevard 


The Time for Courage 


“Fellows, this is a time for courage. It is a 
time for men. We have seen the greatest ex- 
cesses that the world has ever known. If 100 
men are exposed to a contagious disease, some 
are going to be infected. If business is exposed 
to excesses, gentlemen, somebody is going to be 
affected. You cannot get away fromit. This war 
has taught us that too much profit is about as 
dangerous as too little. The time has come 
when the lounge lizards and the incompetents 
will be like the drones around the hive, they 
won't get any honey. They are going to be put 
out. The hardest thing in the world to do is to 
teach a man to take a loss. If business was 
always one upheaval all the time there wouldn’t 
be any merchants left. 


Merchant Makes Values 


“It would get into a system of where the gov- 
ernment would come in and make values. But 
you make values and we don’t want to get toa 


system of that kind. We want to keep the in- 
genuity, the brain and all that is in a merchant.” 

President Orr then made his shortest and most 
significant speech of the convention. It was a 
call to the merchants to buy. He emphasized 
that the previous speaker had said textile mills 
start next week full time and continued: 7 


An Epochal Speech 


‘Let us highly resolve to start the shoe 
mills next week. We have to buy shoes. We 
have to do business. The sun is going to 
shine. We may not do the great volume we 
did last year, but we are going right ahead. 
The American people are here and those 
who wear shoes are going to buy again. Let’s 
show’ our appreciation of the shoe manu- 
facturers. Let’s buy our needs for the 
coming year. We can buy conservatively 
and carefully, but don’t let’s get caught 
without goods when the season opens. 
Keep your balance. Place orders carefully 
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and conservatively. When warm weather 
comes and the new season opens let’s have 
new goods. Don’t let people think that we 
are trying to sell them all that is left over 
from last year.”’ 


The next speaker was John N. Vandervries of : 


Chicago, Western Manager of the National 
Chamber of Commerce, who spoke on co-opera- 
tion. He was followed by James S. Kemper of 
Chicago on the subject of insurance. 


The Human Element 


Frank P. Meyer, Chairman of the Interstore 
Discussion Group, then introduced William 
Pidgeon, Rochester, N. Y., who spoke on the 
human element in selling shoes. “The study 
of the human element is an important factor 
for the merchant who hopes to rightly function 
in his business,”’ he said. 

The next speaker was President J. P. Orr, 
whose topic was ‘‘Financing the Shoe Business, 
the How of Bank Credit.”” Banks, in the opinion 
of Mr. Orr, like fire and water, are good servants 
but bad masters. He recommended the budget 
system of financing the worid on the same plan 
as the budget system in buying. Banks are 
supposed to furnish money for short time in 
order for merchant to discount his bills or 
carry him over temporarily, but they are 
not supposed to be partners in the business, 
and have a continual investment in the firm, he 
declared. 


The Service Idea 


Charles E. Williams of St. Louis spoke on 
building the service idea into business. 

“Service begins when the customer enters the 
store door,” he said: “It is the duty of every 
merchant to supply the best possible footwear 
and the best possible service for the price. As a 
river rises no higher than its source, neither can 
service in the store be any higher or better than 
the proprietor or manager makes it. Get across 
to the salesforce the kind and quality of service 
you expect remembered, and then see that in- 
structions are lived up to. He who serves best, 
profits most. Place more responsibility upon 
department heads and salespeople and then 
reward them either by salaries, bonuses or in 
some other way with a just share of the profits 
which they have helped to create. The customer 
is the most important factor in your business. 
He deserves the best service you know how to 
render.” 
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Women Guests on Auto Ride 


Tuesday morning 150 ladies enjoyed an auto- 
mobile ride, visiting the zoo, the art institute 
and the art gallery. In the afternoon 500 ladies 
met in the Japanese tea garden. Fifty-eight 
tables were filled with enthusiastic card players. 
Mrs. Hart was chairman of the Card Committee. 
There were 58 prizes for the card players, ranging 
from a silver coffee set to a fancy door stop. 


Committees Appointed 


Among other activities of Monday was the 
appointment of the following committees: 

For the Nominating Committee: Chairman, 
Frank P. Meyer, Hlinois; Otto Fischer, Kansas; 





S. S. Illinois at Grand Avenue Bridge 


Percy Hart, New York; John Baird, Ohio; 
Seaton Alexander, W. Va.; H. C. McLaughlin, 
Ohio; C. Ludebuehl, Pennsylvania. 

Elections Committee: Chairman, Reuben 
Stiefel, John Baird, George E. Owens, Harry H. 
Phelan, Ray Kanouse. 

Credentials Committee: Chairman, Frank 
Nebe, Iowa; W. Brelsford, Kansas; C. A. Ver- 
ner, Pittsburgh; I. R. Jacobs, New Orleans; 
F. E. Ballou, Rhode Island. 


Wednesday Morning 


Wednesday awoke to a bitter cold day when 
even the river smoked. Some delegates resolved 
not to leave the building under any circum- 
stances. There was no reason, for food, rest, 
entertainment, debates, lectures, moving pic- 
tures, style shows were to be had, seen or enjoyed, 
and there was always the convention session to 
attend if one had nothing else to do. 
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The Centre of the Philadelphia Display 


There were ten thousand people in the building 
and as many attractions. Style shows held first 
place and the audiences were immense. 

Between ten and twelve, Reuben Steiffel as 
election commissioner, with Roy Kanouse as 
ballet inspector, did service in the lobby with real 
honest-to-goodness election booth, tellers and 
ballot boxes. In all, one hundred and sixty votes 
were cast and on this small frame the following 
members of the association were declared elected 
for the board of directors for three years. 

Percy E. Hart, 160 votes; Henry E. Hagan, 
160; H. E. Fontius 150; C. E. Williams, 149; 
J. E. Wilson, 133; W.S. Byck, 132; V. E. Vaile, 
131; Seaton Alexander, 120; and W. W. 


Willson, 104. 
Shoe Shortage Predicted 


Percy was noted also in the contest for the 
most popular shoe salesman at the convention 
for, if rumor is correct, eighteen ballots were cast. 

In one division of the auditorium general 
efficiency was on duty. In every booth orders 


were being taken. Some manufacturers said a 
landslide had occurred and others said that con- 
servative buying prevailed. We took as an im- 
partial authority Mel. Chisholm, of Cleveland, 
the well-known brother of Kent, who sounded 
this warning: 

**There is going to be a national shortage 
of shoes for Easter.”’ 

Now such a revolutionary statement from such 
a well-grounded merchant needs only be placed 
alongside of printed statements, “Sold Out Until 
April First or Fifteenth,” to give to him, who reads 
when the advice is a month late, some regrets. 

Orders on this day were the greatest of the 
convention and significant of buying campaign 
for Spring and this spirit was much improved by 
the issuance of the styles report. 


Wednesday P. M. Session 


Second Vice-President J. E. Wilson of Detroit 
wielded the gavel in the absence of President Orr. 
The first speaker of the afternoon was David A. 
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Mosessohn of New York City, whose subject was A Humorous Lecture 
“Psychology of Sales and Advertising.” ‘Take 
into your confidence,” he said, ‘‘those from whom 
you buy as well as those to whom you sell. Elim- 
inate trade abuses, cancellations and returning 
of merchandise. Advertising, whether printed or J. Frank McElwain, president of the Boot and 
spoken, should always begin with a positive “© Shoe Manufacturers’ Association, made a short 
statement and not with a question. To ask ques- talk, in which he congratulated the N. S. R. A. 
tions invites discussion if not opposition.” and the convention. 


The next speaker was Douglas Mallock who 
gave a humorous lecture on‘‘ Winning Through a 
Smile.” 
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. Good Taste and Style 


Edna Woolman Chase, New York City editor 
and chief of Vogue, talked on good taste and 
good style. “It is the fashionable,” said the 
speaker, “who set the fashions. The French, 
generally speaking, lead, but the world of fashion 
will not be dictated to by any one city or any one 
people. Modes therefore become more or less 
a combination of ideas of people thinking in simi- 
lar channels. Fashionable women make a certain 
thing popular by wearing it. There is a germ of 
style in every garment. New styles really come 
slowly and are more or less an evolution.” y 

The speaker suggested a censorship board of 
good taste. While such a board could not sup- 
press all of the ridiculous and outlandish in style 
it could choose appropriate models of garments 
and footwear for occasions and teach people when 
to wear them and how to wear them correctly. 

She deplored the fact that so many examples of 
incorrect dress both in garments and footwear 
were seen daily upon the streets of every city 
and town. To a great extent the merchants are 
to blame for this condition by. not selling the 
correct garments and footwear for occasions, 
and impressing upon the buyers that such styles THOMAS T. JACKSON 
were correct only when worn on the occasion Pres. Michigan Retail Shoe Dealers’ Asso- 
intended. ciation. He, too, was called on for a speech 

Longer Skirts Predicted 


She predicted that skirts would be longer. 
How much longer or when the change would come 
was indefinite, but the trend is in that direction 
and it would have a definite bearing on footwear 
styles. 

“‘Fashion,”’ she said, “like water, flows down- 
ward. Its source may be traced to one woman 
high up in social circles. Then it flows rapidly 
downward and reaches the sea. As in the case 
of water, so with fashion, when it reaches the sea 
it reaches oblivion. By that time the woman ; 
who created has long since forgotten it, and has previously. GEA Sh $3 
created something else which is following the “T want to state that our association is with 
same course.” you at all times to co-operate to the limit in 

“Everybody is wearing it,” is a sure sign that solving any of the problems that you wish us 
that particular thing has ceased ultra stylish. to join with you in solving.” 
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“TI do not believe there is any question among 
any of you but what values in hides and leather 
have been liquidated, and in many cases below 
real intrinsic value. That is a sound basis to 
build upon and we must restore that confidence 
in values, not only among ourselves, but with the 
consumer, in order to go forward, and I am sure 
that you here have been able to grasp that 
thought if you had not already grasped it 
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The Japanese Ball Room 


Boosting Business 


John H. DeWiid spoke on boosting business 
through proper advertising. He displayed on 
the scfteen reproductions of a large number of 
ads, pointing out the strong points and weak 
points of each. There are two general ways of 
writing merchandisecopy. First, is to emphasize 
equality and style, and second, is to emphasize 


the manufacturer will give him a concession in 
price. - If they are not right, he writes the manu- 
facturer giving details and returns the shipment. 

He never cancels a shipment except the same 
is unreasonably late in shipment. 

He has marked down his shoes according to 
the latest invoice, but refuses to go beyond that 
in order to rid his shelves of shoes solely for the 
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price. purpose of placing an order. 
T. E. Pratt, chief special agent of the C. B. 
Open Forum 


». 


ge 
4 Gs 


and Q. railroad, talked on how shoe men can help 
protect shipments from thieves. 

Seaton Alexander of Wheeling, W. Va., talked 
on “My Dealings with Manufacturers.”” Mr. 
Alexander has several rules which he uses without 
variation in his business. For thirty years he 
has been inbusiness and has discounted every 
bill, not because he was so rich but because he 
used the banks. 


Relations with Manufacturer 


He never reports to a manufacturer that he 
will keep a shipment that is not up to sample, if 


A new departure in National Association 
program that will undoubtedly prove one of the 
main features in future conventions, was the 
conducting of an open forum Wednesday after- 
noon. 

Heretofore many merchants have gone home 
from the convention feeling that some topic 
which was of vital interest to them had not had a 
proper airing. The open forum was arranged to 
take care of conditions of this sort. Henry E. 
Hagan of Boston acted as chairman during this 
part of the program. Every merchant in the 
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hall was given an opportunity to bring up any 
’ subject pertaining to the shoe business and start 
an open discussion on the topic. 

W. W. Willson started the program by relat- 
ing his plan of increasing his profits by boosting 
his volume. 


How to Increase Volume 


Another important factor in increasing volume 
is to set a quota and then work to it. He has 
found by so doing he has increased his volume 
and decreased his overhead. Consequently he 
can sell his merchandise on a smaller mark-up 
and still make same rate of profit. 


Valuation of Stocks 


Orville Meyer of Illinois asked what valuation 
should be placed on stocks for inventory pur- 
poses. . Mr. Hagan said that in his opinion 
stocks should be taken up at their actual value 
and no more, regardless of what the cost. 

Mr. Wagemann of San Diego, California, told 
of the trying experiences the merchants of his 
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town had with the fair price commissioners, but 
they had come through it all and held the con- 
fidence of the public. In their advertisements 
they had promised to return to the public all 
profits in excess of seven per cent. Their in- 
ventory shows that they have made a profit of 
ten per cent, and they will refund the extra 
three per cent. 

A proposition was made to start a “Do Buy” 
campaign to get a fund together which was to 
be spent in a national campaign of advertising 
to stimulate buying. 


Election of Officers 


On Thursday officers were elected as follows: 

President, J. P. Orr; first vice-president, C. K. 
Chisholm; second vice-president, H. A. Rosen- 
bach; third vice-president, A. Katchinski; 
fourth vice-president, Charles E. Williams; sec- 
retary-treasurer, Frank P. Meyer; secretary- 
commissioner, T. C. Mirkil. Selection of next 
convention not decided. Probably New York 
City. 


Resolutions Adopted by the Women’s Boston Auxiliary of 
the National Shoe Retailers’ Association at Milwaukee 


Whereas, We, the women folk of the National 
Shoe Retailers’ Association, are keenly inter- 
ested in the welfare of the retail shoe business 
and in token thereof have joined with the men 
folk in this great convention dedicated to better 
service to the public; and Whereas, This is 
the second meeting of what promises to be a 
permanent organization of a Women’s Auxiliary 
of the National Shoe Retailers’ Association, we 
take occasion to recognize and appreciate the 
earnest and united efforts of shoe merchants to 
perfect themselves in the distribution of proper 
footwear to the American public in the right 
sizes and in the right fittings for the right occa- 
sion, at a fair profit commensurate with the 
intelligent service rendered. 

We acknowledge our close relationship to the 
merchant in his business and his ambitions, 
that the women of the United States are being 


shod with the best footwear in workmanship - 


and style the world over, and at a price, quality 
and service considered in keeping with the new 
scale of cost of living. 

And Whereas, We are likewise individual 


customers of footwear and interested in matters 
of economy and of fashion, we suggest and rec- 
ommend to women generally that they co-oper- 
ate in all movements toward true economy and 
good taste by the use of footwear selected for 
the occasion and the service to which it is to be 
put. A more intelligent selection of footwear in 
keeping with the seasons will, we believe, help 
the women of America to maintain their premier 
position as the best-dressed women of the world. 

Whereas, We acknowledge the situation in 
business necessitating liquidation has brought 
many advantages to women who wish to pur- 
chase with economy, we can now send this mes- 
sage to the women of America that, as the re- 
sults of the deliberations of this convention, shoe 
merchants nationally have brought their prices 
to a level in keeping with the new standard liv- 
ing for all workers. We believe in a normal and 
steady purchase of footwear according to one’s 
needs. This likewise applies to other necessities, 
to bring to the American nation in 1921 a normal 
condition, such being the keynote of our presi- 
dent-elect. 
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Style Committee Report 


In presenting this report, Chairman Charles S. 
Heath said: 

“Our committee work has been such that 
there are a good many statistics, figures and per- 
centages in this report. Here is the keynote. 

“There is just one thing that has saved and 
will save and help us to continue to put on a 
higher plane the retail shoe business in spite of 





WILLIAM PIDGEON, Jr. 
Pres. New York State Shoe Dealers’ Asso- 
ciation Who Addressed the Convention 











the odds that have been against us during the 
past 12 months and that one thing is styleful 
footwear. 

Urges Optimism 


“From the conferences that your Styles Com- 
mittee have had with retailers all over the 
United States, together with manufacturers and 
tanners, it seems to us that we should all go 
away from this convention with just one slogan 
in our minds written on the walls, written in the 
minds of every retailer, and that is borne out 
by the talks that we have heard today and 


yesterday and that is optimism and styleful foot- 
wear. 

“I will read to you now the findings of your 
committee report: 

“*The Styles Committee of the N. S. R. A., 
realizing the questions that have confronted the 
shoe retailer during the past 12 months and 
knowing of the losses that they have taken dur- 
ing this period of readjustment and a declining 
market, and realizing that those present and 
those not present from all over the country 
have been looking forward to and expecting a 
rather comprehensive report from the Styles 
Committee at this time and bearing this in 
mind your committee has been in session the 
greater part of the time during the last three 
days, and we have a report to present to you 
which embodies the consensus of the opinion 
of your committee members together with other 
retailers from every section of the country, in- 
cluding representatives of the manufacturers 
and the tanners. 


First the Children’s Shoes 


‘“**This report you must consider a general re- 
port, and barring local conditions which will 
necessitate changes only to fit in with individual 
circumstances. We have, however, attempted 
to give you style suggestions which, if followed, 
we believe will enable you to show a healthy in- 
crease to the extent of your own aggressive mer- 
chandising efforts. Your stock also should be in 
a healthy condition on August 1 and your mark- 
downs reduced to a minimum. 

“**In preparing this report we have, of course, 
separated into groups and offer you first our 
juvenile suggestions following with those of the 
men’s and the women’s... 


No Radical Changes Urged 


“*On account of the somewhat uncertain 
conditions regarding the market in juvenile 
shoes and due to the general satisfactory situa- 
tion regarding their styles, your committee does 
not recommend any radical changes: for the 
present. As is generally the case in lean manu- 
facturing times, there may be an attempt on 
the part of manufacturers to introduce radical 
changes in styles in order to stimulate business, 
as for example the attempt to put over button 
boots as a new style feature. 

‘**We wish to call to your attention the losses 
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taken on button boots when laces came in, and 
correspondingly high losses might be rejected 
on laces now on hand if button boots should 
come in. 

““*We therefore recommend that for the 
Spring, 1921, regarding juvenile shoes, that 
shoe retailers stand pat on lace styles in welts 
and McKays at this time. 

“**We wish to state that there is no demand 
for changes in the present medium shade of tan 
and recommend its continuance. Blucher and 
lace styles will be the largest sellers in the larger 
run of sizes, but buttons have a proper place in 
the smaller runs. 


Men’s Styles 


“*Leaders in all branches of the shoe and 
leather trades recognize the importance of 
creating and developing smarter styles in men’s 
shoes, which have been seriously neglected for 
the past several years. 

“* *The detailed style suggestions are as follows: 

“First, leathers and materials. There is an 
opportunity for the use of lighter shades result- 
ing in real smart shoes. This tendency is nation 
wide. In the larger cities lighter shades during 
the past Fall season have proven exceptionallye 
good selling shoes. Cordovans seem to be de- 
creasing in demand. Grain and board leathers 
in medium and lighter shades are on the increase. 

“Second, black shoes. The tendency for 
lighter shade emphasized a growing demand 
for black shoes. Lighter shades offer an oppor- 
tunity to sell more blacks, which of course means 
extra pair sales and increased volume. 

“*Third, smarter designs of men’s shoes. 
There is opportunity for developing new pat- 
terns and combinations of leathers for street 
shoes as well as sport shoes. Retailers should 
work with manufacturers and develop style. 
This will put the men’s shoe business in the 
style class where it should be. Prominent re- 
tailers and leading factories have already recog- 
nized this important style feature. Plenty of 
punchings, pinkings and perforation are neces- 
sary in style shoes with a generous use of brass 
eyelets. The tendency is away from narrower 
toes and there is a chance for development of 
new lasts with shorter foreparts. These styles 
are obtainable in all grades of dependable shoes. 

““*The merchants’ duty—Fourth, each mer- 
chant must study the new style developments 
carefully and purchase according to the possi- 
bilities of his community to play style in men’s 
shoes. The time is ripe when punch can be 
put intto the men’s shoe business more so than 


BOOT AND SHOE RECORDER 


SSS 





has been possible for many years, and the tend- 
ency is for a big oxford business. 

“**Fifth—Buy now your men’s shoes for early 
needs. The larger operators in the retail field 
recognize the importance of placing orders for 
the immediate future at once. They are being 
assured of new style merchandise for Easter. 


Women’s Styles 


“*With regard to the women’s stylesituationfor 
Spring, 1921, it is the opinion of your committee 
that these styles are largely dependent on the 
heel situation. In a general way we believe that 





HENRY E. HAGAN, 
Who Headed the Massachusetts Delegation 
and Who Was Described by Pres. Orr as 
the “Silver Tongued Orator of Boston” 











in all leathers and materials, the demand for 
heels will be about as follows: Cuban heels 
60 per cent, baby Louis heels 25 per cent, high 
Louis heels 15 per cent. 

“The last situation is not particularly vital at 
this time. The present lasts seem adequate. 
The length of vamp should be medium and we 
do not advise going to either extreme. With re- 
gard to patterns, we feel that oxfords in leather 
of tan calf, both dark and lighter shades, lighter 
shades in the higher grades, black kid, brown kid 
will be the largest sellers. 


Tendency Toward Cuban Heels 


““There seems to be a growing tendency to- 
wards Cuban heels with straps. which will, to a 
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certain extent, affect the sale of oxfords and in 
connection with that I would say that vamp or 
saddle straps are affecting and will affect the sale 
of wing tips and brogues. 

***In regard to novelty footwear other than ox- 
fords and straight heel with straps, we advise the 
purchase of about 40 per cent straps, 10 per cent 
pumps or tongue effect. 

“In regard to the materials in which to pur- 
chase these novelty styles, it is our opinion that 
they should be bought in about the following 
order: 


Materials Recommended 


“* First, black kid; second, brown kid; third, 
gray ooze; fourth, black satin; fifth, tan calf. 

*“* ‘Supplementing these there may be a few 
black ooze, brown ooze, black satin, gun metal 
and patent leather sold, depending upon loca- 
tion. 

“* “In connection with materials, we recommend 
for your consideration a limited amount of com- 
binations in colors. Whites will be a very big 
feature during the months of May, June, July, 
August. Now in spite of repeated experience, 
most of us have been short on white shoes during 
these months, and correspondingly heavy on 
other materials on which we have had to take 





losses during the months of June, July and 
August. We, therefore, warn you to so 
conduct your purchases or your requirements 
for the next 90 days that you will have your stock 
in such shape that you can go in to the market 
for the purchases of white shoes without restraint. 
In speaking of whites we do not mean solid whites 
only, but combinations as a so-called sport shoe 
which we believe will be very popular during the 
Summer months, particularly the more feminine 
type of sport shoes. 


Buy for 90 Days 


“*In conclusion and in connection with the 
style situation, the question uppermost in your 
minds is, no doubt, as to when to buy and to 
what extent. We believe from all the informa- 
tion we have at hand that prices in a general 
way are as low as they will be for at least 90 
days. It is, of course, impossible for us at this 
time to figure out what may take place beyond 
that time and for the purposes of this report it is 
not necessary to attempt to do so. 

“‘ ‘Believing this and feeling it is for the best 
interest of retailers, manufacturers and tanners, 
we advise all retailers to place their business 
immediately for this period.’ ” 


Cup Winners of the N. S. R. A. 


In the distribution of the cups to the various 
markets, the committee were up against a hard 
proposition. Brooklyn, Cincinnati, St. Louis, 
Philadelphia, New England and Wisconsin all 
had prepared such wonderful and elaborate dis- 
plays that the committee debated long before 
reaching a decision. 

The points taken into consideration were first, 
the beauty of the display, second, the educational 
value, and third, the selling value or the value of 
the display from the point of attracting mer- 
chants and transforming lookers into buyers. 
The awards were as follows: 


Brooklyn Wins 


The first prize cup, Brooklyn; second prize 
cup, Cincinnati; third prize cup, St. Louis. 
Philadelphia and New England each received 
honorable mention in the report of the committee 
plus the admiration and appreciation of the 
committee. 

The prize to be awarded to the company mak- 


ing the best individual display of women’s shoes 
was awarded to I. Miller & Sons, Inc., Brooklyn. 


Other Cup Awards 


The cup for the best display of leather was 
awarded to Carl E. Schmidt & Co., Inc., Detroit, 
Michigan. The cup for the best display in the 
miscellaneous group was awarded to the Kaw- 
neer Manufacturing Company of Niles, Michi- 
gan. 

When it came to awarding the cup for the best 
display of men’s shoes, the committee could not 
agree on any particular concern, five concerns 
being tied being of equal attractiveness in the 
estimation of the committee. The cup will be 
awarded by lot to one of these five concerns. A 
cup was awarded to United States Rubber Com- 
pany for the best rubber display. 

The judges of displays were Al Katchinski, 
San Francisco; Harry E. Fontius, Denver, Colo.; 
Percy Hart, New York; W. T. Cheney, Terre 
Haute; J. J. Jackson, Detroit. 
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The Hide Situation -: 
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Address by L. D. H. Weld 
of Swift & Company 


NE year ago I had the pleasure of explain- 
ing to your Association at its Boston Con- 
vention the situation with regard to hides, 

the basic raw material of your industry. At 
that time we were on the crest of a wave of 
prosperity and of advancing prices. The 
principal problems at that time had to do with 
the pricing of goods on a rising market, the 
obtaining of enough goods to satisfy trade re- 
quirements, and the question as to how long 
the period of rising prices would continue. 

Times have changed. The period of rising 
prices came to an end last Spring and Summer. 
The prosperous conditions of a year ago have 
been supplanted by falling prices, closed plants, 
unemployment, reduced consumer demand, and 
a tight money market. In short, we are in the 
midst of an industrial depression. The prob- 
lems today are how to price goods on a falling 
market and how long to wait before placing 
orders for new goods. 


Why Inflation Ended 


We all know that this period of depression was 
bound to come sooner or later. It is a historical 
fact that we have these ups and downs of busi- 
ness, and careful studies that have been made 
indicate that there are very definite changes in 
business conditions that accompany or precede 
these ups and downs of business. 

It was inevitable that the period of inflation 
would come to an end. As prices and costs ad- 
vanced it required greater and greater funds to 
carry on business. This meant larger loans from 
the banks, and hence a great expansion of credit 
facilities. This could not keep on forever be- 
cause our whole credit structure is built on the 
basis of gold reserves in the banks. The gold 
reserve got down to the legal minimum a year 
ago. The New York Reserve Bank actually fell 
below the minimum. Contraction of credit was 
absolutely necessary to preserve the soundness 
of our banking system and to comply with the 
law of the land. 


Output Is Curtailed 


The dealers had to turn goods into money, 
and manufacturers began to curtail their output.. 


The public had become inflamed over, the ex- 
tremely high prices and was all ready for a “‘buy- 
ers’ strike” as soon as it was apparent that the 
peak of high prices had been reached. People buy 
quickly and anticipate their wants on a rising 
market; they hold back and wait for lower prices 
on a falling market. 

It is just as inevitable that another period of 
prosperity is coming about as soon as our read- 
justment is complete; but we are still in the midst 
of this process of readjustment, and nobody can 
tell just how long it will last. It is fine to be op- 
timistic, but in the present situation we must 
also remember that money is still tight, that 
there is a reduced consumer demand on account 
of unemployment, that manufacturing costs have 
not had time to come down sufficiently because 
of continued high wage rates, and that in the past 
periods of depression have generally lasted several 
months before recovery set in. 


Finances Are Sound 


On the other hand, it is generally agreed that 
our financial situation is sound, and that the 
danger of a money panic is past; that other 
countries need our goods, although they cannot 
yet afford to buy them in the quantities they 
want; that there is plenty of work to be done in 
the United States in rehabilitating our railroads 
and in catching up on construction work just 
as soon as conditions will permit. There is also 
a very large volume of trade that must be taken 
care of even though conditions are depressed. 

During the period of rising prices retailers, 
wholesalers, and manufacturers argued that 
they needed to price their goods on the basis of 
replacement values. This was sound merchandis- 
ing policy. As a matter of fact, most of you 
probably averaged your prices upward. I told 
you a year ago that it was good and legitimate 
merchandising “to charge for goods the going 
market price at the time of sale, irrespective of 
previous cost price,”’ and that you “are forced to 
do so when the market is falling.” 


Averaging Downward 
We have not heard so much about the theory 
of replacement values during the past six months. 
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Dealers are not so keen about selling high priced 
stocks at low replacement values as they are 
about selling low priced stocks at high replace- 
ment values. And yet, as a matter of fact, you 
and all other merchandisers have undoubtedly 
been “‘averaging’’ your goods downward as you 
“averaged” them upwards a year or more ago. 

You are justified in getting as large a revenue 
from your business as possible. Some of you 
may have made the mistake of holding your 
goods so high that you have not cleared your 
shelves and are not in a position to buy the low 
priced goods that are offered. Some of you may 
have stopped to such an extent that you have 
not even kept supplied with fast moving lines. 
Such a policy would surely be a mistake, but 
on the whole I believe that retailers have been 
unjustly criticized and that they have been 
bringing down their prices as rapidly as trade 
conditions would warrant. 


Hides and Their Costs 


We now come to the question of hide prices 
and their relation to the prices of shoes. The 
first thing to be noted is that prices of packer 
hides and calfskins have fallen so tremendously 
that they are now down to or even below prices 
that prevailed before the European war broke 
out. There probably has never been such a 
tremendous fall in hide prices. Packer hides 
that sold for around 50 cents a few months ago 
are now selling for less than 20 cents. Calf- 
skins that sold for around $1.00 a pound a few 
months ago are now selling for around 15 cents. 

It is interesting to note that the prices of hides 
and calfskins have fallen the most, from 50 to 
75 per cent, since the high point in the latter 
part of 1919; that the prices of leather have 
fallen less than the prices of hides, roughly, from 
30 to 40 per cent; and that the retail price of 
shoes has fallen the least, perhaps 20 to 30 per 
cent. 


No Control of Raw Material 


There are two principal reasons for this. The 
first is that labor forms a much larger element of 
cost in the finished product than it does in the 
raw material or semi-manufactured product, and 
since labor costs have not come down materially, 
the price of the finished product tends to stay up. 

The second reason is that retailers, shoe manu- 
facturers, and tanners can, to a certain extent, 
control the quantity of goods they put on the 
market, whereas the meat packer, who is the 
biggest supplier of hides, has no such power. 
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Hides Have Piled Up 


When consumer demand drops, the retailer 
stops buying shoes and even cancels orders; the 
manufacturer stops buying leather from the tan- 
ner; the tanner stops buying hides from the 
packer. But the packer cannot stop buying 
hides; he has to keep right on buying cattle, and 
the hides are only a by-product. The darn things 
simply pile up in his hands when the market is 
stagnant. That is what has happened during the 
past few months. Hides have accumulated in 
huge quantities in the hands of the meat packers. 
Although the price has been slashed again and 
again, it is only since we began giving them 
away that they have begun to move at all! 

Some people used to say that we hoarded hides 
in order to boost the price. We have been hoard- 
ing the past 12 months as we never did before, 
and yet the price has kept on going down. We 
hoarded them for the simple reason that we 
could not get rid of them. We do not like to 
keep money tied up in hides, especially when 
interest rates are high and when prices are de- 
clining; but we cannot help ourselves at a time 
like the present. 


Hide Prices Do Not Make Shoe Prices 


I have heard that during the period of rising 
prices many retailers told their customers that 
shoe prices were advancing because of the high 
price of hides. If the price of shoes depends on 
the price of hides you should have reduced $20 
shoes to $5 a pair by this time. The fact is that 
the price of hides does not have so much effect 
on the price of shoes as many people think. From 
various figures that I have inspected I find that 
the cost of the finished leather that enters a pair 
of men’s shoes is approximately one-third of the 
final retail price. The price that we get for 
enough cured hides to make the leather that en- 
ters this pair of shoes is only about half the price 
of the finished leather. Hence, roughly speaking, 
the hide cost of a pair of shoes is only about one- 
sixth of its retail price. Hides can go up sub- 
stantially or drop substantially, and if labor costs 
of manvfacturing and merchandising expenses 
remain constant, the effect on the retail price is 
slight. 

Losses on a Falling Market 


The drop in hide values has had a serious 
effect in our cattle and beef results during the 
past year. We take into account the value of 
hides when we bid for live cattle, but since it 
takes several weeks to cure and market hides, a 
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steadily declining market results in losses which 
we cannot anticipate. When hides decline in 
price this means that the spread between live 


cattle prices and dressed beef prices necessarily 


widens out. When hides were at their highest 
price over a year ago, their average value per 
100. pounds of dressed beef was around five 
dollars. Recently they have been worth only a 
little over two dollars per 100 pounds of beef. 
The chart shows how this has affected the relation 
between live cattle prices and dressed beef 
prices, 

We do not know how much hides cost us, or 
what profit we make on them. They are a part 
of our cattle operations, and beef is our principal 
product. We credit the hides in figuring our 
profit on beef. During the past two years we 
have actually suffered a slight loss on our cattle 
operations, including the return from beef, 
hides, and all other by-products. Normally, we 
average a profit of about one dollar a head on 
cattle, including the returns from all products. 


BOOT AND SHOE RECORDER 








they were sold on the open market. Two years 
ago the tanning properties, including the A. C. 
Lawrence Leather Company, were segregated 
into the National Leather Company, in which 
the stockholders of Swift & Co. had the privilege 
of buying shares at par. The result is that the 
National Leather Company is entirely separate 
and distinct from the corporation of Swift & Co., 
although the largest holders of Swift & Co. stock 
are also the largest holders of National Leather 
stock. 

The National Leather Company has its own 
organization and management. It buys a large 
part of its hides from Swift & Co. at going market 
prices, but also buys hides from other sources. 


Handle 15 Per Cent of Hides 


Returning to Swift & Co., this company bun- 
dies no country hides, and buys no packer hides 
from other people. We handle only those hides 
taken off the animals that are put through our 
packing plants. We are in competition with 





SS + 


every other packer and we handle only about 15 
per cent of all the hides produced in the United 
States. 

Swift & Co. has nothing to conceal about its 
business, and we want the public, including the 
retail shoe dealers, to understand our business. 
We want to eee the shoe trade prosperous so that 
we can sell our hides, and we want to co-operate 
in every possible way with the National Shoe 
Retailers’ Association to bring about better 
trade conditions and a better understanding. 


National Leather and Swift 


Some of you may be interested to know the 
relation between Swift & Co., and the National 
Leather Company. Years ago, Swift & Co. went 
into the tanning business in order to furnish an 
outlet for at least a part of the hides taken off 
in the packing plants. The tanneries were 
operated as a part of Swift & Co. Hides were 
transferred to the tanning department at exactly 
the same price that would have been received if 
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Government and Business 
By U. S. Senator I. L. Lenroot 
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HE subject of my talk is Government and Too Much of Everything 
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Business. You may think this is a very 

strange combination—that Government 
and Business are entire strangers. You may ask, 
‘‘What does Government know about Business?”’ 
and we may quite truthfully answer, “Nothing.” 
You might ask, ‘What does Business know about 
Government?” and- one might quite as‘ truth- 
fully answer, ‘‘Nothing.’’ The fact is, Business 
and Government need to get better acquainted 
with each other, and it will be better for both 


We are in the midst of a period of depression, 
of falling prices, and there is a grave concern for 
the future. Everyone is turning to the Govern- 
ment expecting that in some magic way the 
enactment of legislation can cure all the ills from 
which we suffer. While there are some things 
that Government can do, and should do, that 
will help to relieve present conditions, the cure 
for the most part lies with the people them- 
selves. We seem to be suffering today because 


when they do. we have too much of everything. We have 
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too much wheat, too much corn, too many 
potatoes, too much sugar. So there are millions 
of people in the United States who are finding it 
difficult to get enough of these things for their 
daily needs. We have too much cotton, and 
too much wool. So our people are forced to 
wear their old clothes. We have too many 
shoes; so our people are wearing their old ones 
much longer than they ever did before. Some 
people even think we have too much water. 

We are suffering from poverty because we 
have a surplus of riches. We seem to have been 
thrust with ‘Alice’? through the looking-glass 
where everything is wrongside-to,and it is well 
that we rub our eyes and ask ourselves what is 
the matter with us anyway. 


Confidence and Honesty the Prime 
Requisites 


What is needed today more than laws is a 
medicine, the ingredients of which are confidence, 
judgment, patriotism, and business honesty, and 
then we all need to be well shaken before taking. 
In offering this formula, I propose to analyze it 
in an endeavor to convince you of its curative 
qualities. First as to confidence. We should 
not get panicky over the depression that is upon 
us. We are undergoing a readjustment of values 
—a readjustment which had to come, and it 


would have been better had it come a year ago. - 


A rising market cannot continue forever; there 
is a peak beyond which prices cannot climb, and 
it has always been true that there is no level 
at the top, but always a descent more or less 
precipitous upon the other side. 


Many Business Men Unprepared 


Everyone must have known this, and every 
business man especially should have prepared 
for it. I hope that many of them have, but I 
fear the great majority have not. Going down 
upon the other side appears to mean losses in 
business, some real, some imaginary, but it is 
the price that must be paid for stability. There 
can be no general prosperity until general price 
levels are reached, and the aim and purpose of 
every business man, of every legislator, should 
be to establish those price levels as soon as 
possible. 

The people of America have been demanding 
lower prices for everything they have to buy, but 
at the same time insist that high prices shall 
continue upon everything they have to sell. 
A grocer complains of the high price of clothes, 
but keeps up the price upon his wares. The 








clothing merchant complains of the high price 
of groceries, but insists that the price of clothes 
must not come down, at least until he has dis- 
posed of his stock on hand. 


Inter-Relation of Buyer and Seller 


> Now we cannot have high prices for what a 
man has to sell, and low prices for what a man 
has to buy. This is impossible, for what some 
man buys, some other man sells. There must 
be a frank recognition that falling prices are 
here, and that as men took their profits when 
prices went up, so must they take their losses 
now when prices go down. But if there shall be 
a proper relation between the prices of all 
commodities, the losses suffered will be more 
imaginary than real. We are too prone to 


‘measure profits and losses in terms of dollars 


alone, while the true test should be the pur- 
chasing power of the dollar. To illustrate, if 
the shelves of a shoe dealer are filled with shoes 
costing him seven dollars per pair, his overhead 
expense is two dollars per pair, and to dispose 
of them, he is compelled to sell them for seven 
dollars per pair. There is an apparent loss of 
two dollars per pair: but if he can fill his shelves 
again with the same quality of shoes at five 
dollars per pair, he has suffered no loss. Or, let 
us suppose he sells out his business, costing him 
fifty thousand dollars, for forty thousand; there 
is an apparent loss of ten thousand dollars, 
measured in terms of dollars; but if that forty 
thousand dollars will purchase more of things 
with the lower price level than the fifty thousand 
at the higher level, he has suffered no loss. 


Lower Prices No Cause for Alarm 


Take the case of the farmer—he has a right 
to complain of the low prices of. his products 
unless the prices of the things he buys are re- 
duced proportionately. How much will a 
bushel of wheat or corn buy of what the farmer 
needs. Measured by this test, it is conceivable 
that wheat at two dollars would be better for 
the farmer than wheat at three dollars—with a“ 
higher price level. Lower prices, then, if there 
be a proper relation between them, can harm 
only one class of people, those who are in debt. 
The man who went into debt on a high price 
level, and is compelled to pay on a low price 
level, suffers losses that are by no means imagi- 
nary, but very real, and for that reason it would 
be a calamity for prices to drop too far. After 
taking these first losses they in fact ought not 
to go farther down than to cut out exorbitant 
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profits and wasteful practices, and to prevent 
this danger we need confidence. We must have 
confidence that we are simply returning to a 
period of thrift and economy, to a period where 
a man must earn what he gets; that the days 
of great profits without rendering an equivalent 


in service are gone, and that it is a good thing - 


they are gone, for there can be no real prosperity 
under such conditions. 


Losses Mostly Imaginary 


Therefore, I advise confidence. Have confi- 
dence in our future; have confidence in our 
country; and have confidence in each other. 
Take losses as you must, but remember, if a 
permanent level of lower prices is reached, 
these losses will be more imaginary than real. 
Remember that we have an abundance of every- 
thing necessary for the comfort of man, and all 
that is needed is distribution among our people, 
endeavoring to secure to every man who has 
wrendered service in production, transportation 
and distribution, his just share. 


Keep Cool—And Heads High 


The next word in my formula is “Judgment.” 
Keep cool—and your heads high. The man 
who loses his head in a storm is always the first 
to meet disaster. Study business conditions, 
and remember that people must be fed and 
clothed, and provided with shelter in the future 
as in the past, and that whoever, year in and 
year out, assists in providing these necessaries 
will be recompensed for it. 

This is no time for reckless plunging of any 
sort. Don’t carry too much sail, but neither 
scud before the wind with bare poles. You will 
very likely be wrecked upon a rocky reef if you do. 


Need of Patriotism 


Next comes “Patriotism.’”’ Do you say that 
in these times of business distress you have no 
time to give to service of country? There never 
was greater need of true patriotism than today. 
Don’t you remember how during the war you 
gave your time and effort to service of country? 
And the sacrifices you made for it? How you 
neglected your business in Liberty Loan, Red 
Cross and other war drives! And don’t you 
remember how in that work you came to know 
and love your fellowmen as you never had 
before? 

Didn’t_you feel a glow of satisfaction in the 
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things you did? Didn’t your hearts warm to 
every man who was working for Old Glory as 
you were, and didn’t it all make better men 
and women of all of us, while it lasted? And 
don’t you remember how every patriotic Amer- 
ican was filled with scorn for those who became 
profiteers and robbed the people? My friends, 
if we could have today a fraction of that patri- 
otism that we had while we were at war, most 
of our troubles would disappear as the fog, before 
the morning sun. Envy, hate, discord, selfish- 
ness, are driven out of hearts that are filled with 
love of country. Let’s put more of that love of 
country back into our hearts and drive them 
out again. 


Business Honesty Essential 


And this brings me to the next word: “‘Business 
Honesty.’”’ We seem to be in an era of lawlessness 
and crime throughout the country. Never 
were the papers so full of accounts of crime. 
Never has obedience to law seemed so slightly 
regarded. And this disregard to law, contempt 
for legal obligations, seems to have struck the 
business man as well as others. There can be 
no security in business, there can be no confi- 
dence between men until high standards of 
business are restored. The man who deliber- 
ately breaks a contract freely entered into, 
helps to destroy all business relations. He in- 
jures himself as well as others, for some day he 
will enter into a contract that might be very 
ruinous to him if the other party should break it. 
We must have honesty in business or we will 
have chaos in business. As a people, we must 
be honest in our relations with each other, and 
honest in our relations with our government, 
if we would prosper. 


What the Government Can Do 


So far I have talked about what can be done 
by the people themselves to remedy the condi- 
tions. I now want to talk a little while about 
what the Government can do to make matters 
better. Congress today is flooded with sugges- 
tions as to what it should do. They range 
from simple proposal that the Government shall 
purchase all necessaries of life at a high price, 
assuring a profit to the purchaser, and then sell- 
ing them at a low price to the consumer; to the 
proposal that all that is needed is to start the 
Government presses and print money and dis- 
tribute it to the people, and then everybody 
will be prosperous. 
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Outlet for Surplus Product 


Of course, such suggestions receive no serious 
consideration from any student of government 
or history. There are some things, however, 
that the Government can do and should do to 
assist our foreign trade. We must find an 
outlet for our surplus products, both of agri- 
culture and manufacture. Government can 
help in assisting to marshal foreign credits so 
that they will be available for that purpose, 
but Congress cannot remedy this situation. by 
extending unlimited credits itself. This would 
merely postpone for a short time the day of 
reckoning that would have to come, and would 
delay our getting upon a normal basis with a 
general level of prices. Whatever is done by 
Government must be done upon business prin- 
ciples, applying business methods. 


Tax System Must Be Changed 


There are two things that the Government 
can do and must do, that will bring substantial 
relief to present conditions. One of the things 
from which the country is suffering is the stagger- 
ing burden of taxation. It may not be generally 
realized that the taxes paid into the Federal 
Treasury this past year average more than two 
hundred and fifty dollars for each family in the 
United States. Most of this, of course, has been 
paid indirectly in the prices that the people pay 
for the things they purchase. 

This is due of course to the war, but a part 
of it we are paying for the outrageous extrava- 
gance and waste committed during the war. 
The very first essential to relieve the burdens of 
taxation is to reduce the expenses of govern- 
ment. At this session of Congress, we hope to 
reduce appropriations more than two billion 
dollars below that asked for by this administra- 
tion, and it is the purpose of both Houses to 
apply to the fullest extent possible those prin- 
ciples of economy that should actuate every 
business man at such a time as this. 


Revision Under Consideration 


In addition, at a special session of Congress 
that will convene soon after the 4th of March, 
there will be a revision of our tax laws. It must 
be thoroughly understood that at the very 
best taxes will be burdensome for some years to 
come, but our tax laws can be so revisedfas to 
be made very simple and certain, and remove 
some of the injustices that now exist. The object 
of course in the revision of the tax laws should 





be to compel every man to contribute to the — 


burden of government according to his ability 
to pay. It is human nature for everyone to 
hope that the burdens of taxation will be shifted 
to someone else, and here we need to apply 
that spirit of patriotism of which I spoke to 
you a little while ago. Injustices and inequities 
should be removed from our tax laws, but the 
burdens must be borne, and they should be 
borne fairly and equitably by our people. 


Must Sign Peace Treaty with Germany 


Lastly we must look forward with hope and 
confidence to the termination of the war with 
Germany in the very near future. It is more 
than two years since the signing of the armistice, 
and yet the United States is still at war, and the 
President is still exercising war powers granted 
him by Congress. This in itself has much to 
do with the abnormal condition that exists 
today. I am confident that within the next six 
months this war condition will be terminated; 
the war powers of the President repealed. 

I am not one, however, who believes that the 
United States can isolate itself from the rest of 
the world and take no part in the affairs of the 
world. Entangling alliances and interferences in 
quarrels in Europe should be avoided by us in 
the future as has always been our traditional 
policy in the past. But even from a selfishness 
standpoint, the United States must take a larger 
part in world affairs in the future. 


Advocates Some Kind of League 


This is well illustrated by what has recently 
been happening in the efforts of certain of our 
associates in the late war, to monopolize the 
resources of territories taken from Germany 
and her allies in the war. We are a part of the 
world, and both from the standpoint of the good 
of civilization and our own material interests, 
we must enter into some kind of an association of 
nations wherein we shall have a voice in the 
preservation of the peace of the world, and be 
in a position to protect our own interests. It 
is not necessary in order to do this, however, to 
surrender any portion of our independence and 
freedom of action. The United States must 
remain free and independent in the future as 
she has been in the past. And by so remaining 
free and independent, we shall be able to dis- 
tribute more to the peace of the world than by 
entering into any binding guarantees without 
regard to justice or right. 
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Sensible Thinking---Sensible Acting 


By Frank Weyenberg 
of the Weyenberg Shoe Mfg. Co. 














year ago, marked changes in the industrial 

conditions of every branch of industry 
throughout this country have taken place. The 
thought which, quite naturally, is uppermost in 
the mind of everyone of you today is the low 
level to which the retail business of our particu- 
lar industry has fallen. The question which 
occupies every mind in this gathering is this: 
How long is this to last, and what does the future 
hold in store for us? I am quite conscious of the 
pessimism and gloom pervading the entire busi- 
ness world, and, therefore, have made it the 
purpose of my address to ferret out the causes 
for the present conditions, and, at the same 
time, to outline a program which, in my opin- 
ion, is the correct one to pursue under the 
circumstances. 


O = you gathered in annual convention one 


Economic Processes Changed 


We have just passed through the greatest 
war of history, and for the first time in modern 
history a World War. The late war has com- 
pletely changed the entire economic processes 
not only of our country but those of the entire 
world. All the energies of this great nation, all 
its producing facilities, its banking resources and 
distributing powers were taken from their nor- 
mal channels and directed to the business of 
prosecuting the war to a successful conclusion. 

Though active participation in the war by the 
United States was only of short duration, it is 
estimated that its cost to us amounts to some 
fifty-seven billions of dollars. Just for a minute 
reflect on this. The World War cost us in the 
neighborhood of fifty-seven billions of dollars, or 
about one-fifth of the total accumulated wealth 
of the nation. To meet the unheard-of demand 
it became necessary to place all the instruments 
of production under a lash and to extend to its 
utmost the banking credit of the nation. Such 
feverish activity simply had to result in a flood 
of over-production. 


* Why Prices Went Up 


Abnormal expansion of credit, together with a 
world market hungry as well for our foodstuffs, 
cotton, leather, shoes, steel, as the many other 


commodities necessary to the prosecution of war 
carried prices higher and higher even after the 
conclusion of hostilities. In order to buy our 
goods, the countries of Europe sent to us most 
of their gold, practically all American securities 
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held in foreign countries, and such commodities 
as they could return to us to liquidate our cred- 
its. All this, however, was not enough. 

Aside from the usual trade credits we loaned 
government credits to the amount of ten billions 
of dollars, the total rising fully to fifteen billions 
of dollars. The strain was terrific and left these 
countries with practically nothing wherewith to 
pay for American goods. The inevitable fol- 
lowed. Our foreign trade literally froze up to 
the same and possibly a greater extent than that 
to which it had expanded. Over-supplies accu- 
mulated with surprising rapidity. In 1920 alone 
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we produced two million bales of cotton and 
three million bushels of wheat more than we 
could conveniently market, aside from partially 
manufactured products valued at seven hundred 
and fifty million dollars. 


The Start of Deflation 


Exactly the same condition existed in the shoe 
business. Our facilities of production were in- 
creased tremendously to meet the requirements 
of war. The commissaries of the government 
were filled with huge stocks to meet the possible 
necessity of a prolonged war. When the war 
ended, and later when foreign trade died, there 
was left about a year ago a surprisingly large 
volume of merchandise in every line of com- 
merce. The selling of merchandise slowed up 
and prices, consequently, dropped some. The 
Federal Reserve Banks announced that the ex- 
tension of credit would not be continued, all of 
which brought about the .condition existing to- 
day, and with which the country has wrestled 
for the last several months. 


The Effect on the Merchant 


The result was reflected in the shoe world in 
this way: The buyer of shoes, observing that 
prices were dropping, feared further declines 
and put off buying the shoes needed today until 
tomorrow or.some later date. The retailers, 
feeling their trade slow up, not only put off buy- 
ing the stock they needed on their shelves, but 
a great many of them also canceled those orders 
already placed. The manufacturer noticed the 
slowing up of sales, coupled with the cancella- 
tion of orders previously booked, and, of course, 
also put off his purchases. The tanner did like- 
wise, and after him the packer. In due time, 
also, the farmer who raises cattle which the 
packer buys. 

All of them slowed up and postponed action 
for no other reason than to curtail their pur- 
chases and decrease their stocks, with the result 
that when the chain through the retailer, to 
the manufacturer, to the tanner, to the packer, 
to the farmer reached back to half the popula- 
tion of the country, livestock began to feel the 
change; consequently, the farmer failed to enter 
the retail store to buy his requirements. 


Complete Cycle of Depression 


He also put it off until a later date, so we have 
the first complete cycle of depression. It, how- 
ever, did not end here. The merchant thought 
to himself, “I must be more conservative.” 





From conservatism, prompted by common sense, 
he easily drifted to timidity. Cowardice fol- 
lowed close upon the heels of timidity, and fi- 
nally we have a complete loss of courage. What 
ordinarily would have been a natural slowing up 
of business and a gradual absorption of the sur- 
plus stocks built up during the war, ended in the 
freezing up of business in the domestic market 
just as foreign trade froze up, as was explained 
before. 

It has taken a little time to clear up such a 
situation. It has led to some wastage, depression 
of prices, a smaller volume of business and in 
some cases disorganization; but the worst is be- 
hind us and a panic will not be experienced. It 
is true we have had some misfortunes, but no 
great disasters. Neither shall we have any. 
The truth of the matter is that our country faces 
a@ paradox. 

To him who says we are poor or possibly may 
be ruined, we say that if we are poor it is be- 
cause we are too rich. We have produced and 
have today in the land the greatest and richest 
volume of farm products, corn, wheat, oats and 
cotton, the largest supplies of wool and semi or 
wholly manufactured products of any time in 
the history of the United States. Our banks are 
gorged with money and our business is sustained 
by a secured and well-protected credit. As I 
said before, only one thing ails business today. 
It is in a frozen condition, so to speak. How 
can it be thawed out? We shall see shortly. 


Sensible Thinking Needed 


The very first thing to do is some sensible 
thinking. This should be followed with equally 
sensible acting. The manufacturer can make no 
more shoes than the consumer will buy. If the 
laborer is unemployed he will not buy shoes. If 
the farmer is denied a free and profitable market 
he also cannot buy shoes. The truth of the mat- 
ter is this: Both the retailer and the manufac- 
turer are merely agents of the public who bring 
together the producer and the consumer. Ameri- 
can manufacturers will sell only when American 
buyers buy; and American buyers can buy only 
when American manufacturers are busy. In 
other words, the consumer buys from himself, 
paying the shoe industry for making and then 
fitting his shoes correctly. In a sense he is his 
own employer. The time is ripe when events 
will help an understanding of this fact. Surplus 
stocks have been largely consumed during the 
restricted period of production we have just suc- 
cessfully passed through. It is my belief that 
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we, in the near future, cannot look to any ex- 
tensive European market. To be sure, the 
market is there, but the money wherewith to 
pay for the merchandise is lacking, and will be 
lacking for some time to come. This becomes 
more evident when we reflect that they can 
neither pay us with gold nor with American se- 
curities owned in Europe, but if at all possible 
must pay us with commodities. Such commod- 
ities, we all know, would be cheap and undesira- 
ble. While foreign trade is, no doubt, a thing to 
be desired rather strongly, unfavorable condi- 
tions prevailing at the present time would seem 
to discourage for the time being, at least, efforts 
in that direction. 


Breaking the Ice 

} The time has now arrived when manufacturing 
of shoes must be resumed. So far as the Weyen- 
berg Shoe Manufacturing Company is concerned, 
we are prepared to do so. It is our desire to re- 
tain intact our organization, to give employment 
to our people and to furnish the trade from now 
on shoes at the lower prices which new condi- 
tions make possible. We have definitely decided 
to help break the ice, and shall act accordingly, 
but this will avail us nothing unless we all co- 
operate. Without your co-operation we are 
powerless. Each one of us must lift his load. 
Let us all put aside our timidity. Let us regain 
our courage and make, buy and sell goods. To 
the retailer, I say—buy enough shoes to keep 
your stock in good shape, and sell them to your 
trade at today’s prices. That is the appeal 
needed to bring the public to your store. To 
the manufacturer, I say—make shoes and sell 
them at prices consistent with today’s raw mate- 
rial and labor costs. Keep the wheels of industry 
moving. 

To all of us, I say, realize that the mad period 
of war with its undue and even excess profits is 
gone. During the war everyone of us surrendered 
to the temptation of securing undue profits, 
undue wages and undue prices. None of us 
saw, and let us be perfectly frank about this, 
that this fool’s paradise of advancing prices and 
extravagant profits must come to an end. 

The farmer received gross profits for his 
commodities, the manufacturer and the dis- 
tributor did the same. The laborer received 
wages out of all keeping with wage scales previ- 
ously accepted as sensible. 


Easy Money No Longer 


However, not only must we realize that the 
time of easy money making is past, but also 
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that efficient time-tried and well-established 
business methods are again the order of the day. 
We all were guilty of laxness. Most of us thought 
only of ourselves; no one bothered about the 
next man. Get out from under in a decent and 
respectable way if you can, but if not, get out 
from under, nevertheless. Is it not true that 
“everybody for himself and the devil get the 
hindmost’”’ was the creed of many of us?, Let 
us be frank with ourselves. Is this not true? 

Manufacturers were guilty of slow deliveries; 
the over-zealous were guilty of over-selling, 
consequently, goods were quite often delivered 
after they were seasonably valuable to the 
retailer. The retailer was receiving too high a 
margin of profit in the sale of some of his goods 
to the consumer. He also was guilty of trade 
abuses. There is no need to rehash things 
of this kind. 


Bad Business Practices 
In his greed for business the manufacturer 
resorted to bad business practices. There is no 
legitimate reason, for instance, why price 
guarantees should be given to the retailer. A 
price guarantee is economically unsound and 
wholly contrary to established business prin- 
ciples and should be abolished for all times for 
the retailer—who really does not benefit by it— 
as well as everyone else’s good. This practice 
upon the part of the manufacturer cannot be 
condemned too strongly and can be put in the 
same category with the cancellation evil so 
prevalent during the past eight to ten months. 
When a merchant places an order he should 
consider it as a contract, not a scrap of paper. 
An order should be viewed by all of us with the 
same sanctity that a contract for the sale of 

land or a promissory note is viewed. 


Shoe Business Has Degenerated 

The shoe business, I dare say, has degener- 
ated alarmingly in matters of this kind. Think 
of all the cancellations, refusals and the many 
other things. All of them are practices which 
in the ugly competition of years past have be- 
come accepted trade abuses. All of them can 
be done away with, if we but labor together to 
lift the shoe business to the high plane on which 
other businesses are conducted. Is our brain 
power less than that which others possess? It 
is not. Are we of a lower average intelligence? 
We are not. Are our morals less prominently 
developed? They are not. To use plain, every- 
day, but rather expressive English, we simply 
cannot seem to get it into our heads that better 








SMR TK, 


ae ni le iD pense ANI abe 





BOOT AND SHOE RECORDER 








business can result only from a better under- 
standing of one another. Once we realize this 
the rest is easy. 

Gentlemen, it was my intention to show you 
through an analysis of the causes for the present 
state of our particular business and the sugges- 
tion of a program, the interdependence of every 
branch of trade with every other branch. We 
are a huge family in this country of ours where 
no one can violate fair and firmly established 
practices without suffering himself, and where, 
in order to secure results, we must all labor to- 
gether each for all and all for each. 


Retail System on Trial 


Gentlemen, do not underestimate these state- 
ments. The present retail system is on trial. 
Some of you may not realize it. Nevertheless it 
is true. The mail order houses now solicit suc- 
cessfully, business which heretofore would come 
to your counter. Factory owned chain store 
systems are invading with alarming rapidity and 
success the field of the individual retail business. 
You alone can stem the tide. Modern business 
will reward the fittest and the future will be for 
the “survival of the fittest.’” This is a good time 
to put our house in order and to establish a 
higher order of moral confidence. 

Perhaps it has been a good thing for us to be 
chastened and purged by the experience we have 
just passed through. Strengthened by a candid 





confession of our weaknesses and resolved that 
we shall do our part in thawing out the frozen 
currents of commerce we now can start with a 
clean slate the year of 1921 and the later years 
that lie before us. 


But Better Times Are Ahead 


The wealth of this country is unlimited, but 
at present is sluggish and in hiding. Let us all do 
our part in breaking this sluggish mass by en- 
couraging these hidden resources to come out 
into the open with this object in mind, that the 
wheels of the factories may again be thundering 
their music. Retail stores shall again show 
activity. The farmer shall again resume his 
normal functions because we have opened to him 
a normal fruitful market, and labor shall again 
be called into active service with such fair and 
generous returns as are justified by improved 
conditions. 

So we say, gentlemen, to each and everyone 
of you that it is in our power to revive the busi- 
ness of the nation. . Team work is what is needed. 
Concerted action is a necessity. I say to you I 
face the New Year with unbounded confidence, 
sustained by the faith that this great country of 
ours cannot long be content to remain in its 
present stagnant condition, but is prepared 
to move with us, with you and with me, if 
we with but one voice say here and now, 
“‘let’s go.” 


Brass Tacks from the Auditorium Floor 
What Merchants Had to Say 


About 


. T.ORR, Winfield, K an.—‘‘Since the holi- 
days we have discerned a loosening tend- 
ency in the consumer market. I’m here 

to pick up some novelty lines and make purchases 
to fill in my staple lines, orders for which already 
have been placed. The business outlook we 
regard as encouraging. While our farmers are 
inclined to hold their wheat in anticipation of 
higher prices, we do not fear that the future 
holds in store anything detrimental. Weather 
conditions have been unseasonal, which has in- 
fluenced a continuance of demand for low cuts 
as against boots. I feel that things will adjust 
themselves in the long run, and for this and 


Business Conditions 


other reasons I cannot help but feel that we are 
due for as good a year as we have ever had.” 4 


* * * 


Good Business Ahead 


M. B. HUGHES, Watkins, N. Y.—‘In our 
community retail business has been very good, 
considering the unusual circumstances. We look 
for a good Spring trade and a Summer business 
as good as any we have ever experienced. I 
would say this, that if the future is as good as 
the past, we'll all be satisfied, and I feel sure 
that we have some good things in store for us. 
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The convention brought me to Milwaukee for 
two main reasons; first, to find out what the 
other fellow thinks, and second, to get into the 
market for the goods my shelves need. Pur- 
chases our store made here consist largely of the 
novelty lines, for we are fairly well stocked 
against the demand for staples. Still, our carry- 
over is not so large as we might have expected. 
My talks with retailers from other sections agree 
with my own ideas so well that I am glad for 
one thing about attending this convention, and 
that is that my optimistic convictions are 
apparently well grounded.” 


Staples Bought—Buying Novelties 


M. R. KINDSCHI, Madison, Wis.—“I feel 
that this convention, staged in the admirable 
and artistic manner that it has been staged is 
the best thing that could have happened to the 
American boot and shoe trade. I am here both 
to look and to buy. My purchases are being 
made largely along the lines of novelties, for my 
Spring orders for the staples already are placed. 
My observation of the trend of trade leads me 
to believe that Easter business is going to be of 
a high order. While this holiday comes con- 
siderably earlier than normally, I believe that 
if weather conditions remain as they have been 
most of the Winter so far, we are due for the 
best Spring business in years.” 

* . ” 


“Shopping Rather Freely”’ 


DAVID SILVERMAN, Newcastle, Pa.— 
“Beyond the need Of some stimulant to move 
our stocks of high cuts with more facility than 
has been the case in the last three or four months, 
we have not the least complaint to make. 
Temperatures in our locality have been unseason- 
able; we have had Fall weather when we might 
have expected snow and sleet. This condition 
has caused the demands upon us to run mainly 
to the low cuts of style. It has produced good 
business in spats and boot tops, to compensate 
for the slack inquiry for the high cuts. There 
are few of us merchants whose stocks are com- 
plete. While we are running heavier on some 
styles, others are low. I came to the convention 
to find out what the other fellow is going to do, 
and to follow the best judgment which the aver- 
age attitude seems to dictate. In the long run 
this is what counts. I bank on a resumption of 
free buying by consumers within a short time. 
Consequently I am shopping rather freely.” 


“This Is a Buying Trip” 


N. ROSENBERG, Joplin, Mo.—‘‘Our season 
down in Missouri usually figures out to be nine 
months of oxfords and three months of boots, 
but this season we have run about 80 per cent 
high boots against 20 per cent low cuts, due 
largely to the peculiar brand of weather. The 
result is that. we are carrying over somewhat 
more of boot stocks than the average, while at 
the same time our low cuts are fairly depleted. 
My reason for coming to the convention, beyond 
the fact that I happen to be an officer of our 
State association and genuinely interested in all 
organizational activities, is to look over the offer- 
ings of low shoes and novelties to fill out our 
line. For me this is a buying trip. No one 
could go to market to better advantage than to 
the 1921 national convention held in Milwaukee, 
with its most complete offerings. There seems 
to be no need of looking further for what we 
require.” 


~ = 7 
Lots of Confidence 


J. J. PICHA, Kenyon, Minn.—“Being lo- 
cated as we are in the heart of a vast agricultural 
region, it cannot be denied that the disinclination 
of farmers to market crops on a falling market 
has not been reflected upon the boot and shoe 
business. Nevertheless, we are doing a good 
business as we have been all through 1920. 
We have kept a close watch of our stocks and 
kept our lines filled to the extent conditions 
seemed to warrant, so that I am not here on a 
buying expedition, primarily. We are keeping 
our ears to the ground, however, and are keeping 
in a state of preparedness to meet the demands 
as they arise. The spirit of the men at this 
convention has built up a great deal of confi- 
dence in me. I have not the least disturbance 
in my mind as to the future.” 


* * *& 


Doing New Buying Steadily 


C. L. GRAVES, Jackson, —Naturally 
the condition of the cotton market is reflected 
into the boot and shoe business, as in other 
lines of retail endeavor. As the cotton situation 
improves, so will our business better itself. 
That is now coming to be appreciable. Our 
trade consists mainly of women’s fancy mer- 
chandise, our stocks of which havefbeen kept 
well cleared. We are doing new buying steadily. 
This convention offers a wonderfully complete 
market, both in staples and novelties, which 
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will make it unnecessary for me to seek further 
for what our store requires to meet anticipated 
requirements. I feel that I can go back home 
with every purpose of my coming achieved.” 


* * * 
Expects Active Easter Business 


W. C. BURTON, Guthrie Center, Ia.—‘‘In 
anticipation of an active Easter business, we 
are taking on a fair stock of women’s and chil- 
dren’s footwear, both in staples and novelties. 
So far as men’s shoes are concerned, the demand 
in the last six months or longer has been only 
average and we are fairly well stocked. If 
weather conditions of the last two or three 
weeks are a good criterion of what we may 
expect in March, I feel that Easter trade will 
revolve largely about low cuts. Easter business 
at best is a gamble, for it is mainly a question 
of weather, but we are doing some buying for 
immediate delivery of Spring styles for ladies, 
misses and children, and piecing out our stocks 
of men’s high-grade footwear, so far as the 
demands of the moment require. We are going 
rather slow on high cuts, for the experience of 
the last year has taught us to refrain from 
stocking up heavily on these. Eventually the 
high boot will come into its own, but we shall 
await this time before going strongly into this 
class of merchandise.” 


i‘ ‘ +” 
Prices Have Touched Bottom 


. G. W. GEISSLER, Evansville, Ind.—‘‘The 
fact that the industries in our community are 
resuming operations after reducing production 
to a minimum or suspending entirely for a 
month or two, is a good index upon conditions 
in the boot and shoe trade of our market. I 
do not hesitate to buy what I think our store 
needs for current demand, because I believe 
that prices have about touched the bottom for 
the present, and nothing can be gained by 
waiting. Our 1920 business was about equally 
divided between high and low shoes. Contrary 
to expectations, the Louis heel is still in high 
favor among our women customers. I am buy- 
ing some novelties and piecing out my stock. 
I expected to go east from Milwaukee, but this 
seems unnecessary now, having found everything 
at the convention that I care to look at.” 


* « * 
Here’s the_Original Optimist 


A. KATSCHINSKI, San Francisco—‘My 
buyers have been instructed to take on at least 
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as mach merchandise as they did a year ago, 
for we regard future prospects with the same 
degree of optimism as we did a year ago. Our 
trade is not subject to the vagaries of industrial 
depression, as further east. Maybe you will be 
interested to know that California grapes and 
other fruits are selling at two and three times 
as much as formerly, when the nation was not 
ostensibly dry. Our 1920 volume was at least 
equal to. if not larger than before. Business in 
low cuts averaged about 75 per cent to 25 per 
cent in high shoes, but we look for a change, and 
within the coming season we are banking on a 
reduction on the basis of 60-40. Our territory 
is one which takes the staples rather than the 
novelties. Consequently our buying is mainly 
of the regulation lines. This policy is not being 
changed, for conditions as we view them show 
no perceptible change. It is up to the merchant 
himself to make 1921 as big or bigger a year 
as he has ever known.” 
* * * 


Betting on Gray Suede 


H. WESTFALL, Roseland, Chicago—‘The 
Easter season this year, as we define it in advance, 
is going to be one of novelties rather than staples. 
The holiday comes much earlier than in the 
average year, and if we are favored with the 
same brand of weather that we have been getting 
for the greater part of the present Winter, 
Easter ought to develop an extraordinary busi- 
ness in fancy low cuts. These are what we have 
been selling all Winter. There will be some 
demand for high boots, of course, but the vogue 
of the oxford and pump for general wear is not 
yet over, so far as our territory is concerned. 
We feel that the public is fed up on tans and 
browns, and that some other color is due for 
strongest popularity. Our own idea is that the 
gray suede is going to take well, and we are 
stocking up rather freely on this leather, in 
staples as well as novelties. We find that a 
shoe retailing at $10 to $12 will sell without 
difficulty to the young ladies, and we are pleased 
to know that we are able to buy goods at a 
figure enabling us to market the merchandise 
within this range.” 

* *~ * 


Takes Crack at Newspapers 
WILLIAM F. TOHER, Oneida, N. Y.—‘“Our 
calculations have been considerably upset this 
Winter because of the mildness of the weather, 
and the heavy goods which we carry in con- 
siderable quantity have moved rather slowly. 
Still we have no complaint to make, for the low 
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cuts and novelty goods have moved well. It 
has been necessary, of course, to make some 
sacrifices. One hope I have in relation to this 
convention is that it will recognize the dire need 
of a well-organized campaign to emphasize the 
fact that the press has been too strong on thrift 
talk and_too weak on buying propaganda. My 








main purpose in attending the convention is to 
take advantage of its educational influence. We 
are buying to some extent, mainly in the way of 
novelties for Easter trade, which we look forward 
to with much confidence, and to fill in the staple 
lines. I may say that our buying is conservative. 
This is no‘time for speculating in the least.” 


Great Improvement Predicted 


Address of Harry I. Thayer, 
President of Tanners’ Council 


WISH to take this opportunity to con- 

gratulate our industry as a whole upon 

the success of this wonderful Exposition and 
Style Show of shoes and leather: It shows the 
great progress in style, quality and method of 
manufacturing shoes and leather which has been 
made, and which I believe will continue to be 
made by the resourceful and successful shoe and 
leather manufacturers of the United States. If 
some of the tanners and shoe manufacturers of 
25 years ago could view today the tremendous 
development which is shown here, both in the 
art, style and manufacture of shoes and leather, 
and the method of merchandising them, they 
could but honestly feel that their most sanguine 
expectations had been exceeded. Development 
of machinery, in particular, has made it possible 
to give the consumer greater value for less money 
than most any other commodity used in the 
wearing apparel of mankind. 

I am especially proud to be here today as one 
of your guests, and share with you in the phys- 
ical demonstration and practical display so 
elaborately and satisfactorily done. It should 
awaken the very soul of our industry to continue 
this great progress which has been visualized so 
impressively here to us. 


Watch for the Reaction 


One year ago I addressed you in Boston. 
Since that time our industry, which we thought 
was well founded upon sound value, has been 
forced with many other lines to succumb to the 
most drastic reaction ever experienced by any of 
us. Prices have tumbled, tanneries and shoe 
factories have been closed, or run on part time, 
until today we are faced with the lowest shoe and 
leather market for many years. Prices have been 


continually going down for,the past seven months 
under the effect of the consumer’s belief that 
prices were to be lower, followed by the retailers 
and jobbers being over-stocked with high priced 
goods and of the same opinion as the consumer. 
With this curtailment of supply we have greatly 
reduced the stocks of leather and shoes. Stocks 
of hides are largely in the hands of the dealers, 
leather is largely in the hands of the tanners— 
movement of either is almost stagnant. The 
report of sales in retail shoe stores throughout 
the United States has in most cases been larger 
than the corresponding period for the year 1919, 
which was no doubt the year of the peak of 
business inflation. Look out for the reaction 
from these conditions, look out for some of these 
hides will be required by tanners, some of this 
leather will be required by the shoe manufacturer, 
and the shoes by the retailer. 

Monetary conditions are much improved, 
merchandise will soon be moving again, the 
purchasing power of the people of our own 
United States is tremendous. Under conditions 
such as our industry has been passing through 
there is in my opinion but one thing that can 
happen, and that is great improvement which 
is even now evident, and which I believe will 
continue through the year 1921. I do not believe 
we will operate 100 per cent capacity but upon a 
basis which will stabilize prices and make it 
possible to operate our stores and factories upon 
a profitable basis again. 


Cancellations 


Some people think that the religious principles 
necessary to carry on business have been lost, 
that we must have a return of these principles 
before we can go ahead on a basis founded by our 
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forefathers. Personally, I do not feel this way. I 
believe the average business man today is fully 
cognizant of these principals. I do feel, however, 
that we have not known just where respon- 
sibility should be placed when passing through 
such a period as we have during the year 1920. 
It has been a custom in our industry for many 
years for some concerns to make cancellations. 
Much could be written regarding this, but the 
facts are that with such high prices and such a 
tremendous headway which prevailed last Spring 
cancellations proved to be so serious that it is 
the duty of the tanner, shoe manufacturer, re- 
tailer and wholesalers to co-operate so that an 
arrangement can be made setting forth fully the 
understanding necessary to carry on business 
upon a fair and equitable basis to all through 
every period of good or bad business, advancing 
or declining prices. 

The Tanners’ Council would welcome such an 
arrangement, and so voted at their last annual 
meeting in Chicago, and is in hopes of being 
instrumental in helping bring about a more 
thorough understanding or an agreement that 
may be workable to our mutual advantage. 
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Tariff 





AVE I believe a tariff is necessary which will pro- 
tect our industry under conditions which may 
me soon exist. Commerce of the world is very much 

H out of normal. Evidence, however, already 
shows a quicker foreign competition in this 
country as well as abroad than we expected. 
Exchange has proven a great factor in the pur- 
chasing of raw material as well as credits. I 
feel sure that a tariff or duty adjusted to the 
various rates of exchange should be made to 
protect our industry against great differences of 


> 
Sele 


paid in the various countries. Finances should 
be adjusted, credit should be given so that the 
people in the world may work, may have ma- 
terial to work with and not have to remain un- 
employed, and they and their families continued 
victims of mercy and charity any longer than 
can possibly be helped. I am not in favor of 
doing anything that will not be consistent with 
the general advancement of every country with 
whom our nation made any pledges or had any 
obligations, morally or otherwise, to fulfill as a 
part of the great war, but I believe we must 
settle these great financial questions so far as 
the war was concerned before we can make 
progress ourselves or allow other nations to again 
become able to develop their own resources. It 
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the relative value of the dollar and the wages _ 








is the development of these resources that make 
business. Only an international settlement or 
arrangement of these affairs will ever bring us the 
opportunity to trade with the world. 


Advocates Free Duty on Hides 


Since the Armistice was signed it has been in 
the minds of the American people that they 
wanted but one thing out of the war and that 
was a share of the foreign business with the 
nations with whom we fought might give us. 
We welcome compelition, we expect that our 
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goods must be as good as others are, we expect 
our terms to be as good as any other country’s, 
perhaps better, but until something is done to 
stabilize credit and exchange, we sacrifice all 
that we expect and what.most of us think we are 
entitled to. These adjustments should be made 
slowly and carefully so that inflation will not 
occur or foreign competition become too great. 
Hides and skins should be free of duty, leather 
and shoes should have sufficient protection to 
maintain a healthy growth of the industry. A 
normal duty I believe will do this. With such 
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protection a sufficient volume of business can be 
reached, I think, so far as shoes and leather are 
concerned, that we can compete with the world 
and obtain our share of the world’s business. 


Taxes 


We all hope for a change in the national tax 
law as soon as possible. The present law has 
proven a great disadvantage in many ways. The 
cost to prepare and interpret them has been 
tremendous. They have discouraged production 
beyond 4 certain point, they have caused a sacri- 
fice in the price of the best securities in the 
world. Thousands of people unable to lose have 
indirectly been victims of this law. The people 
expect to pay the bills of this country, we want to, 
we take \patriotic pride in doing it, but let us 
hope for a law which we can all read and under- 





Greetings from 
Belgium 


The National Federation of 
Merchants of shoes and leather 
of Belgium present to their 
American confreres a cordial 
salute upon your glorious 
congress of industry. 


RENIER, Secretary 
Liege, Belgium. 











stand, so broad and far reaching in its ability to 
raise sufficient revenue for the payment of all 
obligations of this beloved country of ours that 
no one class of individuals will be especially 
benefited or seriously hurt. Let each one pay 
his just part. Under such a law no good Ameri- 
can will even open his mouth to complain. 


Labor 


Labor has not yet taken its share in the de- 
lation of prices and values. Not until they have 
will our production approach anything like nor- 
mal. Working men have thought that shorter 
hours made higher wages and more jobs, but un- 
fortunately it has worked directly opposite, 
shorter hours and higher wages mean no jobs. 
Labor must be fair, must be frank and work with 
the manufacturer, not for a wage scale so low 
that it would hurt labor, but low enough to give 
sufficient confidence to the manufacturer to go 
ahead and produce something. This will give 








employment to all at a fair wage and not toa few 
at a high scale, some working perhaps only half 
time and others not at all. The effect is so far 
reaching that the family of the one who has 
work certainly must share with the ones who 
have no work, not share in what he earns but 
share this work. When labor is so employed 
that efficiency, so necessary to make our product 
sound in value, will become its own again, then 
all class of workmen will become happy and 
contented, and the great products of our farms 
and factories will be sold at prices consistent to 
peace, prosperity and happiness to the great 
working public of this country. r 

In closing, I wish to call your attention to the 
thing in particular, that is, the spiritof co-opera- 
tion in the various associations we represent. 
Great good has come from what has already been 
accomplished, but greater good can come than 
has yet been realized. I mean the co-operation 
between the retailer, wholesaler, manufacturer 
and the tanner, closer relations and discussions 
upon all the vital subjects that may come before 
us as an industry. 

The Tanners’ Council of the United States will 
always welcome the opportunity to take up any- 
thing with any association which might add to 
the progress of our industry or be instrumental 
in bringing trade relations which would assist in 
settling any question which might seem important 
to the one branch or the other, or the whole. We 
have many trade problems ahead of us during 
this year, co-operation will help make it easier 
for all of us, courage will prove the most essential 
characteristic, let us all maintain it with cool, 
careful judgment, and greatest of all be an 
optimist. 





Remarks by the philosopher, Peter Hardhead: 

It is cheaper to shoe a hen than a chicken. 

It is safer to boot a poodle than a longshore- 
man. 

When a shoe is half soled who owns it? 

It is easier and cheaper to heel a broken shoe 
than a broken man. 

Heel-taps went out when prohibition came in. 

Boots and leggings are desirable; bootlegging 
isn’t—perhaps. 

A welt on the foot is less painful than one on 
the head. 

“Louis” heels may go with light heads; but 
they are flooey heels for damsels with avoirdu- 
pois, which is French for beef-plus. 

Does advertising pay? It depends on whether 
you get it in the press or the police court. 
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Reproduced from Architect’s Drawing of Milwaukee Auditorium 


Must Restore Confidence of Public in the Retail 
Shoe Business, Says J. P. Orr, in Annual Message 


HIS is the decennial anniversary of our 
National organization. Spread before us, 
beneath the roof of this great building, is 
a picture of association achievement of ten years 
* —one-seventh of man’s allotted span. Neither 
pen nor brush—much less the spoken word— 
could possibly depict the story of our organiza- 
tion and the progress it has made with any ap- 
proach to the completeness and satisfying effect 
of that physical panorama, which this splendid 
audience of member delegates and the wonder- 
ful exposition of a great industry here unfolds. 


Praise of the Founders 


As the president, it is indeed for me a proud 
moment, and one fraught with a sense of grave 
responsibility. The men whose vision laid the 
foundations ten years ago for a National Asso- 
ciation of the retail shoe craft builded better 
than they knew. To those men of vision in our 
craft, belongs the fullest measure of credit for 
founding this institution, and particularly for 
their devoted efforts in inculcating in its infancy 
the abiding spirit of progress and success. What 
a splendid tribute to the work of the founders of 
this—our National Association—is this inspiring 
gathering, our Tenth Annual Convention! 

The problems and perplexities which as in- 
dividuals all of us have experienced the past 


several years, have proved the test by fire out 
of which we emerge more profoundly certain of 
the privilege and benefit of united effort. The 
stress of unprecedented conditions in all branches 
of business has demonstrated the strength and 
good purpose of organization. The war and its 
aftermath of economics turned topsy-turvy has 
offered to our Association opportunities for the 
demonstration of our faith, and it is for us to 
say whether or not we shall rise to the occasion. 


Tribute to Officers and Directors 


At every turn during the past year, your 
president has felt the strengthening influence of 
the loyal personal support and co-operation 
rendered by our Board of Directors, committees 
and individual members generally. The men in 
the ranks—the men who year after year have 
given so splendidly of their support in time as 
well as means—have made this Association pos- 
sible. I wish to take this opportunity of thank- 
ing the members of the Board and you, fellow 
members, for the loyal-support which your 
officers received during 1920. I shall not take 
your time for further dissertation upon the 
triumphs of your Association the past year. 

You will receive a report later telling of our 
achievements and enumerating our great growth, 
but I carinot refrain in passing from calling at- 
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**The consuming public is master of our destinies, and our standing 
in the community and the financial world will be gauged by the extent 
to which we have the confidence of that public.’’—J. P. ORR 


tention to the fact that our membership-at-large 
is fast approaching the ten thousand mark, and 
thet we have realized at last. what has been our 





You can very frequently get your style 

message across by reproducing a photo- 

graph of a correctly garbed model wearing 
the shoes you wish to feature 





ambition from our humble beginnings—that of 
standing on our own feet financially. Your 


Association now has a treasury of proportions 
which will make possible the inauguration of 
many activities looking toward the direct return 
in service to the members, which has been a 
constant vision of your officers for a number of 
years. 

Profiteering Charges Disproved 


A year ago the bombardment of profiteering 
charges against our craft was at its peak. Preach- 
ers of a false school of economics had been hurl- 
ing anathema at the system of distribution until 
the hard-driven public found no dearth of argu- 
ment that all the ills of the high prices, due to 
natural war-time conditions, were to be laid at 
the retailer’s door. As individual merchants and 
through our National Association we have been 
striving continuously, and with no let-up of 
effort, to bring our business safely through the 
trying situation. The Lever Act we still have 
with us, for it has not yet been repealed. 

Business generally may be thankful for our 
American system of the courts, and the fact that 
in the maelstrom of unsound theory and vicious 
misrepresentation there prevailed the sober man- 
dates of judicial authority in many sections of 
the country where the Lever Act was declared 
unconstitutional; and on November first Attor- 
ney-General Palmer, seizing the opportunity to 
gracefully retire a lost cause, at a time when the 
natural law of supply and demand began to 
exercise its first manifestations with the turning 
downward of the markets of the world, ordered 
the dissolution of Fair Price Commissions, firing 
a last shot in the campaign of breeding distrust 
of business with a formal statement, taking upon 
the work of the Fair Price Commissions, the full 
credit for the initial price recessions. 


Few Prosecutions 


In the course of the Senate investigation of the 
shoe and leather industry, which occupied many 
weeks during the early part of 1920, dataywas 
produced in the form of evidence, which has been 
printed in a government report, and which 
showed that out of more than twenty thousand 
retail shoe stores in the United States, which the 
public had been led to believe were one and all 
heartless profiteers, the government had brought 
scarce a half-dozen definite prosecutions, and 
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‘‘We must set aside our personal interests to see that normal prices 
and normal conditions are quickly restored. When this has been ac- 
complished the word ‘profiteer’ will become a memory.”—J. P. ORR 


had secured convictions in only two cases under 
the Lever Act where shoes were the commodity 
involved. 

This report, which unfortunately did not get 
widespread publication, and the subsequent 
withdrawal of the Fair Price Commissions, mark 
the beginning of the solution of the so-called 
profiteering problem, but naturally the effects 
of an indictment by public opinion, however 
false, will be with us for some time to come. 


Problems of the Industry 


This leads me up to the main theme of my 
message. We have a problem confronting us as 
retailers which may be considered, even in the 
light of immature developments, to be a most 
serious one. It has to do with a situation grow- 
ing more or less naturally out of the economic 
conditions through which we have been passing, 
and have yet to pass. It is a problem which 
raises the question of whether or not the retailer 
is to maintain his proper and legitimate place 
in the scheme of our economic life. I feel that if 
our National Association is to continue to func- 
tion for the preservation of our mutual interests, 
we must count the opportunity lost if this Con- 
vention were to adjourn without, calmly and 
with sober judgment, facing the facts of today’s 
situation, fraught as it is with.so much distrust 
as between the various branches of our industry, 
and as between our industry and the public. 


Good Will a Priceless Asset 


Broaching the latter subject first, we must 
know and realize that the consuming public is 
master of our destinies, and our standing in the 
community and in the financial world, will be 
gauged by the extent to which we have the con- 
fidence of that public. Good will is a priceless 
asset, and good will, simply construed, means 
the confidence the public reposes in you. If this 
has been taught to believe your advertisements, 
realize that your prices are fair, that your mer- 
chandise has always given full value received, 
you will continue to receive its patronage, and 
fortune will smile upon you in a degree corre- 
sponding to which that is extended. In a collec- 
tive sense, it would seem to the speaker that we 
as a craft appear to have lost that confidence in 
ameasure. I think that the insidious propaganda 


inaugurated at Washington was largely respon- 
sible, but whatever it was, charges of unfairness 





Fine screen half tones such as this should 

never be used in newspaper advertising. 

Your printer will be able to advise you ° 
on this point 

















eipiadinneininene,. aca ee ne eee 


maha oer 











BOOT AND SHOE RECORDER 














‘We will ask all our members to respect all contracts and obliga- 
tions. We will ask that the manufacturers do the same toward us. 
Let us eliminate differences—put aside suspicion and distrust.’°— 


J. P. ORR 


and profiteering were hurled at some of our mer- 
chants who had been in communities for years, 
and who heretofore enjoyed a reputation beyond 
suspicion. The result of it all was that the buy- 
ing public lost confidence in us, and went on a 
strike, and business is feeling today the effects 
of that strike. 


Must Restore Confidence 


How to restore that confidence and again get 
into the good graces of the buying public is one 
of our problems today. That the deflation which 
has set in will be of material assistance, there is 
no doubt, but it will take more than that; it 
will take every ounce of our energy directed to- 
ward extraordinarily good service—better than 
ever if possible; extraordinarily good values— 
better than ever if possible. All coupled with 
the fact that we must do our best to assist the 
country through its period of deflation, and set 
aside our personal interests to see that normal 
prices and normal conditions are quickly re- 
stored. When this shall have been accom- 
plished, the suspicion directed against our craft 
will disappear, and that ugly word “‘profiteer” 
hurled at us so often and so unjustly, will become 
a memory. 


Rela tions with Manufacturers 


In regard to our relations with the manu- 
facturers: there exists no reason why they should 
not be of the most cordial nature. (ur interests 
are completely interwoven. We could not exist 
without them, neither could they exist without 
us. We stand accused by them of unfair and un- 
ethical practices since the decline of shoes set in. 
They stand accused by us of unfair and unethical 
practices during the years of the war, when 
prices were advancing, and we had what was 
known as a seller’s market. There probably have 
been cases where charges on both sides might be 
sustained, but I believe, and say it advisedly, 
that in the vast majority of cases such charges 
were groundless. It shall be the aim of our 
Association for the ensuing year to extend to the 
manufacturer our fullest co-operation, and we will 
exact the same co-operation from him. We will 
ask our members to respect all contracts and 


obligations. We will ask that the manufacturers 
do the same toward us. Let us eliminate differ- 
ences, put aside suspicion and distrust, and ap- 
proach each other with the thought of mutual 
helpfulness, each willing to make all proper con- 
cessions necessary to the establishment of har- 
monious relations. When this is done, the 
strained feeling now existing will disappear, and 
the old spirit of co-operation and good feeling 
return. 
Cancellations Discussed 


Now, as to cancellations and nullifications of 
contracts: the Chamber of Commerce of the 
United States has been instrumental recently in 
inaugurating a campaign against unjust cancel- 
lations, telling of the damage it has done to 
business the past year. It hasn’t been local in 
its operation by any means; it has extended to 
every branch of industry: it has embraced the 
manufacturer, the jobber, the retailer. It has 
bred a lack of confidence that has paralyzed 
industry. The woolen mills, the tanners, the 
iron and steel mills, the cotton goods manu- 
facturers, are fearful of starting production lest 
they receive cancellations after goods are in 
process of manufacture that means loss of many 
thousands. The result being that they prefer to 
lie in idleness until the market shall have stabil- 
ized, and the country shall have righted itself 
and they receive assurance that the merchandise 
ordered will be accepted. That such a condition 
is deplorable, there is not the slightest doubt; 
that it admits of a remedy, there is not the 
slightest doubt. We are not facing a period of 
over-production. There really is not any valid 
reason for the tremendous falling off of business, 
other than lack of confidence, and we must ad- 
mit that that lack of confidence if largely born 
of the causes just enumerated. 


Remedy Called For 


While we have been as free from blame as any 
craft, and freer than most of them, nevertheless, 
we must concede that it is a country-wide con- 
dition, and one which calls for prompt remedy. 
We believe that this Convention wil] stand 
four-square for honesty in merchandising, ob- 
serving all business ethics, asking only that we be 
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*‘We believe that if a time should come when the intelligent retailer 
shall have ceased to function, that day would mark the death knell 
of the forward movement in American shoemaking.’’—J. P. ORR 


treated with the same consideration as we give; 
that our goods be delivered to us on time and 
as represented; that we be not exploited for the 
benefit of manufacturers when rising markets and 
prosperous business make such exploitation pos- 
sible. Whentheseconditions arecarried out, we are 
to accept merchandise bought, not cancelling or 
returning on the basis of expediency, but realizing 
that all merchandise bought in good faith and 
delivered as per agreement, must be kept. We 
stand for the restoration of sound principles, of 
honesty and integrity in the conduct of our 
affairs, exacting what is our just due, and giving 
in return the full measure to which we have 
subscribed. 


Retailing a Great Art 


We believe the retailing of shoes is a great art 
and a great science. We believe that the tre- 
mendous development and high standing which 
has been accorded the retailing of shoes in 
America, has come of the fact that the retailer 
is a specialist. He has learned to know his 
public, and has been the medium through which 
that public’s thoughts and desires have been 


transmitted to the manufacturer, who, keenly ~ 


alert himself, and under competitive pressure, 
has produced a brand of footwear that stands 
head and shoulders above anything produced in 
the world. We believe that the science of re- 
tailing will continue to develop. That is one of 
the chief purposes of holding this Convention; 
that is why retailers are willing to leave their 
business to mingle with other retailers—all 
imbued with the thought that some knowledge 
can be acquired which will make him a better 
merchant when he shall have returned to his 
home. We believe that if a time should come 
when the intelligent retailer shall have ceased 
to function, that day would mark the death 
knell of the forward movement in American 
shoemaking. 


Chain Stores Discussed 


To that end we ask that the retailing of shoes 
be left to retailers. We call attention to the fact 
that where the Factory Chain Store method of 
distribution has obtained there has been no 
forward movement, and few progressive ideas 
in footwear. In England there are thousands of 


stcres controlled by manufacturers where there 
is only one width of shoes offered, and no half 
sizes. The stimulus to improvement comes from 
competition. When competition is eliminated, 
that stimulus is destroyed, smug satisfaction 
soon takes its place, and retrogression sets in. 
We believe that our members will best serve 
their own interests by doing business with manu- 
facturers who recognize these principles, and are 
willing to confine their efforts to producing the 
best possible brand of footwear, leaving its dis- 
tribution to what seems to us the natural chan- 
nel, the shoe retailer. It isn’t that we fear his 
competition so much as we fear for the industry. 
We believe that Factory Chain Store distribu- 
tion would soon mean a standardization that 


‘would dull the creative genius of the builders of 


American shoes. We believe it a short-sighted 
policy on the part of manufacturers, even con- 
ceding that in isolated cases temporary financial 
advantage may accrue. 


The Merchant’s Paramount Service 


We, retailers, are proud of our accomplish- 
ments over a period of fifty years. There is no 
country in the world where the distribution of 
footwear has attained the perfection it has 
reached in America. There is no country in the 
world where a service equal to ours is given, 
where so much thought has been given to proper 
fitting and proper distribution, where every 
condition of an exacting public is met, nor where 
as much value received is given, as in the shoe 
stores of America. We want to continue to im- 
prove our business; we want to make the re- 
tailing of shoes a still greater art. We expect our 
sons to surpass us even as we have surpassed our 
fathers. We believe this can come about only 
through thesperpetuation of the retail stores as 
at present established. We only ask that the 
manufacturer continue to maintain and increase 
his present high standard of footwear, leaving to 
us the distribution of that product, and all work- 
ing to the end that some day the whole world 
shall pay tribute to the American shoe, and that 
the American retailer may continue his upward 
and onward stride toward attainment of the 
ideals upon which our business is founded, and 
which have led up to its present artistic triumph 
and its great prosperity. 
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“4 clean stock means a big turnover—unquestionably liquid assets 
and consequent freedom from the necessity of borrowing money.”’— 


H. E. FONTIUS 


Clean Stock, Leaders and Special Sales Are 


Discussed by H. E. 


Nature’s bounteous gifts to Denver and 
Colorado. It would be easy perhaps to 
hand out a lot of more or less valuable advice 


| would be easy for me to make a talk on 





H. E. FONTIUS 
Of Denver, Colo., Who Gave One of 
the Most Instructive Addresses at 
the Convention 











about how to run a shoe store—without neces- 
sarily knowing much about the subject. And it 
would be easier, far, far easier, to do a whole 
lot of things a fellow might be tempted to do 
on an occasion like this, than it is to try to ana- 
lyze certain fundamental principles that you 
and I must reckon with in our business. 


Fontius of Denver 


Some Well-Known. Facts 


But whoever got anywhere just by doing the 
easy things? We grow by tackling hard jrob- 
lems and handling them in the right way. So 
even though I realize that I cannot tell you 
anything new about the shoe business I will try 
to emphasize some well-known facts by way of 
leading up to what I hope may prove a few help- 
ful suggestions regarding Clean Stock, Leaders 
and Special Sales. 

It seems to me that maintaining a clean stock 
should be regarded as a matter of the greatest 
importance in connection with the retail shoe 
business. In fact, it is the only up-to-date, sci- 
entific way of merchandising, and no merchant 
can expect financial success unless he gives it 
his most careful attention. 


Clean Stock Means Tarnover 


In the first place, a clean stock means a big 
turnover—unquestionably liquid assets and free- 
dom from the necessity of borrowing money. 
This puts a merchant in a strong position with 
his banker, who is always impressed with such 
sound business methods. And then, did you 
ever consider the effect this policy has in the 
matter of preventing that great bugbear, the 
Cut Sale, which, as you know, is the result of an 
accumulation of odds and ends that the merchant 
has carelessly permitted to pile up? Moreover, 
has it ever occurred to you that frequent Cut 
Sales have a demoralizing effect on the trade? 
If, by systematic methods, which every mer- 
chant can plan to suit his own business, he keeps 
his stock clean, he has the unquestionable ad- 
vantage of being able to show all new styles far 
in advance of his competitors who overlook this 
important feature. 


Perfect System Required 


Having a clean, up-to-date stock at all times 
requires a perfect stock system in your store. 
Daily records should be kept of the public de- 
mands, and those styles which are not moving 
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*<Daily records should be kept of the public demands and those 
styles which are not moving satisfactorily should be disposed of at special 
sales, even at a sacrifice.”’—H. E. FONTIUS 


satisfactorily should be disposed of at special 
sales, even at a sacrifice. 


Leaders and Special Sales are advisable any- 
how, because the public has been educated to 
expect them; but in every instance care should 
be exercised to make them real sales—good val- 
ues and dependable merchandise. Live up to 
your advertisements, for if any merchant is going 
to succeed ultimately and in a true sense, he 
must give the public value for its money. 


Job Lots Usually Dear 


Many merchants periodically jump into the 
market and buy a job lot of shoes for a Special 
Sale—in order to make the regular percent- 
age. 

This, in my judgment, is poor business policy. 
It is far better to weed out in this way your dead 
stock and lines which you expect to discontinue 
and thereby make room for the new styles and 
have the advantage of being the first to show 
them. 

Job lots not only make big stocks, but 
they fill your shelves with odds and-ends—which 
is not the kind of merchandise the people want. 
Therefore, when carefully considered, you will 
find such goods dear at any price. 

So, in summing up the matter of moving your 
stock, little more can be said than this: that if 
the merchant will watch his stocks closely, avoid 
placing too large advance orders and buy more 
frequently, he will not only have a clean, up-to- 
date stock and that quick turnover for which 
we are all striving, but he will find his business in 
a more prosperous condition. And furthermore, 
the necessity for the old-fashioned sale will be 
reduced to a minimum. 


Watch Extreme Sizes 


Another important point: Close attention 
should be given to extreme large and small sizes 
—in fact, the merchant should concentrate on 
every point which will tend to keep his entire 
stock moving, thus eliminating very largely 
the worry that is always present when your 
inventory shows the odds and ends that tend to 
accumulate in a big stock. 


The most satisfactory feature, however, about 


having a clean stock is that it makes business a 
pleasure. 


The Greatest Is Service 


And now, in order to leave you with a closing 
thought, and I hope a clinching thought, I want 
to say just one word about service. In my 
humble way, out of my experience with hard 
knocks and from meeting, perhaps, my share of 
all kinds of people, I try to emphasize to my 
salesforce the fact that whole-hearted service all 
the time, strengthened and improved wherever 





Silhouettes often can be used 

to good advantage in giving an 

atmosphere of “class” to your 
advertising 











possible, will solve a large part of the problems 
connected with keeping a stock moving. And 
right after the holiday season, when we have 
been commemorating the birth of Him who 
“came not to be ministered unto, but to min- 
ister,’ it seems to me an ideal time to take an 
inventory, not. of our stocks, but of ourselves, 
and see whether the service we have been ad- 
vertising comes fully from the heart. We don’t 
need to talk at all about the right kind of serv- 
ice, beyond telling the public through intelligent 
advertising to come and test what we have to 
offer—because the right kind of service talks for 
itself and radiates a spirit of friendliness that 
reaches surprisingly far. 
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‘**But I do believe that every order written should be a contract with 


complete specifications of materials, time of shipment and time of pay- 
ment, leaving nothing to be presumed.’’>—SEATON ALEXANDER 


‘*My Dealings With My Manufacturers’’ 
Address Made by Seaton Alexander 


greater number of whom are men of high char- 
acter and splendid ability. I am not disposed to 
admit, however, that they in any manner average 
higher than their customers, the retailers, and in 
one particular quality, they have failed to 
measure up to the retailer during the troublous 
times of the past few years—in my humble judg- 
ment at least. 
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HIS caption was wished on me, gentlemen, 
by our program committee, and if I follow 
my subject, I must necessarily make use of 

the personal pronoun more frequently than is to 
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Every Bill Discounted 


J 
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My dealings with my manufacturers have been 
based in so far as my end was concerned on the 
following fixed rules. 

Every invoice that came to my desk in thirty 
years has been discounted. 

I have never reported back that a shipment of 
shoes did not come up to what I had reason to 
expect them to be, but that I might use them 
at a price—I either kept and paid for them, or 
first shipped them to the factory then wrote 
them why I had done so. I never give an order 
and later cancel it—except where shipment has 
been delayed so far beyond date given for ship- 
ment that no reasonable reason can be given for 
the delay. 
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The Clean Slate 


Having kept my own slate clean I am always 
in a position to talk straight talk to my manu- 
facturers, and in passing I will say I have been 

SEATON ALEXANDER doing business with one concern during the entire 
Wheeling, W. Va., Merchant Who thirty years, with another for twenty-six years. 


Addressed Convention No Friction with Manufacturers 


There has never been a month when I did not 
receive shoes from these concerns and with 
neither one have I ever had friction. The best 
evidence that this condition is due more to them 
than to me, is the fact that right now both of 
these factories are sold up for the coming season, 
while so many others have been finding fault with 
retailers because they failed to place orders that 
would keep their factories running whether the 
merchant needed shoes or not—paying the prices 
of four months ago when his own judgment and 
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my liking, so you will kindly believe that any- 
thing said is not intended in a spirit of egotism. 

During the evolution of the shoe business of 
the last half century I have been closely identified 
with the retail end of it, and for thirty years have 
bought and sold shoes for myself. This has brought 
me in contact with manufacturers from every 
part of our country, and of many different char- 
acteristics and methods of doing business, the 
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*‘Live up to your advertisements, for if any merchant is going to 
succeed ultimately and in a true sense, he must give the public value for 


his money.’’—H. E. FONTIUS 


everything else pointed to lower costs in the 
near future. 

In a lengthy article appearing in the Literary 
Digest of December 18, and quoting from The 
Commercial and Financial Chronicle, we are told 
that manufacturers, wholesalers and jobbers are 
arrayed against the retail merchants in pretty 
much all sections of the country, while this 
article does not deal in shoes specifically, yet 
you and I know that the shoe people are right 
in line. 


Priced on Replacement Basis 


My dealings with my manufacturers lead me 
to say to them, “I have marked the price on my 
shoes to conform to the last price you quoted 
me, and I will continue to mark them down just 
as fast as your prices are lowered—but I will not 
go beyond that for the purpose of clearing my 
shelves just to make it necessary for me to give 
you an order that your factory may keep run- 
ning.” 

In that same article of the Digest we read 
“more shoe factories are going to have their own 
retail stores for the sake of controlling prices to 
the public.” Get that word controlling. . 


Praise for Manufacturers 


Gentlemen, my manufacturers never have 
been, nor ever will be among those who play 


both ends and the middle. I decline to buy shoes ~ 


from any maker who sells to the consumer, either 


through their own retail stores or through any 
corporation, who turns the shoes over to their 
employes without profit. Down in my country 
we would call that “‘Feeding Snakes” and while 
West Virginians are “Snake Hunters” they re- 
fuse to feed them. Of course my actions make no 
difference to that manufacturer, he does not miss 
my business, but, gentlemen, I have worked hard 
all my life to make of the retail shoe business 
something more than the mere covering of feet, 
and I do not want to see it go back. 


Every Order a Contract 


I am well aware of the many shortcomings ot 
the retail man. I cannot for instance excuse a 
man who is a regular countermander or com- 
plainer, but, after all, what great difference is 
there between the cancelling of an order two 
months after it is given, and the shipping of an 
order three months after it is promised? 

My dealings with my manufaclurers have been 
most pleasant and I hope in the future not one 
of you will have less pleasant relations than I. 
But I do believe that every order written should 
be a contract (not a one-sided agreement such as 
a certain factory tried to spring) with complete 
specifications of materials, time of shipment and 
time of payment, leaving nothing to be pre- 
sumed—and incidentally I fail to see the neces- 
sity for showing samples that must be dis- 
counted 20 per cent in case goods. 

Boys, let’s all get down close to the ground and 
play marbles without hunching. 


“How to Advertise Your Retail Shoe Business’’ 


By John DeWild---Northwest Shoe _ Bulletin 


state first that it is not my intention to tell 

you shoe retailers and shoe manufacturers 
here assembled how you should run your busi- 
ness. In appearing before you today, it is my 
desire to give you in brief a summary of what has 
been my experience covering a period of twenty- 
five years, not only as a country printer and 
editor of a country weekly, but also four or five 


z the beginning of this little talk, allow me to 


years as advertising manager for large depart- 
ment stores, and four years in the advertising 
department of a metropolitan daily newspaper. 


Lack of Policy at Fault 


I have found, since coming to the larger cities, 
that most of the successful merchandising and 
advertising plans and ideas followed out by the 
large successful stores are just as practical for the 
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“‘Every merchant, if he is to be successful, must have the real de- 
termination to succeed. Every merchant who wants to succeed must be 
progressive and pattern after an ideal store.”,°—JOHN DeWILD 


smaller towns and cities. The great trouble with 
the average retail merchant is that he has no 
definite merchandising policy nor advertising 
campaign. It takes brains to be a retail shoe 
merchant nowadays, and I take it for granted 
that all of the men and women present at this 
convention are possessed of this first requisite, 
or we would not be here. 

Every merchant, if he is to be successful, 
must have the real determination to succeed. 
Every merchant who wants to succeed must be 
progressive, and pattern after an ideal store. It 
is impossible to conduct a modern retail store 
without having a definite working plan; and 
merchants who make a success of their business 
nowadays are using some store larger than their 
own as an ideal. 


Plan a Year in Advance 


It is a sad fact when retailers, as a class, must 
be catalogued as indifferent. Yet this is the basis 
upon which some manufacturers and whole- 
salers have found it necessary to proceed in 
their service work, in educating merchants to be 
successful retailers. 

You must plan ahead, at least a year in ad- 
vance. This does not mean only so far as mer- 
chandise is concerned, but you should include 
plans for your advertising campaign. Every 
merchant should decide at the first of the year 
just how much money he is going to spend in his 
advertising campaign, and decide upon what that 
advertising campaign is to be. 


Decide on Medium 


The first step in planning a definite advertising 
campaign is to decide upon the medium that will 
carry your message to the greatest number of 
possible customers at the lowest cost per in- 
dividual. In most communities it is the news- 
paper that should be used for a larger share of 
your advertising. The newspaper is the cheapest 
possible medium, especially if it covers your trade 
territory thoroughly. 

The newspaper campaign should also provide 
for seasonable advertising, and herein is where 
most shoe retailers fail to take advantage of 
their opportunity. At the beginning of each style 
season, just before Easter and just before Sum- 


mer, and the beginning of the Fall season, is a 
good time to feature your newest styles. 


Show New Styles in Season 


People are interested in new footwear, at the 
same time they are interested in new garments, 
and seasonable advertising should be style pub- 
licity of the highest character. 

My experience in the retail advertising field 
has convinced me that most merchants fail also 
to take advantage of special sales events that 
they might hold. These sales events need not be 
clearance sales entirely, but there is some time 
during the year when each merchant could hold 
a birthday sale which need not be a cut price 
event; and the big announcements at the be- 
ginning of each style season could be of the 
nature of opening sales without the use of cut 
prices. 

Supplementary Advertising 


In addition to this, there are other sales events, 
such asa pre-inventory sale, after-inventory sale 
or clearance sale, and midsummer clearance 
just before the beginning of the Fall season. For 
all the events each merchant should send out 
supplementary literature, in addition to his 
newspaper publicity. By supplementary litera- 
ture is meant personal letters, folders, booklets 
and other announcements. 

An investigation covering a year and a half 
throughout the Northwest, has developed the 
startling fact that large circulars or bills, some- 
times as large as two or four newspaper pages, 
are better trade pullers than newspaper adver- 
tising. Just why this is true, it is hard to state. 


The Weekly Newspaper 


One reason, in my estimation, is that the 
weekly newsphper very seldom carries any ad- 
vertising information that is worth reading. 
Most advertisement; appearing in the country 
newspapers are poorly written, poorly displayed, 
and carry no real message. For this reason 
readers of country newspapers expect to find 
announcements of big sales coming to them 
through some other means. This is one reason 
why the big bills are proving so popular with 
Northwest merchants. 

Carrying the supplementary literature idea 
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‘‘Whole-hearted service, all the time, strengthened and improved 
wherever possible, will solve a large part of the problems connected with 
keeping a stock moving.’’—H. E. FONTIUS 


further, it is necessary that each merchant should 
have a mailing list containing the names of 
prospective customers, young and old, within 
a trade radius as far out as he can reach. If you 
do not possess a mailing list that is completed 
and up-to-date, you should get busy at once and 
prepare one. If you find this too expensive to 
maintain as an individual merchant, encourage 
the other merchants in your home town to com- 
bine with you, and for a small sum you can pui- 
chase a mailing machine which will save its en- 
tire cost in time and labor the first year. 

Down at Atlantic, Iowa, some few years ago 
I found the merchants using such a plan, and it 
only required a few hours to run off four or five 
thousand addresses, whereby with the old method 
of hand-addressing it would require the time of 
two or three girls for several days, and this dis- 
rupts your store service. 


The Family Addressograph 


This same plan is followed out by the mer- 
chants at Milbank, South Dakota, where they 
have a co-operatively run addressing machine 
with a complete mailing list, fully classified. It 
is possible for a merchant to have the girl in the 
office address thousands of envelopes or circulars 
within a very short time and at a very low cost. 

In addition to these details it has come to the 
point in modern retail advertising where a mer- 
chant must be familiar with types, cuts and lay- 
outs. My experience as a country printer has 
convinced me that most merchants know less 
about type, and the printing business in general, 
then any other one line of mercantile activity. 

Where would a department store manager be 
if he did not know the limitations and the pos- 
sibilities of type? Every retailer should know 
and realize what constitutes a good advertise- 
ment, and yet, with composition as keen as it is 
in every community, you will find retail mer- 
chants who have not the slightest conception of 
what constitutes a trade-pulling advertisement, 
or how it should be prepared. 


The Best Typographical Style 


In the first place, your advertising {should 
reflect the personality of your store, and its 
merchandise; and with the possible exception 
of special sales events and unusually large an- 


nouncements, your advertising should always 
follow the same genera typographical style. 
This is why you wi'l find the large department 
store throughout the country using the same 
style of set-up day in and day out, from year to 
year. You can tell a Lord & Taylor ad in New 
York without looking for the signature. You 
can tell a Wanamaker ad at first glance, and 
throughout the Northwest everyone is familiar 
with the Marshall Field style of Chicago, as well 
as the style followed by large department stores 
of the Twin Cities. 


Own Your Own Type 


At this point allow me to make a suggestion 
that can be followed out to your profit. If in 
your town you find that your printer has not 
sufficient type for the proper display of your 
advertisement, choose a display type of your own 
—something that will harmonize with some of 
the type which the printer already owns. For 
$50 you can purchase sufficient type that will 
serve for your own individual display. This is a 
plan that has been followed out by successful 
merchants within the past three or four years, 
much to their satisfaction and profit. 

In getting back to the point where your ad- 
vertising should be uniform, there are two general 
styles of display which may be followed. There 
is the open style of display for high-class mer- 
chandise, and is a very good style for stores of 
the better grade in the larger cities. This means 
that the display lines should be carefully chosen 
and set in neat style type, and then there should 
be considerable white margin around the head- 
ings, between the border and type matter, as 
well as between the smaller paragraphs, and 
around the cuts. 


Advertise Varied Styles 


This is a very good style where you are using 
a newspaper that is published every day, or at 
least two or three times a week. The open dis- 
play is not the best for the merchants in the 
smaller cities or towns, unless you use sufficient 
space to include quite a variety of merchandise. 

Featuring one style of shoe in a limited space 
in a weekly paper is catering to only a very few 
of your possible customers. It is much better to 
illustrate and describe a number of these styles 
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*‘Every merchant should decide, at the first of the year, just how 
much money he is going to spend in his advertising campaign and should 
decide on what that advertising campaign is to be.”*—JOHN DeWILD 


and models. In the high class advertising, you 
should be very careful in the selection of your 
cuts. Halftone cuts and line cuts should never 
be mixed in advertisements of this kind. In 
advertisements of this character, you should 
emphasize quality and style. Go into details in 
describing the quality of the various models as 
well as naming the letters and colors. 


The Sale Advertisements 


Closely set advertisements are best adapted 
for sales purposes, and for the carrying out of the 
bargaif idea. This style of set-up should be 
followed to a large extent by merchants in the 
smaller cities and towns. It is a style usually 
followed by mail-order houses and by department 
stores in the large cities. This style of advertis- 


ing also pulls bigger business when you include a ° 


large variety of merchandise. For instance, if 
you are using this style you should include at 
least three or four styles of men’s shoes and a wide 
variety in women’s footwear and in children’s 
also. It is also possible to get good results from 
this style of set-up with less descriptive copy 
than is usually necessary. 

If you use less descriptive copy, you should 
use bold price figures and make your advertising 
simply a price proposition. This style of adver- 
tising is much the best for special sales. 

The next step is the actual preparation of 
copy. This is one of the easiest things to do if 
merchants would only realize how simple it is 
and would take the necessary time. 

You should go through your stocks and select 
the items that you know should be moving. 
This does not mean that you should go through 
your stocks only once a month or once a year, 
but every two or three days. There are hundreds 
of shoe retailers who do not keep an adequate 
stock record and who do not know what has been 
moving until after inventory, and then discover, 
to their sorrow, that they are caught with a lot 
of odd sizes and out-of-date styles, which 
frequently eat up much of the profit that has 
been made. 

New styles should be featured as early as pos- 
sible, and local merchants should never wait 
until after the big city department stores have 
begun their advertising, and then fall in with their 
own style of copy. It is better to be a few weeks 


in advance than a few weeks behind, and in 
watching your stock, the time to move the slow 
sellers is when they first begin to drag. If you 
find that you have to cut the price, cut it deep 
enough right at the very first and move the 
goods, rather than hesitate and let this class of 
merchandise collect on your shelves. 


Moving Slow Stocks 


If I could only take some of you merchants 
who do not believe in advertising into some of the 
successful department stores and _ successful 
shoe stores of the country, it would be a revela- 
tion to you to watch their stock. I have found, 
in my experience, that slow moving stock does 
not remain on the shelves very long. Just as 
soon as stocks fail to move as they should, the 
advertising manager is called into consultation, 
and advertising copy is prepared that will move 
the goods with the least possible delay. This 
plan should be followed out in every store, no 
matter where located. After the selection of the 
merchandise, it should be an easy matter to 
write your copy, and you should write complete 
informative copy as far as possible. By informa- 
tive copy, I mean that kind of advertising copy 
that will describe the merchandise even to the 
smallest detail, and leave nothing for the reader 
to guess about. Mere generalities will no longer 
pull business, and the old style of general men- 
tion has long since gone into the discard. 


Use Lots of Cuts 


In writing your copy, you should use as many 
cuts as possible, and these cuts should be rela- 
tively proportioned, for the reason that if you 
are using a very large cut in your ad, illustrating 
a shoe that you do not care to feature to any 
great extent, and then have to use a compara- 
tively small cut for some shoe you bring out, it will 
appear insignificant in comparison with the larger 
cut. Cuts, single column size, are the best when- 
ever possible, and you should have a large supply 
of these. 


How Big Should the ‘‘Ad”’ Be? 


After you have selected the items you care to 
advertise and have written your copy, then is 
the time you should decide on the size of your 
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**Each merchant should have a mailing list containing the names of 
prospective customers, young and old, within a trade radius as far out 


as he can reach.’°—JOHN DeWILD 


ad. Many merchants make the mistake of de- 
ciding on the size of their ad before they have 
even begun to write their copy. Consequently, 
their ad one week will have very little in it, and 
the next week will be crowded to the limit. 

There are some exceptions to the rule of de- 
ciding upon the size after you have written your 
copy, but this is where the advertising writer is 
an expert, and knows in advance the exact 
style of layout and the amount of copy he is 
going to use. ‘ 

What Good Copy Is 


The next important step for many shoe re- 
tailers is where to find good copy. I have found 
many merchants throughout the Northwest 


would like to have, and he will be glad to help 
you out. 

In using the dummy sheet for the writing out 
of your big headings and subheadings, you’ will 
soon learn to prepare copy that will fit the space. 
Nothing weakens an advertisement more than 
to have a bold display line squeezed into a two- 
column space that should be run into three 
columns. The wording of your headings and 
subheadings should be carefully chosen and re- 
edited so that they will fit the space they are to 
occupy. It is foolish to write a big, long heading 
on your copy paper in one line when you know 
that it will require two lines in type. 





The Importance of Planning 


Learn to arrange your own advertisements, at 
least to the extent of featuring the items that 
should be featured, and you will have a good 
advertisement. 

In closing let me again urge every merchant 
to decide upon a definite advertising campaign, 
and whenever you write a piece of copy be sure 
and bring out the definite details concerning your 
merchandise. 

At all times endeavor to create a desire for the 
footwear you have in your store, and use as many 
illustrations as possible. 

‘ Do not permit someone else to picture and 
describe their styles, and then have customers 


using mail-order catalogs as guides for shoe 
descriptions. Other merchants use a good paid- 
for-service, and also keep clippings of advertising 
found in the newspapers from the large cities. 
It is best, however, to describe your footwear in 
your own language, as much as possible. 
Another step that is very helpful in planning 
good advertisements, is to arrange your adver- 
tisements on dummy sheets. By dummy sheets 
I mean the layout sheets such as are used by the 
large daily newspapers. These dummy sheets are 
marked off in columns and inches, and enable 
you to indicate to the printer something of the 
style he is expected to follow in setting up your 
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copy. 
Preparing Copy for Printer 


Then your copy should be written on paper 


come into your store in the hope that perhaps 
you have the shoe.they would like. 
Always play up the desirability of your own 


about the letter-head size. If you expect a good- merchandise, and the battle will be won. 
looking advertisement, you should not send to 
the printer a hurriedly scrawled out dissertation 
on a yard and a half of dark, brown wrapping 
paper. 

Most printers are equipped with linotypes, and 
copy that is written on large sized paper is very 
much of a nuisance. 

It is necessary to write in your large display 
lines on your dummy sheets, but you should 
write your copy for the body of your advertise- 
ments on paper that will fit the “copy roll” of 
the linotype. 


Don’t Fear to Ask Advice 


If you are in doubt as to some of the mechani- 
cal possibilities concerning type, etc., ask the 
assistance of your printer. Tell him what you 





The Spirit of Service 


This spirit of service is beautifully expressed 
in the poem by Sam Walter Foss under the title, 
“The House by the Side of the Road,” from 
which I will read the last. verses. 


Lei me live in my house by the side of the road 
Where the race of men go by— 
They are good, they are bad, they are weak, they 
are strong, 
Wise, foolish—so am I. 


—<— 


~~. 
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Then why should I sit in the scorner’s seat, 
Or hurl the cynic’s ban? 

Let me live in my house by the side of the road 
And te a friend to man. 
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Convention Side-Lights 


Milwaukee, January 12. 
One brass band of forty pieces and several Jazz 
troupes reminiscent of the famous Greenwich 
Follies were kept circulating each afternoon and 
evening, from cellar to garret. 


* * o* 


During the relatively brief time that the police 
and sheriff permitted the “Bathing Girls’’ to dis- 
port themselves in abbreviated costumes in 
Palm Beach (the main restaurant of the audi- 
torium), it was difficult to separate the men from 
the tables, but with the passing of this notable 
feature in the strong grip of the well-developed 
arm of the law, the extra attractions in other 
parts of the building began to become truly ap- 
preciated. Few convention visitors escaped the 
flower girls, dressed, not like the flower vendors of 
Rome, Paris and Berlin, but in costumes of blue 
and white silks—man-fashion—with snugly fit- 
ted blouses and pantaloons and caps reminiscent 
of the Quartier Latin. 


* * * 


The New England group in Kilbourn Hall 
staged a number of interesting special events. 
One of these was that on the neat little stage here, 
twice a day, models appeared to display a wide 
range of footwear, as well as furs and street cos- 
tumes. The “backdrop” was in four parts, 
appearing alternately to indicate the four seasons 
of the year. Lunn and Sweet, Auburn, Maine, 
models appeared in four distinct costumes, name- 
ly, the “1860 Colonial girl,” the ““vamp of 1921,” 
the “sport girl of 1921,” and the “‘Jazz baby.” 


* * * 


A decided novelty was sprung by Rice and 
Hutchins, Inc., of Boston, in the form of a sweet- 
faced little girl of seven years garbed to portray 
Little Bo-peep. It was little Miss Josephine 
Krainer of Milwaukee who, with her long staff 
and the little lamb trailed on wheels, formed the 
beautiful picture. 

* * * 

The Chicago group offered nothing particu- 
larly ‘‘Jazzy’’ but no one could have mistaken the 
location of the exhibit, for at the left of the mam- 
moth stage, off the mezzanine floor, flashed a huge 
electric sign with the simple legend ‘“‘Chicago.” 
At its side was another electric sign with lumino.is, 
stationary letters, also saying “‘Chicago.” 


From the stage at one end of Solomon Juneau 
Hall, which was entirely occupied by Brooklyn, 
there ran a long narrow runway handsomely em- 
bellished. While a special orchestra of eight 
artists discoursed sweet strains, twenty-one dif- 
ferent models twice a day, every afternoon and 
evening, pranced up and down the runway to dis- 
play to admiring crowds the latest products of 
Brooklyn’s famous factories. There were nine- 





Cuts reproduced from line 
drawings— showing solid 
blacks and whites—show up 
better in newspapers than do 
half-tone engravings 











teen beautiful girls, two handsome children and 
one regular he-man to carry out the demon- 


stration scheme. 
* * * 


In Machinery Hall, in the basement of the 
auditorium, there always was something going on 
to attract crowds besides the many imposing ex- 
hibits, chief among which was the Wisconsin 
group of manufacturers. There was a large 
stage at the end of this division upon which the 
regulation entertainment features took their 
turn. Not far away, the Stanley Film Company 
of Chicago, presented a six-reel film showing 
styles, fitting, etc., three times a day, and, under 
contract with some of the leading merchants, 
actually produced films of a distinctive character, 
in which the merchant, his favorite line of mer- 
chandise, worn by models, played the leading 
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parts. Seven beautiful young ladies were em- 
ployed for this purpose. The showing of the six 
different stock films alone was worthy of special 
mention, to say nothing of the attraction of 
camera men at work, elegantly gowned models in 
the act of being fitted and the glamour of the 
blinding lights of twin arc lamps from two sides 
playing upon a neat stage in the background. 


* * * 


The Kawneer store front people conducted 
periodically a lecture session directly behind the 
motion picture studio. By means of reels the 
shoe merchants were apprised of the admittedly 
high value of modern store fronts to attract 
patronage into their stores. A stentorian-voiced 
young man made this clear to all in a most con- 
vincing manner, despite the competition his 
voice encountered in the form of a diversity 
of noises from many otber sources in the 
vicinity. 
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Stage in the Main Hall Used for Entertainment Features 


Alternating with the Kawneer pictures, a group 
of manufacturers of fixtures conducted an exhibi- 
tion of window trimming, window lighting and 
pictorial art. The concerns participating in this 
“stunt” included the Curtis Leger Fixture Com- 
pany, the Modern Art Studios and the Stetson 
shops, all of Chicago. 


* * * 


The United States Rubber Company secured 
the distribution of its well-known educational 
booklet, ‘“‘Rubber,’’ by means of sending a man 
dressed as a hunter after ducks and other water 
fowl through the auditorium on as many circuits 
as he could make each day. His high rubber 
boots, huntsman coat and cap, commanded much 
interest wherever he went. 


* * * 


William Reynolds, Jr., Inc., of Providence, 
R. I., advertised the line of products by means of 
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Snapped at Registration Booth 


the “‘Buck-el-on Girl,”” who was none other than 
the famous professional model, Martha D. Allen. 
* . * 

The Huntington Shoe and Leather Company 
of Huntington, Ind., featuring Barker Brand 
footwear for men, empluyed a handsome young 
lady in attractive silk garb, with a large red silk 
picture hat, to call attention to its lines. At in- 
tervals the young lady appeared with an ugly but 
friendly bull dog representing the ““Barker’’ part 
of the trademark. 


* * * 


The exhibit of I. Miller & Sons, New York, 
which would have been declared one of the hand- 
somest of any in the auditorium even as a “‘still’”’ 
exhibit, was so arranged that at intervals it ac- 
commodated a small orchestra which played 
accompaniments to a group of models displaying 
Miller footwear to the best possible advantage 
along a runway which fronted on the space—one 
of the longest of individual spaces at the fair. 


The crowds ranged themselves in every place of 
advantage, even into the highest balcony of the 
auditorium from which point distances were such 
that opera glasses would have been handy to 
provide a proper view. 

* * x 

Englemann Hall, on the second floor of the 
auditorium, flanking the grand rotunda, opposite 
Plankinton Hall where the convention sessions 
proper were held, was dressed in the style of a 
Japanese garden, for a variety of stunts. Here 
every afternoon the ladies of the convention held 
fullsway. In the evening there was a variety of 
entertainment ranging from a dancing party to a 
boxing match. 

* * * 

Taken all in all, or by and large, the Milwaukee 
Convention was more than a convention or a 
World’s Shoe Fair. It was dominated by the 
carnival spirit, in the form of good-natured, 
wholesome fun, thoroughly entertaining. 
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Great Chicago National Shoe Exposition 


Fourth Semi-Annual Event Held January 12-15 
---Big Attendance, Many Coming from Milwaukee 


YWXHE Fourth Semi-Annual Chicago National 
i Shoe Exposition, held under the auspices of 

the Chicago Shoe Travelers’ Association at 
the Palmer House, on January 12-15, presented to 
the many retail shoe merchants present, the most 
advanced ideas in Spring and Sum- 
mer footwear fashion. Buyers came 
in great numbers and from the Na- 
tional Shoe Retailers’ Association 
convention just concluding at Mil- 
waukee, January 13. 

The Chicago Shoe Trades’ Asso- 
ciation co-operated to the fullest 
extent with the Chicago Shoe Trav- 
elers in making visitors to the 
Fourth Semi-Annual Chicago Na- 
tional Shoe Exposition most wel- 
come. Their display was held on 
the mezzanine floor of the Audito- 
rium, Milwaukee, during the N. S. 
R. A. Convention, after which they 
showed their lines at the Palmer 
House, Chicago. 

Convention visitors spent their 
entire time in inspecting the approxi- 
mately 200 lines of shoes and acces- 
sories on display. The showing was 
most attractive. 


Big Selling ‘“‘Stunt’’ 


The affair reflects much credit on the manager, 
Joseph Everson, and the members of the Chicago 
Shoe Travelers’ Association, all of whom have been 
most active for months arranging the details incident 
to the big event. 

The exposition plans were well formulated and 
well advertised. 

Many of the retail shoe merchant -visitors spent 
some time in the wholesale district of Chicago, where 
the great in-stock lines of shoes were all ready for 
those needing merchandise at-once shipment. The 
retail shoe stores, especially of the loop section, were 
dressed up in their best attire, both as to windows and 





JOSEPH KALISKY 
President of the Chicago Shoe 
Travelers’ Association 





interiors. These stores furnished a’ source of much 
merchandising inspiration to merchants from other 
sections of the country. 

All in all, the Chicago shoe market may well be 
proud of its big selling “‘stunt.”’ 


Among Those Exhibiting 


Alden, Walker & Wilde, East 
Weymouth, Mass.; H. G. Holloway; 
Allied Shoe Company, Adolph Ros- 
enberg; Ault-Williamson Shoe Com- 
pany, Auburn, Maine, O. L. Rap- 
pleye; C. H. Alden Company, 
Abington, Mass., Robert McKnight; 
Boyd-Welsh Shoe Company, St. 
Louis, Mo., E. W. Schnetke; Bed- 
ford Shoe Company, Carlisle, Pa., 
W. B. Bowen; Bradford Shoe Com- 
pany, Columbus, Ohio, R. R. Rat- 
cliff; Brown Shoe Company, St. 
Louis, Mo., G. A. Will; Buckley 
Shoe Company, Brockton, Mass., 
Fred H. Kilgour; A. H. Colmary & 
Co., Baltimore, Md., John J. Fisher; 
Civilian Shoe Company, Ward Hill, 
Mass., John Van Buren; Dundee 
Shoe Mfg. Company, Dundee, IIl., 
_ George J. Bertman; W. L. Douglas 

Shoe Company, Brockton, Mass., 
Ross R. Myers; Duttenhofer-Stevens Company, Cin- 
cinnati, Ohio, E. J. McLaughlin; Bert E. Drake 
Company, Brooklyn, N. Y., Lloyd McGinnis; Irving 
Drew Company, Portsmouth, Ohio, Frank J. Drufke; 
Emery-Marshall Company, Haverhill, Mass., J. B. 
Laughlin; L. B. Evans’ Son Co., Wakefield, Mass., 
Frank D. Brown; Ferris Shoe Company, Cleveland, 
Ohio, C. W. Scruggs; Forbush Shoe Company, North 
Grafton, Mass., Charles W. Snow; Maurice Gluck, 
Chicago, Ill.; H. B. Goodrich & Co., Haverhill, Mass., 
W. A. Ramsdell; Daniel Green Felt Shoe Company, 
Dolgeville, N. Y., J. M. Quinn; Harrison Shoe Com- 
pany, Boston, Mass., William H. Kroll; Helming- 
McKenzie Shoe Company, Cincinnati, Ohio, J. E. 
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Baumann; The Holters Company, Cincinnati, Ohio, 
Ben C. Davis; Heywood Boot & Shoe Company, 
Worcester, Mass., W. O. Holloway; P. Haggerty 
Shoe Company, Washington C. H., Ohio, J. P. Hag- 
gerty; Huntington Shoe & Leather Company, Hun- 
tington, Ind., A. W. Hart; Homan-Hughes Com- 
pany, Cincinnati, Ohio, C. W. Challis; Helmers, 
Bettmann & Co., Cincinnati, Ohio, Sol Blomberg; 
Johnson-Baillie Shoe Company, Millersburg, Pa., 
W. B. Bowen; Johansen Bros., St. Louis, Mo., G. 
Langenecker; Krohn, Fechheimer Company, Cin- 
cinnati, Ohio, Lou Brown; Knox Shoe Company, 
Adolph Rosenberg; F. P. Kirkendall & Co., Omaha, 
Neb., E. M. Lindsey; Preston B. Keith Company, 
Brockton, Mass., W. Gillespie; J. J. Lattemann Shoe 
Mfg. Company, Brooklyn, N. Y., Frank B. King; 
Lounsbury-Matthewson & Co., South Norwalk, 
Conn., W. P. Aber; Lunn & Sweet Co., Auburn, Me., 
H. R. Estes; A. M. Legg Shoe Company, Pontiac, 
Ill., C. H. Ebert; A. E. Little Company, Brockton, 
Mass., W. M. Oakman; Manss-Owens Company, 
Cincinnati, Ohio, Fred C. Earl; The Menihan Com- 
pany, Rochester, N. Y., Frank J. Satek; Metropolitan 
Shoe Company, Whitman, Mass., Dave Morris; 
Mishawaka Woolen Mills Company, Mishawaka, 
Ind.; Moore-Shafer Shoe Mfg. Company, Brockport, 
N. Y., Orville Romig; Nahm Bros., Philadelphia, Pa., 
Lloyd McGinnis; Onli-wa Fixture Company, Dayton, 
Ohio; Outing Shoe Company, Boston, Mass., E. F. 
Knight; Parker, Holmes & Co., S. J. Kohn; Pedigo- 
Weber Shoe Company, St. Louis, Mo., H. J. Nicholl; 
Pedigo-Weber Shoe Company, St. Louis, Mo., M. W. 
Scherff; Pontiac Shoe Mfg. Company, Pontiac, IIL., 
J. E. Legg; Plant Bros. & Company, Manchester, 
N. H., H. B. Rosenthal; Shoe Specialty Mfg. Co., St. 
Louis, Mo., W. C. Patterson; Stonefield Evans Shoe 
Company, Rockford, Ill., Sam Pathy; Slater & Mer- 
rill, Inc., South Braintree, Mass., L. W. Porges; 
P. Sullivan & Co., Cincinnati, Ohio, W. T. Dickerson; 
W. K. Shakno, New York, N. Y.; Stetson Shoe Com- 
pany, South Weymouth, Mass, E. R. Scudder; 
Edwin G. Smith Shoe Co., Columbus, Ohio, Wm. A. 
Jacobsen; Selby Shoe Company, Portsmouth, Ohio, 
S. C. Herr; Thompson Bros. Shoe Company, Brock- 
ton, Mass., Dave Davis, Joe Kalisky; N. B. Thayer 
& Co., East Rochester, N. H.; H. G. Holloway; 
Tweedie Boot Top Company, St. Louis, Mo., Frank 
A. Mahler; Thomson-Crooker Shoe Company, 
Boston, Mass., Fred M. Johnson; Upham Bros. Shoe 
Company, Stoughton, Mass., Thomas Daly; Weber 
Bros. Shoe Company, North Adams, Mass., G. W. 
Harris; Walk-In Shoe Company, Schuylkill Haven, 
Pa., W. B. Bowen; Wall, Streeter & Doyle, Inc., 
North Adams, Mass., A. F. Doyle; Wise & Cooper 
Company, Auburn, Maine, Oscar J. Newton; Wichert 
& Gardiner, Brooklyn, N. Y., James T. Baker; 
Wolnicar Shoe Company, Brooklyn, N. Y., J. B. 
Laughlin; E. B. Piekenbrock & Sons, Dubuque, Iowa, 
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Herman Rosenband; E. P. Reed & Co., Rochester, 
N. Y., Ralph Stadeker; Bion F. Reynolds, Brockton, 
Mass., Eugene A. Bailey; Reynolds, Drake & Gabel, 
North Easton, Mass., Fred A. McGiffin. 


. Chicago Exhibitors 


J. W. Carter Chicago Company, Chicago Spat & 
Legging Company, Converse Rubber Company. 
H. F. C. Dovenmuehle & Son, Faust Shoe Company, 
Flexible Shoe Mfg. Company, Florsheim Shoe Com- 
pany, S. Freehling & Son, Groves & Rood, Hecht 
Fixture Company, Hamton Shoe Company, Harry 
M. Husk Shoe Company, Henry Kleine & Co., A. S. 
Kreider Conipany, Levie Shoe Company, Little 
Chick Shoe Company, Novelty Shoe Company, 
National Shoe Company, Rice & Hutchins Chicago 
Company, Scholl Mfg. Company, Selz Schwab & Co., 
Sinsheimer Bros. & Co., J. P. Smith Shoe Company, 
Standard Show Card Works, Inc., J. E. Tilt Shoe 
Company, The Stanwear Shoe Company, Stein- 
brecher Mfg. Company, H. B. Tucker Shoe Company, 
Tweedie Boot Top Company, United States Rubber 


Company. 





Will Continue to Sell Retail Trade 


Milwaukee Firm Which Announced Direct-to- 
Consumer Policy to Make Unbranded Line 


The Harsh & Chapline Shoe Co. of Milwaukee, 
which recently announced that it would hereafter 
market its production “direct-to-consumer” by mail 
and otherwise, instead of through the retail trade, as 
for the past 15 years, is circularizing its merchant 
customers throughout the United States with an offer 
to sell to them by mail a special unbranded line: In 
the advertisements published in newspapers and in 
the farm press to announce its “direct-to-consumer” 
plan of merchandising, the company said: 


“Now there can be no further talk of unnecessary 
profits—it means the sacrificing of business through 
merchants which it has taken 15 years to build up— 
we believe our action in turning directly to the con- 
sumer is justified by the ever-increasing need for 
fewer profits between the producer and buyer.”’. 


The letter addressed to the merchant customers of 
the factory says: 

“So many merchants want to continue handling 
our shoes that we are going to carry a special line for 
them. We will make shoes of the same quality and 
styles as at present, only all stamps and labels will be 
left off. The stock numbers will be disguised by adding 
the figure nine between the first and second figure. 
That is, our old number 642 will be 6942 and our old 
number 210 will be 2910, etc. This will enable any 
merchant to know at a glance what the shoe is, but 
will prevent the wearer from knowing.” 
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Boston, January 12. 
ie the worst has come and gone and that 





already a slight improvement is noted in 

business was the optimistic statement made 
by E. M. Scattergood, president of the National 
Shoe Wholesalers’ Association, which held its twenty- 
second annual meeting at the Copley Plaza Hotel 
here, yesterday. A year ago, he pointed out, prices 
were at the peak and he attributed the sad estate 
from. which the industry is just emerging to the 
exacting demands of labor, the delayed Spring, the 
disription of transportation and to newspaper 
propaganda. 

The shoe wholesalers, he said, had taken their losses 
as they did their profits. Stocks have been reduced, 
he pointed out, and the newspapers of the country are 
promoting prosperity instead of disaster but there is 
danger, he said, that retrenchment has been carried too 
far on the part of the buying public and that retail 
merchants and wholesalers have not placed enough 
orders with manufacturers to provide for the coming 
demands of the people. 


The Rubber Situation 


Charles W. Barnes of the United States Rubber 
Company explained the situation as it affects his com- 
pany. He called attention to the fact that rubbers had 
not been advanced during the war time in anything 
like the degree reached by most articles of commerce, 
and argued from that premise that only moderate re- 
ductions in the wholesale price of rubbers should be 
expected. He insisted that because of the banking sit- 
uation it would not be possible for the company he 
represented to operate its plants except upon orders. 
In the absence of detailed orders the plants would have 
tobe shut down. His company found the labor sup- 
ply ample as to men. Men were seeking work but* 
female labor was still scarce. The peculiar craze of the 
college girls wearing high cut. serge overgaiters with 
the unbuckled tops flapping had developed some wel- 
come new trade. 

The question of trade abuses and especially the evil 
of cancellation developed a general debate. All sorts 
of views were voiced. Some members were inclined 
to dodge the issue while others were for taking a de- 
cided stand and burning their bridges behind them. 
Henry C. Dovenmuehle of Chicago said the principle 
of the signed order was being enforced in the Chicago 
territory. Order blanks were in duplicate and had 
printed upon them in large letters “‘no cancellations 
accepted.” The speaker alluded to the action of the 
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Annual Meeting Held by National Shoe Wholesalers 


Old Officers Re-elected---President Scattergood Sees Better 
Times Ahead 





big Chicago dry goods houses, Marshall Field, Farwell 
and Carson, Pirie. During the orgie of returning 
goods they refused to accept express packages and im- 
mense accumulations were piled up in the warehouses 
of the express companies. 


To Hold Meetings Semi-annually 


It was finally decided to appoint a special committee 
to confer with similar committees of the National Boot 
& Shoe Manufacturers’ Association and the National 
Shoe Retailers’ Association to formulate a joint reso- 
lution against cancellations. 

A special resolution was passed declaring that here- 
after two meetings a year should be held in January 
and July respectively. 

The Association issued the following statement for 
publication: 

“Realizing the interest of the public in the price of 
such a prime necessity as shoes, the National Shoe 
Wholesalers’ Association, now in annual convention, 
wish to call attention to some noteworthy facts in con- 
nection with the industry. 

“The manufacture and distribution of footwear is 
carried on under conditions of keen competition be- 
tween the 1,500 manufacturers and over 600 whole- 
salers of the country which insures that prices are 
regulated entirely by economic conditions. 


The Reason for Price Advance 


“Prices advanced from the beginning of the great 
war for the same reason other commodities advanced, 
but at the peak, shoe prices did not represent as much 
advance as many other important necessities because 
of this open competition. 

“World conditions beyond control forced prices of 
commodities to unnecessary heights, and the reaction 
has caused a severe liquidation in the last six months 
which has brought the prices of footwear in many in- 
stances below present cost of production. Whole- 
salers have taken great losses on their merchandise 
and have priced their stocks regardless of cost on a 
basis which reflects actual cost of production.” 


Senator Ashurst Speaks 


United States Senator Henry F. Ashurst of Arizona 
was the principal speaker at the banquet which fol- 
lowed in the evening. In speaking of business condi- 
tions he asserted that the thing needed to save this 
country is a combination of economy, hard work and 
patriotism. The government, he declared, could save 
$2,000,000 a day if the members of Congress were not 
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afraid of being defeated for practising economy in 
governmental appropriations. 

Felix Vorenberg, president of the retail board of the 
Boston Chamber of Commerce, spoke on the relation- 
ship between the wholesaler and the retailer, and 
emphasized the need of close co-operation and confi- 
dence between the two. He declared that speculation 
and cancellation of orders were a “‘curse to business”’; 
that the business man today recognizes that unless he 
is honest in his transactions he will be driven out of 
business. He expressed a desire to see business men 
take an active part in politics and go to Congress, 
where their experience could be used to advantage in 
running the government. He declared that the excess 
profits tax ought to be repealed and a sales tax sub- 
stituted for it. 


Officers Are Re-elected 


Prof. O. W. Sprague of the Harvard school of busi- 
ness administration, who also spoke, said that the 
present condition of business was by no means excep- 
tional, and that conditions oscillated between periods 
of prosperity and depression. He said that it would 
be impossible to interest workers in efficient produc- 
tion if mills and factories were closed in large numbers 
or put on part time. 

The following officers of the association were re- 
elected: President, E. M. Scattergood, Philadelphia; 
first vice-president, W. J. Martinez, New Orleans; 
second vice-president, Phil A. Becker, St. Louis; third 
vice-president, Edwin P. Holmes, Boston; fourth vice- 
president, Edward C. Thayer, New York; secretary- 
treasurer, Louis M. Taylor, New York. Eli Weil of 
San Francisco, and Morris Goodman of Portland, Ore., 
were elected to the newly created offices of fifth and 
sixth vice-presidents, respectively. 


Southern Wholesalers in Session 


The semi-annual meeting and dinner of the Southern 
Shoe Wholesalers’ Association was held Monday night 
at the Hotel Brunswick. The speakers were E. M. 
Scattergood, president of the National Shoe Whole- 
salers’ Association; Thomas F. Anderson, secretary 
of the New England Shoe and Leather Association; 
Irving J. Fisher of New York City, and F. J. Bowne of 
Utica, N. Y. Herbert E. King, of Bristol, Tenn., 
vice-president of the society, presided. 





Awarded Army Contract 


Brown Shoe Company Successful Bidder on 
Army Officers’ Dress Boots 
Washington, D. C., January 13—The Brown Shoe 
Company has been awarded the contract to furnish 
the army with 12,000 pairs of officers’ dress shoes, 
in four items of 3,000 each, as follows: Item one— 


Cordovan full vamp; item two—Cordovan plain . 


vamp; item three—calf full vamp; item four—calf 
plain vamp. There were seventeen bidders. The 
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bid of the Brown Shoe Company was: Item one, 
$5.9934; item two, $5.7234; item three, $4.961,: 
item four, $4.7634. 


H. D. Carter Leaves Regal Shoe Co. 


Boston, January 11—H. D. Carter, who for the 
last year has been vice-president in charge of opera- 
tions of the Regal Shoe Company, and who for three 
years prior to that served as general manager, has 
announced his resignation. During his entire con- 









































H. D. CARTER 






nection with the Regal organization Mr. Carter was 
a member of the Board of Directors. Although he 
refuses to discuss his plans for the future, it is un- 
derstood that they are definite and that Mr. Carter 
will remain in the shoe and leather industry. 














Chamber of Commerce of U. S. to 
Meet at Atlantic City 


Washington, D. C., January 11—Joseph H. 
Defrees, president of the Chamber of Commerce of 
the United States, announced today that the ninth 
annual meeting of the National Chamber will be 
held at Atlantic City, April 27, 28 and 29. 

In announcing the time and place of the annual 
meeting, President Defrees let it be known that 
consideration had been given to New Orleans and 
Washington as likely cities in which to hold the 
meeting. . New Orleans was eliminated because of 
the desire of the Chamber to hold the meeting in a 
place near Washington. Lack of hotel accommoda- 
tions and suitable meeting quarters to comfortably 
seat the three or four thousand business men who 
will attend the meeting were the reasons for not 
selecting Washington. 
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ssuorking with expert precision, 
sastriving always for the best. 
~experienced, skillful, willing. 
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NC K masterly hands of Henry Locke 


for 24 years a hip | 
Regal Craftsman at it. iN have been building into Re g£ al 


Shoes that inimitable quality 
known as “‘Regal Craftsmanship.” 
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Sales Rooms 


NEW YORK CITY CHICAGO SAN FRANCISO 


1369 Broadway 200 South State St. Cor. Fourth and Market 
(at 37th St.) 1512 Republic Bldg. 910-912 Pacific Bldg 
E. M. Webster J. J. Gaffin C. E, Nelson 


Main Office, Boston, Mass. 
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What 
“Regal Craftsmanship”’ 
' Means.... 


=the finest of leathers, 
aadeveloped by master shoemakers, 
szinto shoes of distinctive style, 
sabringing you new customers, 
“greater turnover—more profits. 
F you are sincerely interested in building upa 
profitable shoe business in your town write to 
the Main Office, Boston, for ‘‘The Exclusive Regal ER ys 
Agency Plan. WOUe Ke 
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The REGAL PALL’ MALL 


Made from Gallun’s No. 26 
op grade Russia Calf with 
heavy single sole and 8-8 
Wingfoot Rubber Heel. 


Stock No. Price Code Word 
4289 $7.50 ‘Powell’ 
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For women’s high grade boots, pumps 
and slippers, a genuine soft hair skin 
cabretta—full .chrome tanned, washable 
and durable. 


Send for sample or ask your manufacturer. 
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Patent Side Leather 
Side Leather, black and colors 
Cabretta, Snowhite, brown and black 


J. A. MacDonald Leather Co. 


21 Lincoln Street, Boston, Mass. 
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THREE FAST SELLING 
SHOE DRESSINGS 


They are particularly in demand now--- 
and all are of ‘Griffin’? quality 


Pp 
_ = 


GRIFFIN LOTION 
GRIFFIN CREAM 
In white, black, light tan, 


Havana brown, dark brown, 


GRIFFIN 








*“RAPID”’ 
BLACK 


A quick dye that dyes to a 
jet black any color leather. 
Leaves no disagreeable odor. 
3 oz. size, per gross, $22.30, 
per doz. $2.00. 


GRIFFIN 











MANUFACTURING CO., 


- 67-69 MURRAY STREET - : NEW YORK, U.S.A. 


“In-Er -Tube”’ 
BLACK SHOE CREAM 


Polishes easy, requires no liquid, keeps 
indefinitely, remains soft to the fast. 
Per gross, $15.00 Per doz., $1.30 





light gray and dark gray. 
Cleans, softens and polishes 
all kid leather. Contains 
no injurious acids. It is to 
the leather what cold cream 
is to the skin. 

3 oz. Size, $21.00 per Gross, 

$1.80 per Doz. 


Inc. 
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Our 1921 Proposition 
Is Now Ready 


The Daniel Green Felt Shoe Company, sole makers 
of the famous Comfy slippers, have a very interesting 
merchandising plan for their dealers in 1921. 

A plan that will assure 


A Greater Profit on a smaller investment 
Real Service 
Larger Sales 


See our exhibit at the National Shoe Retailers’ 
Convention at Milwaukee in space No. 2 Main Arena 
of Auditorium. 


Our representatives will gladly explain the plan or 
we will mail--you upon request our circular explaining 
the plan. 


Daniel Green Felt Shoe Company 

= Dolgeville, N. Y. 

New York Office ae - 116 East 13th St. 
Daniel Green): 
Comfy 


(@Slippers 


=“PATENTEQ . JuLc¥ 28, 1908 
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Comfort Boudoirs and Ballets In Stock 


Immediate Shipments | 
LLET 1. 
Uhid's B36, te - TM Oailved Sock. Low 
Heel 


Gre Oxford. Misses’, 
pe Pe peyte $1 1.45 
Growing Girls’. Fs 


WE CAN et and CANVAS AND SATINS 
IN PUMPS AND STRAPS 


Women’s Wee le 
arter ‘ort, 
Sr) Rubber Heel. Women’s Whole 

$2.75 Comfort, 


uarter ° 
utton, 7-8 Rubber 
Heel.........$2.75 


ESA AN eNO A ARE NAME PD a EINE NNR EL te 


Comfort Blu. Oxford, 7-8 
Rubber Heel. ..... $2.50 


Also 1, 2, 3 Strap Sandals, High and Low Heels 
All Turn Sewed and Fine Bright Cab. Terms 2 per cent 10 days, net 30 


THE BAY STATE SLIPPER CO., Haverhill, Mass. 
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That You May Profit 


By Our Excellent Shoes 
Order From Our Stock 








PATENT BUTTON, MAT ae BLACK KID 
BUTTON 


2-5, No Heel.. S| a ee ‘ee 

3-8, Wedge RRC: 2 RR RN ee 
TAN CALF OR TAN KID TIP BUTTON 

RS ESE a ree re . $2. 

3-8, Wedge _ IS cr eae eae pen ees 2. 

PATENT MARY JANES, ANKLE STRAPS, OR 
THEO TIES 

SG, Tip Meek... «.. 5.4024 casdakescavsaewencamet *. 384 

OG, Wena BONE. ood cc ctaawin acme eee eres 
TERMS: By: TEN DAYS, NET 30 eee 

100 OTHER NU BERS OF IMPORTANCE IN STOCK 


TRADE GRO-R ITE MARK 


Infants’ Turn Shoes 


MARYLAND SHOE CORP. 


119 South Paca Street 
BALTIMORE, MD. 


GoRDON P COLDSMITH from the 
Rooms 308-310 BEST TYPE OF SALESMEN 


Hotel Essex, Boston To Represent Us 
January 4 to 20 Invited 
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POOLE € JOHNSTON 


BROCKTON, M ASS 
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STYLE FORECASTERS 


In Medium Priced Dress Shoes for Men 


The Racine line of shoes is symbolical of styles to be in vogue. Built to satisfy discrim- 
inating tasty patrons. No pains or expense are spared to maintain those standard qualities 
of dignity, fit, comfort and serviceability sought in stylish leaders. 


[he above illustration is just one of our stylish modified English last Goodyear’ welts. It 
has grain leather counters and sole leather lift heels, first quality 9 iron outsoles, first quality 
6 iron grain innersoles, full grain mahogany calf uppers, and 175 Khaki twill lining with 
felt lined tongue. 


Write Today for Prices and Salesman 


Racine Shoe Manufacturing Co. 


Medium Priced Dress Shoes for Men 
RACINE WISCONSIN 
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TRADE MARK 


Jan. 15, 1921 


We Advise Sampling on the F.|- 
lowing Styles 


No. 156—Cocoa Tan Calf Bal. 

No. 139—Black Glazed Kid Bal, 
with Kangaroo Tip. 

No. 137—Gun rem Calf Bek Mat 


All on last B ions 
SEND FOR CATALOGUE 








 “Areh Preserver Shoe” 
Is a Money Maker For Dealers 


It will eliminate many “hard fitting’ prob- 
lems for you. It is the first and only shoe 
with double-anchored steel shank embodying 
the scientific principles of BRIDGE CON- 
STRUCTION—perfectly fitting and easily 
fitted. It’s a handsome, stylish shoe that 
takes the Arch in a snug, comfortable em- 
brace and provides a firm, even tfeadbase 
that can’t break down. A welcome new 
standard of value and selling appeal in fine 
footwear. 


E. T. 


It will reduce the time consumed in fitting 
and selling a pair of shoes from 25 per cent to 
50 per cent. 

It will eliminate once and forever the eternal 
and very expensive struggle to get the larger 
portion of the customers to accept shoes which 
are fitted the proper length for the foot, from 
heel to ball. 

It will reduce to practically the zero point the 
possibility of loss of time and money and cus- 
tomers as a result of short fitting. 


WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


PHILADELPHIA 
713 Denckla Building 


BOSTON 
Rice Building 
CHICAGO 
Republic Building 


NEW YORK 
Marbridge Building 


CLEVELAND DETROI1 
Superior Arcade Washington Arcade 


PITTSBURGH SAN FRANCISCO 
Empire Building Pacific Building 
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BETTER TIMES 


Tells of Personnel of ‘Flying 
Squadron” of Field & Flint Co. 


Better Times is the name of a 
real newspaper recently issued by the 
Field & Flint Co. of Brockton, Mass. 
It consists of four pages—There are 
editorials, “‘Fashion Notes,” ‘‘Want 
ads,” “Lost and Found ads,” and dis- 
plays ads, and a story of the little talk 
about their “flying squadron”’ of sales- 
men. 

We quote from same, as follows: 


Well Informed Group 


“The flying squadron of ‘Korrect 
Shape’ shoe salesmen is not a bit 
‘up in the air.” Covering every sec- 
tion of the country, seeing conditions 
as they are, investigating conditions in 
the agricultural, manufacturing, mer- 
cantile and mining centers, becoming 
personally familiar with conditions in 
the largest metropolitan areas as well 
as the smallest hamlets, they consti- 
tute a body of men as well informed on 
business conditions throughout the 
United States as any in the country. 





An Optimistic Digest 


“A digest of their opinions 
warrants the most optimistic 
view of the future. They have 
refused to be swayed by the 
noise of calamity howlers, but 
rather seek for fundamental facts. 
It is their opinion that the shoe 
business is basically sound, with 
a bright and prosperous future 
immediately ahead of it. 











Shoes and Service 


“They are a fine bunch of men—a 
group that any shoe manufacturer 
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might well be proud to have repre- 
sent his firm. They know shoes and 
they know shoe merchandising. They 
are thoroughly imbued with the spirit 
of the house they represent and be- 
lieve in selling not shoes only, good 
as ‘Korrect Shape’ shoes are, but 
shoes and service. 


Charles “‘L.’? Davis 


“**Charlie Davis,’ who covers Chi- 
cago, Minneapolis and points between 





CHARLES E. DAVIS 


and around, has been selling ‘Korrect 
Shape’ shoes for so many years that 
even he can’t remember the number. 
It’s a fact that he is selling shoes 
today to the grandsons of some of 
his old customers. Charlie Davis 
probably knows more shoe men in 
the country than anybody else who 
is on the road. If Charlie’s folks had 
known him more intimately when he 





was born, they wouldn’t have chris- 
tened him ‘Charles E.’ but ‘Charles 
L’—nobody knows what the ‘E’ stands 
for, but everybody would know what 
the ‘L’ stood for. 


‘Cush from Cape Cod’’ 


“Then there is old ‘all wool and a 
yard wide’ Cushing. Everybody in 
the Middle West knows ‘Cush from 
Cape Cod’ and likes him. Wm. G. 
Cushing (that’s the way his mail is 
addressed but you’d call him Bill the 
first time you met him) made shoes 
for many a year before he sold them. 
He «knows what a shoe ought to be 
and you can’t fool him on leather or 
construction. Retailers who know 
him have learned to have a great deal 
of confidence in what Cushing says. He 
is frequently in demand as a speaker at 
conventions of shoe dealers, and when- 
ever he is within reaching distance, is 
always willing to oblige. He always 
has something to say, and says it 
straight from the shoulder. 

“Cushing’s great ambition is to 
beat Francis Ouimet at golf. We'll 
say if he ever really made up his 
mind to do it, young Francis would 
have to go some. 


Smiling ‘‘Sam”’ 


“The debonair Sam Ruggles who 
preaches the ‘gospel’ to a congregation 
scattered through New England, New 
York and New Jersey is never known 
to look blue. It is impossible for any- 
one who knows him to recall any time 
when Sam appeared minus his smile. 
Sam’s smile is no little mere face 
wrinkle either, but an outward expres- 
sion of his satisfaction with life in 
general and his mission in life—show- 
ing retailers the road to prosperity with 
‘Korrect Shape’ shoes—in particular. 
He is an optimist because he finds life 
worth living. Sam has been with the 
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firm since he was a boy and knows 
how to write up an order blindfolded. 


Courteous ‘**Mister’’ Thomson 


“Roger Q: Thomson, who calls on 
the trade in the section where cotton, 
rice, tobacco and pickaninnies are the 
predominant crops, is a Southern gentle- 
man of the Old School. The merchants 
he calls on esteem it a pleasure to have 
a visit from Mister Thomson for he 
knows shoes and he knows the South. 
Mr. Thomson is so courteous that if he 
ever should find occasion to consign 
a man to the nether regions he would 
do it in language so choice and polite 
ijt would sound like an invitation from 
Saint Peter. 


Smith’s Three Hobbies 


“E. A. Smith, who looks after the 
interests of customers in Ohio, Penn- 
sylvania and West Virginia, has three 
hobbies. He is a great homebody, and 
you can’t blame him for that, as he 
has the most charming wife you can 
imagine. He has the snappiest Stutz 
coupe that is seen on the roads, and 
ljast, but not least, he believes in ‘Kor- 
rect Shape’ shoes. He can’t figure out 
why any dealer who can get them 
should waste time with any other 
make. 

Genial ‘*Dave’”’ Jones 


“Dave Jones (nobody but the office 
boy calls him ‘Mister’ Jones—it’s 
always Dave Jones), who takes care 
of the wants of the shoe dealers in 
the great corn belt, is the kind of 
man that a shoe dealer soon learns 
to look upon as a friend. Dave is as 
welcome in the homes of the men 
he calls on as he is in their stores. 
That’s possibly because Dave can’t 
help being friendly himself. He would 
give you the shirt off his back or his 
last smoke if he thought you wanted 
or needed it. 


Wood “Some Punkins’”’ 


“J. H. Wood, who finds New York 
City ample territory in which to 
operate, looks like a financier. If he 
wanted to see old John D. himself 
for any reason, no private secretary 
would have the temerity to bar his 
way. He smokes those fat, black 
cigars that are always associated with 
big business, and altogether conveys 
the impression that he is ‘some pun- 
kins.’ And it is no false impression, 
for Jim Wood does not belie his looks 
at all. His office in New York is the 
rendezvous for shoe men of the me- 
tropolis. 

Holmes a Student 


“Oliver Wendell Holmes has a name 
that is bigger than he is, but what 
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there is of him is solid meat. Oliver 
has been winning his spurs as a sales- 
man for the past two seasons. Holmes 
used to look after the interests of 
visitors to the company’s Boston office 
at 185 Essex Street. The experience 


he gained in meeting shoe buyers from . 


all over the country is proving of great 
value to him in the field, and he has 
developed a clientele that is genuinely 
pleased to have him call. Holmes is 
the kind of a chap that is all ears and 
eyes and he has a thirst for information 
that can’t be quenched. The result is 
he already knows more about the shoe 
business than many a man on the road 
who can boast of a lot more years. 
Facts about the business stick to him 
worse than thistles to a mule’s tail. 


“‘Edshipp”’ and Notebook 


“Edwin T. Shipp (always contracted 
to Edshipp) has been with the com- 





E. T. SHIPP 


pany all his life. He passed himself 
off as a salesman when a very young 
man and was sent through the South. 
He has since been pushed all over the 
country and he is now hanging on the 
edge of the Pacific coast. If he gets 
pushed any further he will land in the 
Sandwich Isles. Ed has perhaps the 
widest circle of friends of any man in 
the shoe business. 

“However, these friends are not re- 
stricted entirely to those active in 
the retail shoe business. It is rumored 
that he knows the source of supplies 
whence Ziegfeld gets the raw material 
for his ‘Follies’ and Ed is ‘some picker’ 


when it comes to robbing peach * 


orchards. Ed used to carry a little 
red notebook in his vest pocket for 


127 


private addresses, addresses, but now 
this little notebook has grown to the 
proportions of Webster’s unabridged 
and he carries it in a locked compart- 
ment of his trunk. 


**Natt”? a Success 


“Natt. F. Stevens (most people just 
call him Natt) is a recent addition 
to the Field & Flint Co. family. 
We feel about him much as did 
a Southern customer who had 
brought his son with him to Boston. 
Learning that Natt Stevens was in 
town, he brought his son around and 
introduced him, telling the boy that 
he considered it a part of his educa- 
tion to meet Mr. Stevens, whom he 
thought without a doubt the finest 
shoe representative who traveled 
through the South. Natt is making 
a splendid success in the South and 
Southwest. 


*“Welcome Flowers”’ 


“Charles Flowers is better known on 
the Pacific Coast than in the East. 
They must think pretty well of him 
out there for his sales show a steady 
growth. The saying as welcome as 
Flowers in spring is said to have 
originated about him. It has since 
been abbreviated and as now used it 
is simply ‘as welcome Flowers.’ 


Motley Says ‘‘Bummingham” 


“L. P. Motley, generally known as 
‘Lou,’ could never be mistaken for a 
Yankee. Anybody who ever heard him 
say ‘Bummingham’ would recognize 
him for a son of the Sunny South. 
Lou operates south of the Mason and 
Dixon Line and plans his route so that 
he gets te Pinehurst, Palm Beach and 
the other popular resorts at the height 
of their seasons. If Lou had his way, 
his firm’s shoe factories would be 
located down south in an orange grove. 
He doesn’t like the brand of weather 
we have in New England at this season 
of the year. 


Wasser a ‘‘Digger’’ 


“R. C. Wasser spends a lot of his 
time around the coal mines of West 
Virginia. Wasser recently stuck his 
thumb to his nose and wiggled his 
fingers at old man High Cost o’ Living 
and went and got married. 

‘‘He and his bride went to Canada 
on their honeymoon, Wasser being 
firmly of the opinion that such an 
event can’t be fittingly celebrated on 
near beer. 

‘‘Wasser’s Case is a peculiar evidence 
of the influence of environment. Being 
so much of his time around the coal 
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Strange As It May Seem:-- 


Tony Red Calf Is Entering Its lth 
Consecutive Season of Continuous 
Popularity 


N all your years of shoe trade experience can you recall any 
specialty leather that has remained a favorite so long? 


Practically all our business (and business is good with us, too) 
is on 


Tony Red Calf 


Our customers tell us they are receiving insistent specifications from 
retailers for the use of our Tony Red Calf and no other. 


What does all this mean? Just this— 


ONY RED CALF isa color that wears well in the public 
eye. Ashoe made of Tony Red stands out in the win- 
dow apart from the others. That’s because no pig- 

ment is used and the leather shows just what it is. We use 
only pure aniline dyes. 








ONY RED CALF as a leather has given the sort of 


service which Americans demand in their shoes. 


ONY RED CALF has received more mouth to mouth 
advertising than any other specialty calf leather 
originated in recent years. 


You can’t ask for any line of calf leathers for use in your orders that 
will repay you higher customer-satisfaction dividends. 
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mines, he has contracted the digging 
habit himself and he is constantly 
digging up new accounts.” 


THIRTIETH ANNUAL BANQUET 


Southern Shoe Salesmen Make 
Merry at “Ole Chicken Dinner’’ 


The Southern Shoe Salesmen’s Asso- 
ciation held their thirtieth annual 
banquet at Hotel Westminster, Thurs- 
day evening, January 6. They had an 
“Ole Southern Chicken Dinner,” of 
course. And when the band played 
“Dixie,” they just got up and cheered. 
That was a tribute to their friends in 
the South. Friendship, good and loyal 
friendship, goes a long way with the 
boys who travel the South. Some of 
them have been journeying that way 
since they traveled up the Mississippi on 
river boats, whose pilots told stories of 


E. M. COX 


President of Southern Shoe Salesmen’s 
Association 


Mark Twain. Some “staged” it across 
Texas, before the railroad spanned 
that great State. Yes, loyalty goes a 
long way with those Southern salesmen, 
and they will band together and dine 
together, in a true and friendly way, 
until the last order is written and the 
last trip is made. 


Loyal and True 


Among the loyal ones, at the thirtieth 
annual banquet, were S. P. Moses, 
Edwin Clapp & Sons, Inc.; Edward M. 
Cox, Howard, Foster Co.; Chris S. Briel, 
Boyden Shoe Mfg. Co.; Sydney L. 
Curry, Ordway & Clark, Inc.; A. E. Ran- 
kin, Reynolds, Drake & Gabell Co.; F. 
M. Colburn, Hazen B. Goodrich Co.; W. 
H. Dean, Leonard Shoe Co.; G. I. Byan, 
Slater & Morrill, Inc.; Guy P. Moses, 
E. W. Clapp & Sons, Inc.; J. O. Rich- 
ardson, Commonwealth Shoe & Leather 
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Co.; Hector E. Lynch, Howard, Foster 
Co.; F. U. Smith, Slater & Morrill, Inc.; 
L. F. Burdett, Burdett Shoe Co.; C.°C. 
Ferrers, Jordan, Marsh Co.; C. P. 
Waide, Stacy-Adams Co.; J. McElany, 
Stacy-Adams Co.; C. H. Merrow, 
Stacy-Adams Co.; F. J. Moynihan, 
The Shoe Retailer; George L. Starks, 
Wilson Process Co.; Fred A. Gannon, 
“Boot and Shoe Recorder’; Harry H. 
Ripley, L. B. Evans & Sons Co.; Harris 
M. Barnes, Melanson Shoe Co.; E. A. 
Terhune, Reynolds, Drake & Gabell 
Co.; W. F. Prather, Frederick S. Peck; 
Fred T. Coleman, Watson Shoe Co.; 
J. Frank Crehan, French, Shriner & 
Urner. 

The beloved secretary and treasurer, 
Fred W. Stanton, had the hard luck to 
be ill. He consequently was obliged 





F. W. STANTON 


Secretary-Treasurer of Southern Shoe 
Salesmey’s Association 


to remain at home, much to the regret 
of his associates. ‘‘Chris” Briel, the 
retiring president, was toastmaster. 
“Syd” Curry said a few words, urging 
more co-operation among salesmen, and 
support of the national association. 
George L. Sparks, a former president 
of the association, will be its delegate 
at the Des Moines convention. 


A Live Talk 


Feri Felix Weiss, the speaker of the 
evening, told a fascinating and inspiring 
story of the Secret Service, especially of 
its work in keeping out undesirable 
immigrants, and running down enemies 
of the government during the war. 
It was full of dramatic incidents, in- 
tensely interesting because they were 
true, and the boys listened eagerly to 
the end, and did a lot of thinking after- 
wards, for Mr. Weiss touched upon 
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some danger spots to American in- 
dustry and commerce, as well as govern- 
ment.. They gave Mr. Weiss three 
ringing cheers, and the Entertainment 
Committee a hearty vote of thanks. 


Sommer with Crescent 

Henry R. Sommer, “Hen’’ to his 
numerous friends in the trade, who for 
a number of years covered New York 
City and Brooklyn for Powell & 
Campbell is now connected with the 
Crescent Shoe Company, 111 Reade 
St., New York City, wholesalers of 
children’s, misses’ and women’s shoes. 
Mr. Sommer has already made some 
calls with his new line, and is very 
enthusiastic upon thé reception ac- 






HENRY R. SOMMER 
With Crescent Shoe Company 


corded him and the success that has 
attended his effort. 


CHICAGO SHOE TRAVELERS 


Install Officers—President Kalisky 
Outlines 1921 Policy 

The new officers who will guide the 
destiny of the shoe travelers associa- 
tion of Chicago for the ensuing year 
were installed at a luncheon at the 
Palmer House, Friday, January 7. 
Charles Evans acted as temporary 
chairman of the meeting. 

The new officers are: President, 
Joseph Kalisky; vice-president, James 
Richardson; secretary-treasurer, Harry 
Modlin; trustees, Frank B. King, Simon 
Ruwitch and Dave Morris. 

President Kalisky announced the 
various standing committees who will 
serve during the year. The chairmen 
of these committees are as follows: 
Exposition, Frank B. King; Employ- 
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DONALD 


PHILADELPHIA MADE TURNS 


Pat. Fox. Butt., White Calf Top 
No Tip, Wheeled Edge 
No. 206—D. 2 to 5. No Heel q 
Cand D. 4to 8. Wedge. 
$2.50 


Cand D. 8%toll. Wedge. 
$3.00 


Pat. Chrome Mary Jane, %4§Fox. 
No. 100—D and E. 2 to 5. No Heel. 
$1.30 
C, Dand E. 4to 8. Wedge. 
$1.70 

C, Dand E. 8% to ll. 
a: 
B, Cand D. 114%to2. 48 
dd necsbaceades eee 


- PaY 


IN STOCK 


These shoes are the kind 
you are selling every day 
and upon which no doubt 
your stocks are low. 


They are well made, high 
grade, honest to goodness 
stock and 


They Are 
Specially 
Priced 


Our orders for factory 
make up merchandise are 
heavy, sO we ¢annot assure 
the prompt restocking of 
these numbers. Therefore 
we suggest ordering speed- 
ily to make certain com- 
plete runs of sizes and 
widths. 


Tan Calf Perf. Fox. Lace, Perf. Tip, 
Wheeled Edge 


No. 208—C and D. 4 to 8. Wedge. 
$2.45 
Cand D. 84%toll. Wedge. 
$3.00 


Pat. Chrome Theo Tie /** 
No. 106—B, Cand D. 11% to2. .$2.85 


THE DONALD SHOE CO. 


239-241 N. 6th Street, PHILADELPHIA 
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ment, Charles W. Evans; Resolutions, 
Charles Heilbrun; Grievance, H. G. 
Ho!loway; Entertainment, John Roee- 
der: Educational, Thomas Daily; Mem- 
ber-Lip, T. G. Rhodes; Welfare, H. L. 
Ware. 

In outlining his policy for the com- 
ing »ear President Kalisky said that 
he ex pected to make educational topics 
one »f the outstanding features during 
the oming year. It is his intention 
to secure men of recognized ability in 
the industry to talk upon various sub- 
jects at the luncheons which will be 
held uring the year. 














Special Luncheon 





It was decided to hold a special 
luncheon meeting at the Palmer House 
today, Saturday, January 15, the last 
day of the Chicago National Shoe 
Expo;ition. 








CINCINNATI ELECTS OFFICERS 


Jay jaffe Elected President, William 
K. Harrison, Vice-President 







The annual election of officers of the 
Cincinnati Association of National 
Shoe Travelers for the current year 
took place at the Sinton Hotel, January 
6. Jay Jaffe, who has been for many 
years a faithful member of the local 













JAY JAFFE 
President of the Cincinnati Association 
of National Shoe Travelers—Travels 
for the Holters Company 









association, having served at various 
times on important committees, was 
acclaimed, unanimously, president, to 
succeed Claude Orr. William K. 
Harrison, one of the youngest members 
of the association, won the office of 













vice-president, this and the positions 
of directors for two years being the 
only ones over which there was any 
rivalry. ‘Bill’ as he is known both at 
home and in his territory has absorbed 





STANLEY A. JAFFE 
Travels Michigan for Stern Auer & Co. 


the enthusiasm of association work in a 
short time, and is on the alert for 
bigger things for the local organization 
during the next twelve months. 


Other Officers 


Frank J. Weber was again elected as 
secretary, as usual, and Charles F. 
Weckel was again selected as the man 
to take the money and sign the checks. 
J. B. Shaw and Ed. W. Hughes, Sr., 


were selected as directors for the com- ° 


ing two years. 


Income Tax Deductions 


Following the election, a regular 
meeting was held at which the usual 
routine of business was taken care of. 
Secretary Weber read to the members 
a welcomed communication from the 
Internal Revenue Department at Wash- 
ington, conveying the news that travel- 
ing salesmen will be alléwed to de- 
duct from their income tax returns 
all hotel expenses including sample 
rooms and meals while on the road. 
Part credit for this action can be given 
to Frank Weber as a result of his untir- 
ing efforts in submitting the full facts 
to the government. 


Boosting Weber’s Candidacy 
At this meeting the committee 
selected at the last meeting for promot- 
ing the candidacy of Frank Weber for 
1922 national vice-president reported 
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their plans thus far made and every 
indication is that no stone: will be left 
unturned in letting it be known at the 
Denver Convention this month. Mr. 
Weber will attend the convention as 
one of the delegates from this organiza- 
tion. President Claude Orr will ac- 
company him. 


Claude Orr Resting 


Claude Orr, president of the Cin- 
cinnati Association of National Shoe 
Travelers, left last Thursday for a 
week’s stay at French Lick Springs, 


French Lick, Ind. Mr. Orr felt the 


need of a rest before going to the 
National Shoe Travelers’ convention at 
Denver next week. 


O’Sullivan Visiting Customers 


William P. O’Sullivan of the O’Sulli- 
van Shoe Company of Randolph, Mass., 
has been visiting his customers in New 
York, Philadelphia and Baltimore. 


McINTYRE WITH STEARNS 


Well-Known Salesman Will Cover 
Northern Massachusetts 
Frank F. McIntyre, well known to 
the local trade as ‘“‘Mac,” has allied 
himself with the C. S. Stearns Shoe 
Company of Boston. 

























(Photo by White) 
FRANK F. McINTYRE 
With C. S. Stearns Shoe Company 


For 14 of the 18 years which Mr. 
McIntyre has spent with Parker Holmes 
& Co., he has been a salesman. He has 
made numerous friends who will be 
very interested to hear of his new 
activities. Mr. McIntyre will cover 
the local trade and Northern Massa- 
chusetts for the C. S. Stearns Shoe Co, 
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Buying Has Begun! 
(By Telegraph from Milwaukee) 


ILWAUKEBP’S great convocation of shoe, leather and asso- 
ciated trades has fulfilled the Industry’s earnest hopes—the 
long-protracted suspension of dealers’ buying is broken! The pre- 
dictions of the optimists that renewed buying and selling activities 
would signalize the Milwaukee event are fulfilled! 


We congratulate ourselves no less than the Trade at-large 
that the dawn of real business for reputable shoe manufacturers is 


now unquestionably a fact. 


Bates Shoes and their makers fully realize their obligation to 
render the best of merchandising service during these succeeding 
months of the march of shoe commerce back to normal. 


In the quality of Bates Shoes themselves and in the value of 
the manufacturing and shipping service we are to give we hope and 
expect to renew and strengthen the Bates reputation and policy, 


which are— 


To furnish, in highest value at moderate prices, the kind of shoes 
that sensible American men want to buy and wear. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS . 
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News in Shoe Markets 
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ments in America’s Shoe ters 
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RETAIL TRADE ACTIVE 


Local Shoe Merchants Hosts to 
Convention Visitors 

The presence in Milwaukee most of 
this week of thousands of retail shoe 
merchants, travelers, wholesalers and 
manufacturers, whose activities in con- 
nection with the Tenth Annual National 
Shoe Retailers’ Convention have been 
heralded far and wide, undoubtedly had 
a favorable effect upon retai' trade. 
\lthough not only the store owners and 
managers but most of their salespeople 
were engaged night and day in looking 
after the convenience and comfort of 
the swarm of convention guests, the 
week’s business volume was very 
satisfactory. 


Trying Period Passing 


Experience during the first two weeks 
of 1921 in all lines of business is such that 
merchants especially are much en- 
couraged. While it is still deemed neces- 
sary to stress cut prices on all kinds of 
apparel, including boots and shoes, to 
attract consumer interest, nevertheless, 
there seems to be a perceptible change 
in the attitude of customers. The 
“buyers” strike” is not yet broken, but 
the resistance seems to be cracking 
slowly. The general opinion of busi- 
ness men is that the most trying period 
of the readjustment is past. 


FEW FAILURES 


Co-operation of Debtors and Credi- 
tors Has Been Beneficial 


Apprehension expressed in the last 
three to four months of 1920 that the 
beginning of the new year might witness 
business troubles of more than the usual 
amount at the period is virtually over- 
come by the absence of any abnormal 
upsetting. The times have been trying 
ones, but co-operation between creditors 
and debtors to ease the shock of falling 
prices appears to have been highly bene- 
ficial. At a recent dinner of the Mil- 
waukee Association of Credit Men, 
Robert Wittig, district manager of R. G. 


PINION NM 


Milwaukee 





Upward Turn February 1 


Walter C. Carlson, president of 
the Milwaukee Association of 
Commerce, and head of the Mil- 
waukee Paper Box Company, said 
in an interview: ‘From several 
hundred opinions that we have 
heard at the Association head- 
quarters, the general idea seems 
to prevail that business will take 
an upward turn about February 1. 
Commodities which took a slump 
first will no doubt be the first to 
feel the effects of the improved 
conditions. ' Liquidation in nearly 
all lines is still in progress and 
no doubt will continue until 
all commodities reach their proper 
level. There are many unem- 
ployed in Milwaukee, but in com- 
parison with statistics gathered in 
other cities, we are far from an 
acute situation. In this and 
other respects, it is apparent that 
good generalship will be necessary 
in every line of business during 
1921. Many new problems have 
to be faced which require the best 
of business judgment. Such 
being the act of business men, we 
can all look forward to a resump- 
tion of prosperity and all this 
word implies.” 











Dun & Co., gave the advice: “‘Now is 
the time to exercise leniency and good 
judgment, and to help the debtor rather 
than force him, providing he is a good 
moral risk and has a certain amount of 
responsibility.” This advice is gener- 
ally being followed, with the result that 
the elastic attitude of creditors is pre- 
venting shock and disturbance. 


Improved Buying Coming 


While bank deposits in Milwaukee at 
the end of the year showed some de- 
crease from the report under the call for 
reports in November, this is considered 
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no more than natural, especially in view 
of heavy withdrawals by business 
houses to meet tax payments. It is 
found, however, that the savings ac- 
counts of heads of families are not only 
larger, but increasing. This seems to. 
bear out the predictions made some 
time ago, namely, that the “‘buyers’ 
strike’ eventually will be of benefit, for 
during a time when people are not 
spending, their savings must accumu- 
late. On this basis, it is by no means 
unreasonable to predict that when the 
consumer is again brought into the 
market as a “steady customer,” the dis- 
bursements will be liberal because re- 
sources are abnormally large. 


Increase of Capital 


Among a large number of leading 
manufacturing corporations of Milwau- 
kee and vicinity which effected material 
increases in capitalization at the close 
of the year is the Albert Trostel & Sons 
Co. of Milwaukee, one of the largest tan- 
nery and leather concerns of the Middle 
West. The Trostel Company has en- 
larged its capital stock from $2,750,000 
to $5,000,000 to accommodate the ex- 
pansion of its business and production 
in the last year or two. 


Fred A. Vogel Benedict 


Fred A. Vogel, general manager of the 
Pfister & Vogel Leather Co., Milwaukee, 
was married December 31 to Mrs. J. F. 
Bossler of Chicago, it became known 
early this week. Mr. Vogel is the eldest 
son of Fred Vogel, Jr., president of the 
P-V Company, and for years one of the 
leading bankers and financiers of the 
United States. Mr. and Mrs. Vogel 
will reside at 128 Prospect Avenue, 
Milwaukee. 


Co-operation in Thrift Week 


The retail division of the Milwau- 
kee Association of Commerce, at a 
special meeting during the week, de- 
cided to co-operate to the fullest extent 
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‘Where to Buy 


Women’s Shoes 























PHILLIPS-CRAM “. 


Makers of 


Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 











Women’s Turn Kid 


IMMEDIATE DELIVERY 


sizes 4 to 8, plain or tip toe. 


10 days net 30. 
SILVER SHOE CO. 


Comfort Boots 


Sold in dozen pairs or case lots, straight runs, 

Price $2.85. 
Cushion sock lining, rubber heels. Terms 5% 
Haverhill, Mass. 








BOUDOIRS 
BLACKS, $1.25 
COLORS, $1.45 


Seneeececerenenenecs 


HAVERHILL, MASS. 


THE RAYMOND FOOTWEAR CO. 








Women’s McKay 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 
Factory, Haverhill, Mass. 
Boston, 108 Li in St. 
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= E. A. & M. C. Witherell Co. 


Manufacturers 


Women’s Turn 
Boots and Slippers 


Facto 


147 Lincoln St. 














FOR THE 


HOLIDAY yee 


Fine kid Boudoir Slippers in stock for imme- 
diate delivery, made of best materials obtain- 
able in Black, aan Red, Pink and Tan. Order 
165. Terme, 5 10 da aa — 

SILVER SHOE CO.’ ‘Haverhill, Mass. 















COLLINS & STAPLES 
Makers of 
RAND TURNED LOW CUTS . 


Straps, Pumps and 
Ties in Black Satin 
and Ali Leathers. 


Factory, 118 Phoenis Row 
Haverhill, Mans. 





Boston Office 
110 Lincoln St 








SIXTY STYLES OF 
COMFORT SHOES 


IN STOCK 
Juliets, Oxfords, Polish, Sandals, etc. 
women's Flexible and warm | lined 


TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 
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possible in the campaign of the National 
Thrift Week, January 17 to 23. The 
advertising of the members will call at- 
tention to the aims of the campaign, and 
each has agreed to make special window 
trims and arrange to offer unusual bar- 
gains as examples of thrift. Thrift 
lectures will be given in the various 
night schools, while in the social centers 
moving pictures and lectures will be 
offered by special arrangement with 
Miss Dorothy C. Enderis, director of 
the extension department of the Mil- 
waukee Public School system. In all 
of the work the idea will be to stress the 
fact that Thrift Week is designed to 
“Make Your Money Go Farther” rather 
than to cultivate ideals of stinginess. 
Careful saving, careful buying and care- 
ful investment of all funds will be made 
the keynote. 


Half-Price Sale 
The Style Shoe Shop, second floor, 


226 Grand Avenue, Milwaukee, is ad- | 


vertising a sale to close out its entire’ 
stock at half price. The sale started 
January 6. 


NEW SHOE STORE 


William F. Gleue Company to Open 
April 1 

A new retail shoe store is being estab- 
lished at Clintonville, Wis., a thriving 
industrial community in Northern Wis- 
consin, the principal industry of which 
is the Four-Wheel Drive Automobile 
Company of world-war fame. The for- 
mer Krueger Auto Sales building is being 
rebuilt for this purpose. The store will 
be owned and operated by the Wm. F. 
Gleue Company of Wisconsin Rapids, 
Wis., which conducts stores in that city, 
in Madison, and several other cities, five 
in all. Archie Gleue, son of William F. 
Gleue, will manage the new Clintonville 
store, which is expected to be ready to 
have its formal opening April 1. 


SOME SALES 


Woman’s Fine Shoeat$9.45—Queen 
Quality Shoes at $4.85 


The T. A. Chapman Company, re- 
garded as one of the highest class de- 
partment stores in Milwaukee, is con- 
ducting a notable sale of boots and 
shoes. It is an exclusive dealer in wom- 
en’s fine footwear. At the last week- 
end, two groups of women’s high black 
shoes were offered at $9.45 for goods 
that were formerly priced at $14, $15, 
and $17,in black kid, button or lace, welt 
soles, Cuban heels; and $10.45 for wom- 
en’s $15 to $16.50 lace and button 
shoes, patent and suede vamps with 
kid and cloth tops. 

Gimbel Brothers’ Milwaukee store on 
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January 6 placed on sale a lot of 20,000 
pairs of Queen Quality boots and shoes 
for women at a uniform sale price of 
$4.85. The advertisement said: ““We 
are offering the Milwaukee store’s share 
of the remarkable purchase of Queen 
Quality shoes for women. The most 
wanted styles are included in the sale, 
twenty styles, for every occasion; Cuban 
and Louis heels; black, mouse, brown 
and gray kid, some in solid and two-tone 
effects, also tan calfskin in brown and 
mahogany shades.” 





New Incorporations 


Articles of incorporation have been 
filed by the M. R. Kindschi Company, of 
Madison, Wis., which is organized with 
a capital stock of $30,000 to buy and sell 
boots, shoes, findings, etc. The incor- 
porators are M. R. Kindschi, M. E. 
Harris and Emerson Ela, attorney, all 
of Madison. 

The Ground Gripper Stores, Inc., a 
New York corporation, which maintains 
a Milwaukee branch at 411 Grand 
Avenue, has filed articles and a state- 
ment to do business in Wisconsin. The 
application states that $28,000 of its capi- 
tal stock is employed in Wisconsin. 
C. D. Schultz, manager of the store, i- 
designated as agent in this state. 


Cruse Retires 


W. P. Cruse, for nearly thirteen years 
associated with the Chippewa Shoe 
Mfg. Company, Chippewa Falls, Wis.. 
retired as salesmanager of the compan) 
on January 1. Mr. Cruse has not 
announced any definite plans for the 
future. 


OFFICERS ELECTED 


At Annual Meeting of Milwaukee 
Retail Shoe Merchants 


The unanimous election of all candi- 
dates suggested by the nominating 
committee at the December meeting of 
the Milwaukee Retail Shoe Dealers’ 
Association was the principal business 
before the annual meeting of the organi- 
zation, held Thursday evening, January 
6, in the directors’ room of the Mil- 
waukee Association of Commerce. The 
new officers are: 

President, Otto A. Hensel, 3527 North 
Avenue; Vice-president, Ben Lamers, 
354 Grove Street; Secretary, William 
Wuerl of W. & J. Wuerl, 2726 Lisbon 
Avenue; Treasurer, Joseph A. Schu- 
macher, 117 Grand Avenue; Directors, 
Robert Kurz, 2105 North Avenue: 
Charles E. Collar, 613 Lee Street; Harry 
H. Lucas, 731 Third Street; John 
Geisinger, 853 Third Street; Frank 
Kuszcynski, 437 Mitchell Street; J. 
Pinsel, 454 Mitchell Street. 

Mr. Hensel served as vice-president 
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during the two terms of Alvin B. Cas- 
pari as president. The new vice- 
president, Ben Lamers, served as secre- 
tary until ill health made it necessary 
for him to retire from active duty several 
months ago. 


Loving Cup Presented 


As an appreciation of the splendid 
service rendered by the retiring presi- 
dent, the association presented Mr. 
















OTTO A. HENSEL 


President of Milwaukee Retail Shoe 
Dealers’ Association 


Caspari a beautiful loving cup, in- 
scribed: “From the Milwaukee Shoe 
Dealers’ Association. Presented to A. 
B. Caspari to express thanks for services 
rendered as president, January 6, 1921.” 

Beyond the formality of the election 
of officers, the association devoted most 
of the meeting to a final discussion of 
arrangements for the National Conven- 
tion being held here this week, and to 
the presentation of the loving cup, 
which proved to be one of the most de- 
lightful features of any session the or- 
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ganization has ever held. Mr. Caspari 
received the tribute with choking voice 
and tear-filled eyes, mumbling his 
thanks as best he could. 


Caspari’s Good Work 


It was Mr. Caspari who, in the Fall 
of 1917, effected a rejuvenation of the 
Milwaukee association, then dormant 
for several years. It was he who in- 
itiated the movement to bring the Na- 
tional Convention to Milwaukee in 
1920, and having failed of this purpose, 
worked hardest to bring about a success- 
ful issue of a renewed campaign for the 
1921 convention. Mr. Caspari has been 
for many years one of the largest and 
most respected men of the boot and shoe 
trade of Milwaukee, and is a member of 
the board of directors of the National 
Association. He is senior member of 
Caspari & Virmond Co., 63-65 Wiscon- 
sin Street. 


Membership of 154 


Annual reports of officers showed that 
the Milwaukee association on January 1 
had a membership of 154, embracing 
practically every shoe merchant in the 
city. This is an increase of 100 per cent 
or more. The financial position is ex- 
cellent, despite the heavy drain on 
funds by reason o° the National 
Convention. 

F. W. Kaufman was elected official 
delegate of the association to the Na- 
tional Convention, with William Ahrens 
as alternate. 

T. C. Mirkil, secretary-commissioner 
of the National Association, was among 
the guests at the meeting and spoke at 
length, on the convention as well as or- 
ganizational activities. A talk also was 
made by H. C. Towle, executive secre- 
tary of the Milwaukee convention 
committee. 

The next regular meeting will be held 
Thursday evening, February 3, at which 
time the new officers will be installed. 


Chicago 


PRICE REDUCTIONS 


Many Retail Shoe Stores Are Also 
Showing Advance Spring 
Styles 

Practically every shoe store in Chi- 
cago, whether in the loop or in the out- 
lying districts, is conducting sales at 
reduced prices. In some stores all 
articles in the house are included in the 
price reductions while in others only 
broken lots and discontinued lines are 
feeling the effects of the price cutting. 
Several stores are already showing ad- 


_vance Spring styles in one window and 


cut price shoes in another. 


DECEMBER BUSINESS GOOD 


Balance Sheets Show Increased 
Volume Over 1919 

Notwithstanding the fact that Chi- 
cago newspapers report the unemploy- 
ment of the city to have been greater 
during December, 1920, than for several 
years back, yet retail shoe stores report 
a larger volume of business than during 
December of 1919. One State Street 
store selling women’s shoes exclusively 
shows an increase of 44 per cent. Another 
store selling both men’s and women’s 
shoes shows an increase of 32 per cent. 
Shoe departments of the large depart- 
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Where to Buy 


Women’s Shoes 

















“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
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BOUDOIRS IN’ STOCK 


No. 1 
Full Satin Lined 


Price $1.70 
No. 1200X, Red. .$1.80 
No. 1201X, Tan.. 1.80 
No. 1203X, Blue. . 1.80 
No. 1204X, Pink.. 1.80 


The Westcott Whitmore Co., Syracuse, N. Y. 
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SPECIALISTS 


Turn Comfort 
Shoes, Boudoirs 

2am and Men’s Slippers 

ABBOTT SHOE CO., No. Reading, Mass. 














FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
. Comforts 
Boots & Slippers 
for the wholesale trade 











ALGIER SHOE MFG. CO. 
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PARIS SFI NEW VORA 


Highest Grade Women’s Shoes, Turns and Wells 
138 Broadway, Brooklyn, N. Y. 











Girls’ “Spartan” Shoes 
Boots and Oxfords 


Plenty in Stock 
Send for price list 
Factory Direct to You 
BAGO S co. 


Lynn, Mass. 
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Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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ment stores also report an increase in 
volume for the month. 

It has been the policy of the larger 
stores to take mark-downs upon shoes 
which have been in stock for several 
months and fill in with new things upon 
which they could make a fair profit. 
In this way business has been stimu- 
lated and while the average mark up 
has been far below that of a year ago, 
the increased volume of business has 
kept overhead down so that balance 
sheets are quite satisfactory after all. 


AMONG THE WHOLESALERS 


Collections Better—Starting 1921 
With Cleaner Slates 


Business during the past week has 
been an agreeable surprise to Monroe 
Street. Mail orders have come in in 
larger volumes than usual for the first 
week of January. While these orders 
are, as arule, sizing up orders, a number 
of them were accompanied by letters 
saying the writers were ready to place 
orders when salesmen would call. 

There is a general feeling among 
wholesalers that the outlook for busi- 
ness is much brighter than it was a few 
weeks ago. 

Merchants who have been in the 
market almost invariably report a larger 
volume of business for 1920 than was 
obtained in 1919. In some instances 
they say the actual profit was not as 
great on the larger volume as was ob- 
tained on the smaller volume for the 
previous year; but that the year has 
been prosperous is indicated by the 
fact that wholesalers report collections 
better and that they are starting in to 
1921 with cleaner slates so far as mer- 
chants’ accounts are concerned than 
was the case a year ago. 


Fighters Winning Out 


Months ago when it became apparent 
that merchants were heavily stocked 


A BUSINESS SUMMARY 


Check Up Shows Satisfactory Con- 
dition—Many January Sales 


When the Christmas season’s busi- 
ness was finally checked up, local mer- 
chants said they found themselves in 
much better shape than distributors in 
other cities which compare in size with 
the Buckeye capital. Diversified in- 
dustries in this city have kept unem- 
ployment down to a minimum, and 
conditions here are in striking contrast 
to those communities whose entire 
development has been linked with the 
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with shoes and the public were showing 
a disinclination to buy with their former 
alacrity, progressive manufacturers, 
wholesalers, and retail merchants all 
put on their fighting clothes and went 
out after business. Conditions today 
prove conclusively that these fighters 
are winning out. E. B. Steere, sales- 
manager of the J. P. Smith Shoe Com- 
pany, sees a decided change in the at- 
titude of merchants from letters and 
orders coming in from the traveling 
men of his concern. Since the first of 
January orders have not only increased 
in number, but the average . volume 
of the orders have increased consider- 
¥ 
ably. 






RUBBER SALESMEN OFF FOR 
TERRITORIES © 


Light Rubbers at Same Prices as 
Last Year 


Salesmen representing Chicago 
branch houses of the various rubber 
footwear factories will leave for thei: 
respective territories the first of next 
week. A number of Chicago whole- 
salers are also sending their rubber 
salesmen on the road to garner in nex! 
season’s business. 

The new price lists are out and to the 
surprise of retail merchants and also to 
some of the wholesalers very slight 
changes in prices have been made. In 
fact the only changes downward are on 
arctics, gaiters and some of the heavier 
rubbers, all light rubbers remain at the 
same prices as last year. 

Rubber companies state that drastic 
price reductions are not possible from 
the fact that rubber footwear prices 
today average only 22 per cent higher 
than in 1910; that price making on 
rubber footwear is down to a scientific 
basis and each article is figured on the 
basis of its actual cost of production, 
instead of the old blanket plan of an 
average of all the items in the line. 


rapid growth of a single industry. The 
grand total of the year’s business was 
very satisfactory to the merchants in 
general. : 

The January sales, which have been 
features'of many of the local stores, 
are now in full swing. Several of the 
leading shoe merchants have bought 
stocks of boots from the manufacturers 
at very low prices and are placing 
these goods on sale along with thir 
odds and ends of seasonable footwear; 
in very few instances many low cuts 
are found in these sales. Merchants 
realize that now is the time to dispose 
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of their boots and have made such 
price reductions on these goods that 
ihe public cannot fail to purchase the 
snoes. 


Price Stabilization Coming 


Price slashing will not follow the 
arrival of the Spring season, say local 
shoe merchants. What may be ex- 
pected, many say, is a stabilization of 
prices. This will be brought about by 
a moderate decrease in certain lines 
and. an increase in others which have 
been brought down by the desire of 
th: manufacturers and jobbers to 
sa rifice stocks to meet a demand for 
re: dy cash. 


Buying at Milwaukee 


\ll the buyers of the leading stores 
in this city attended the Milwaukee 
convention and those who had not 
already placed their orders for their 
wants in Spring merchandise did so 
before they left the big meeting. All 
of ihe merchants realize that, had they 
delayed their purchases until later, 
they would experience the same trouble 
they have faced the past several years, 
that of not being able to “get the 
goods” when they are needed. He 
who hesitates is lost, was the motto 
at this great convention. 


ARTISTIC STYLE SHOW 


Proper Footwear for School Girl’s 
Foot a Feature 


Columbus stores responded gener- 
ously to the project of the Artistic 
Style Show, to be given at the Chamber 
of Commercé the middle of January, 
as evinced in the supplying of costumes 
by the Lazarus Company, Home Store, 
Dunn-Taft, The Union and John M. 
Caren Company. 

Proper shoeing for the school girl’s 
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foot will form a distinctive feature of 
the Style Show. Through the courtesy 
of Dunlap Shoe Store, special measure- 
ments were taken of the feet of school 


girl models and shoes were ordered — 


for both afternoon and evening wear. 
These shoes are of the orthopedic last 
and were made to order by a Boston 
firm which manufactures only ortho- 
pedic shoes. School authorities are 
eager to call attention of the parents 
to the advantage of this style of shoe 
as a health conservation. 


NEW SHOE PLANT 


Lape & Adler to Commence Opera- 
tion January 10 


A new fireproof building recently 
completed at Main and Front Streets 
is the home of The Lape & Adler Com- 
pany, shoe manufacturers. The execu- 
tives of this company are H. N. Lape 
and Milton Adler, both of Cincinnati. 


- The new building contains six stories 


with basement and is furnished with all 
the newest and latest equipment for 
the manufacture of women’s high-grade 
shoes. The factory will begin opera- 
tions about January 10, making women’s 
high-grade McKays and _ low-heeled 
welts, and will have a capacity of 
4,000 pairs daily. 

Between 800 and 900 persons will be 
employed when the plant is in full 
operation. The managerial staff is 
composed of: Frank B. Dopp, in charge 
of factory; W. H. Emery, assistant 
manager; W. Marin, cutting room; 
H. E. Anglin, fitting room; C. Kennedy, 
lasting room; Wm. Scheff, finishing, 
treeing and packing room; C. N. Reis- 
enberger will be in charge of office. 

All the local plants have resumed 
operations and by the middle of the 
month expect to be running at normal 
capacity. 


Akron 


JANUARY SALES 


A Noticeable Reduction in Shoe 
Store Prices 


The usual January sales came into 
prominence here immediately after 
Christmas and have held full sway 
ever since. Of course sales have been 
pretty common occurrences for some 
time, but these sales deserve notice 
because they promise to develop into 
the fore-runners of the long-expected 
drop in prices. 

Not that there is any sudden drop in 
prices, for this would be about the 
Worst thing which could happen to any 
city, most merchants agree. But never- 


theless there has been a noticeable shav- 
ing of retail prices. One manager of a 
store explained that the prices would 
not drop through as great a column of 
figures in his store, and in fact in any 
local store, as they would in other cities 
where they had been boosted with only 
the sky as the limit. He asserted that 
most of the stores had been content to 
take a fair margin of profit, and had 
even suffered losses rather than in- 
crease the prices, with each succeeding 
order they placed. 


Unusual Bargains 


Unusual bargains are being offered 
in many sales. High top women’s 


Where to Buy 


Men’s Shoes 

















Stock Dept. 5 <¢ 
Is at Your Service ES 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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Sole Footwear 
SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 

Send for Catalog and 
he 
REECE SHOE COMPANY 
Columbus, Nebraska, U S.A. 














WATERPROOF 

Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 

4 Tongue and Back Strap. 
Send for booklet telling who 
you can sell these shoes to. 
pt oy 
Established 1887 — 














Where to Buy 


Boys’ Shoes 
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A Shoe forBoys 
That Wears 


Marston & Tapley Co. 














3t8) 


P: nd 50) 8) 
Shoes 





Sn eee = BP RTI pllgin ete ET tena ae ae NR RE vpn pee 

















































140 


— 
Where to Buy 
Children’s Shoes 

















ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 
F. W. HAHN CO. 
ROCHESTER NEW YORK 











"Bonita Shoe « Baby 


TURNS and SOFT SOLES 


In Stock 


Send tr Catalog 


ALH.Martin® | 


Mekhess ROCHESTER NY 














“ELAM’’ 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


Rochester, N. Y. 








SOFT SOLES 


A Wonderful Line 
for Wholesaler 
In Stock—All leath- 
er, $4.85 doz., and up- 
wards. Also a full 
line of Ladies’ Pump 
Straps. 









NU BABY SHOE CO., East Lynn, Mass. 











WC. Goodger 


Manufacturer of 
Children’s Dlexible Turn Shoes 

Jor Jobbers Exctusively ’ 
89 Allen St, Rochester, > 








HAVE YOU SEEN OUR LINES? 





FACTORY 1 FACTORY 2 
Slumber Sl Soft Soles 
Rubber Boot Hand Made Moccasins 
Foot Comfort Sli Infants’ Turns 
(Double Eiderdown) (1-8) 


In Stock Now—Nature Lasts 
THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego 








= Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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boots with Louis heels, for which there 
has been no demand for some time, are 
going at $5 the pair. Probably the 
original price of the shoes was from 
$10 to $15, but the merchants would 
rather have their money in their 
pockets even with a loss than have it 
in dead stock. A store which is run- 
ning one of these $5 sales expects to 
have less than 100 pairs of high top 
boots on their shelves on February 1. 
Another merchant has pulled out some 
1,000 pairs of comfy slippers to go at 
$1.50 a pair, 3,000 pairs of women’s boots 
and shoes valued as high as $13 at $1 
a pair, and 5,000 pairs of men’s welt 
shoes to go at $2.98. By conducting 
well-balanced advertising campaigns, 
the stores which haven’t already re- 
duced their stocks to pre-war size 
hope to clean out all the old styles and 
stock that isn’t moving as rapidly as 
it should. 


Annual Inventories 


Practically all the stores have started 
to take their big annual inventories, 
but none of them have completed this 
work yet. Figures available now would 
indicate that the stocks in some stores 
are reduced to a mere shadow of what 
they were this time last year. Other 
stores find that they are loaded up 
pretty heavily, but these are already 
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making their plans to cut huge slices 
in their shelves. The average stock 
will run about 10 per cent lower this 
year than a year ago. 


Rubber Trade Lively 


All kinds of weather, mostly rain 
and snow, have helped to keep the 
rubber trade going at full speed. The 
retail trade is up to normal in most 
cases. The wholesale end of the busi- 
ness is flourishing. The Goodrich plan: 
was compelled to cancel millions «/ 
dollars’ worth of orders at the end of 
1920 and has orders enough to kee) 
the boot and shoe department runnin: 
until late in the Spring. Goodric': 
issued a new price list January 1, whic: 
showed a reduction of a small percen!- 
age on everything made. Low and 
military heeled rubbers and women s 
and children’s four-buckle arctics are 
the chief styles being made up. 


Off for Florida 


Evidently one local merchant is not 
greatly worried over the outcome of 
the present business depression. Gil- 
bert Marsh, prominent merchant in 
Ohio for a number of years, left for 
Florida before Christmas and expects 
to remain there until Easter. Marion B. 


Shumaker of the Shumaker shoe store 


also plans to leave for Florida shortly. 


Cincinnati 


THE CONVENTION SPIRIT 


Large Delegation of Shoe Trade in 
Attendance at Milwaukee 


Retail merchants, wholesalers and 
manufacturers, all strong in numbers, 
boarded the Cincinnati- Milwaukee Spe- 
cial last Sunday night, each with the 
one big idea: to come home, after the 
convention is over, with more than he 
took to the convention; manufacturers 
to return with actual orders and retail 
merchants to bring back a mass of new 
merchandising ideas and probably a 
few placed orders. Judging from the 
crowd that left Cincinnati and vicinity 
for the big Milwaukee convention, the 
attendance at Milwaukee was certainly 
all that was anticipated. 


Court of Decision 


The local manufacturers who were 
exhibitors at the convention went there 
with a feeling that they were going to 
do a real volume of business. However, 
in the great rush, they expected that all 
orders could not be placed during four 
days, but that the great exhibition 
would be largely a court of decision. 
The greater volume of business result- 


ing from the convention, therefore, 
would be placed immediately after at 
the various markets and at the Chicago 
Exposition. 


Business to Improve 

It is further the expressed belief of 
many of the local manufacturers that 
the convention marks the turning point 
in the manufacturing industry and that 
for the next few months a general im- 
provement will take place. One large 
manufacturer here states that while he 
expects the retail merchants to keep 
their stocks reasonably low for some 
time to come, helooks for more stabilized 
conditions in the shoe trade within a 
very short time, that the introduction 
of novelties this Spring will certainly 
stimulate the industry and place things 
on a more normal basis. 


“FIRM’S REORGANIZATION 
Helmers Bettmann & Co. Now Bett- 
mann, Dunlap Company, Inc. 

Helmers Bettmann & Co. recently 
announced to the entire trade their 
reorganization and change of name. A 
special announcement gotten out reads 
as follows: 
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“‘After 31 years of pleasant and suc- 
cessful business association, the part- 
ership between Frank Helmers and 
‘:dgar Bettmann under the firm name of 
ifelmers Bettmann & Co. has now been 
discontinued through the retirement of 
\Ir. Frank Helmers. 

“The business of the old organization 
\ ill be continued under the name Bett- 
mann, Dunlap Company, Inc., with 
}. dgar Bettmann remaining as the active 
head of the business in the capacity of 
President and Treasurer. 


Other Officers 


“The other officers of the corpora- 
tion will be Ed. W. Hughes, Sr., Vice- 
President; J. Eppstein, Vice-President, 
in charge of sales and advertising, and 
Mr. Henry K. Harrington, Secretary. 

“Those who have been actively as- 
sociated with the business for some time 
have taken over the interest of Mr. 
Frank Helmers. 

‘The aims of the new corporation will 
be centered upon maintaining the high 
quality of their favorably known Dun- 
lap Shoes.” 


A REAL ARCH BRACE 


Made of Specially Prepared ‘‘Super- 
lastik’’—The Invention of George 
H. Jung, Cincinnati 


George H. Jung, Cincinnati, for 
years a manufacturer of advertising 


A Simple and Effective Arch Brace Endorsed by Foot 
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sumer papers; among the latter is in- 
chided the Saturday Evening Post. 


A Decided Success 


The discovery of this new arch brace 
developed ‘out of foot troubles which 
Mr. Jung himself suffered. For many 
years he was troubled with his arches 
and being unable to find an appliance 
that gave relief, he constructed a brace 
according to his own ideas. He later 
improved it and filed application for 
patent. This brace has for some time 
been introduced among physicians and 
specialists with considerable success 

It is made of a specially prepared 
“‘superlastik,’”’ and weighs less than a 
quarter of an ounce. One of its main 
features is for the correction of anterior 
arch troubles which are usually caused 
by wearing high heels. 


EDUCATIONAL LECTURES 


Outlined by Harry McLaughlin for 
Betterment of Retail Salesman 


Harry McLaughlin of the Potter 
Shoe Store for many years has been a 
strong champion of the cause for better 
education of the retail shoe salesman. 
In years gone by, he has from time to 
time encouraged a co-operative move- 
ment on the part of the local retail shoe 
merchants to develop a system whereby 


“all the retail shoe salesmen of this city 


can have the opportunity to increase 



















Specialists—Invented by* George H. Jung, Cincinnati 


specialties, invented in 1917 a new arch 
brace for the correction of foot ailments. 
This new appliance is now being intro- 
duced to the retail shoe trade, and it is 
being advertised in both trade and con- 





their earning powers by learning more 
about how shoes are made, how the 
materials that go in them are made, 
how shoes should be fitted, how to cor- 
rect foot ailments, and so forth. Mr. 
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Where to Buy 


Children’s Shoes 














H.C. BROowN CoMPANY 


INCORPORATE! 
CHILDREN’S SHOES 
CUNERAL OFFICES. 155 LINCOLN STREET BOSTON MASS. 











STICKLES 


KO- “REC- “TOE 


TRADE ¥ mA ARK 


THE L. D. STICKLES SeOS CO., Mfrs. 
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Where to Buy 


Ballet Slippers 

















: Flexo” 
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Women’s Dull Goat Oxford, $1.20 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 








QUILTED SATIN 


BOUDOIRS 
Brown Kid, $2.10 Red Kid, $2.10 
Black Kid, $2.00 


BALLET SLIPPERS 
Black Kid. $1.75 and $2.00 


JOHN E. McNAMARA, Haverhill, Mass. 











A REAL HIGH CLASS 
BALLET 


Finest Np gore sted 


Women" ‘8 Black Kid, Sizes 24 to8 ...$175 
isses’ IL to2 .,.$165 

Child's od bs ” 8 to 10%. ‘$1 55 
Carried in stock for at-once shipments 








PURITAN SHOE CO.,Inc. 74 Reade Si.,N. ¥ C 











Where to Buy 


Shoes at Auction 

















‘HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES. AN D RUBBERS 


Every Wednesday and Friday 
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Where to Buy 


Standard Shoe Materials 




















M. B. MARTINE, Inc. 
78 Reade St. 
NEW YORK, N. Y. 
Everything in Shoe Or- 
namentation. Beading 

a Specialty. 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 














COATED GEM DUCK 
ADHESIVE grove te CLOTH 


Rubber and Lea 
Dry Foot Weltine” 


Sheet Rubber Soling 








McLaughlin says that such a move- 
ment will not be without its benefits to 
the managers and the owners of the 
stores as well as to the salesmen. He 
has outlined plans for the merchants in 
this city to combine and havé a series of 
lectures on the various phases of shoe 


department is to be established in the 
laboratories of the Engineering College 
by the Tanners’ Council of the United 
States. The Council selected the Uni- 
versity of Cincinnati after considerable 
investigation as being best equipped to 
carry on the work. The engineering 
college of the Queen City’s university is 
famous for its co-operative system of 
higher education. 


Tom Denning Injured 


Tom Denning, formerly a shoe travel. 
er and now associated with Walte: 


Thorne, retail merchant on West Sixt! 
Street, was knocked down and serious] 
injured by an automobile last week 
Mr. Denning narrowly escaped losin; 


GUARANTEED pore yon “ which ve his life, and his presence of mind ir 

TWO YEARS and moving pectures are to be used. catching the running board of the ma 

i Com lity and - chine after the front wheel had passe: 

ce because t Best of Tanning Research Work over his body is what saved him. Den 

are _ it oan ms writ rege ata ye ning is an old-timer in the local trad 

BOSTON OFFICE NEW YORK OFFICE ing of the directors of the University o and his many friends wish him a quic': 
ee nen amemnn Cincinnati that a tanning research recovery. 


Market Visitors 


Visitors in the market last week were 
Harry Gibson of the Whitehouse Com 
pany, San Francisco, on his way East 


Allan Meadors of John A. Meador: 
Sons Company, Nashville, Tennessee, 
and Russell Horton, buyer for the Gold- 


en Eagle, Salt Lake City. 


Lynn 


FAST STYLE PACE 


One Lynn Factory Has New Pattern 
Every Day 


“A pattern a day!” That’s the way 
in one Lynn shop. It’s a new pace in 


fastened on by the French method. A 
delicate color contrast is had. Another 
idea is to trim gray suede shoes witli 
black leather braid. The braid is used 
to make an imitation tip, or a collar on 
the quarter, or to outline the lace stays. 


BF. CHAMBE m tL N style making. One new pattern has Some of the braid has fine perforations, 

BOSTON — been put into the cutting room each day, some so fine they look as if they might 

Formerly Walpole Shoe Supply Co. for the past 30 days, and the manufac- have been made with a needle. An- 

T. W. GODSOE turer expects to keep up the pace in- other dainty idea is to sew small beads 


. Pres. 
W. G, DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
covors MAT KID 


95 South Street, Boston 











tains a Polish 
Creese & Cook Co. 2£3e2t" Hr: 


Tanneries at Danversport 
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THREAD—ALL SIZES—ALL COLORS 


dye to order for you 

Our Diamond spool silks are the leading silks 
in the world, and ithe Meyer lockstitch threads 
have no equal. All manufactured by the 
John C. Moser ‘Thread Company, Lowell, Mass, U.S.A, 








Marita 





{DO YOU KNOW? 
that you can buy it—or 
sell it—through the 
‘Where to Buy” columns. 

This feature in its quick 
service is a time saver in 
meeting immediate needs, 











definitely. ‘A pattern a day,”’ by the 
way, means more than one new style 
daily, for the new pattern may be used 
for cutting black, brown, gray or. white 
leather, kid or calf or suede, or satin or 
brocade, either. 

From “‘a pattern a day” the manufac- 
turer is getting such good results that he 


A tanner thinks there are good possi- 
bilities in patent leather, when used for 
pumps After pointing out that patent 
leather is selling at less than half its peak 


in chemistry during the war. Of all 
patent leather he speaks, not merely his 
own stock. He declares that it will 
give better service than ever before. 
He wonders who will start a drive on it. 


Dainty New Trimmings 


Black corded edges on gray suede 
shoes is one of the new ideas in Lynn 
shoemaking. Edges on the uppers, not 
edges on the sole is meant’ The cord is 








on the yoke of a strap pump. 


Some Rialto Shoemaking. 


Rialto Shoe Company started a new 
welt shop the first of the year. In its 
McKay shop it makes high heels only, 
and in its welt shop it makes low heels 
only. Its best heel, in its McKay shop, 





The One isn’ : 
Waterproof co od oo oe anatase is a slender wood heel, two inches high. 
Leather That It also makes high leather heels. In its 
eye wre Patent Leather Possibilities welt shop, its heels run to 13-8 and no 


higher. So it is able to make baby 
Louis heels, of wood, as well as military 
heels, of leather. Styles in the making 
in the Rialto factory are many and 
varied. White kid strap pumps, patent 


WEY fo it we ave set getting yout codes en price, he remarks that the finish of §yamp gray suede quarte and 
2 threa d spool si facture 4 ss Pp gray suede qu r pumps an 

our dowels in th vias and cslere far bend a2 patent leather has been greatly im- _ handsome brown shoes are among then. 
i = oe Se bal aie proved, partly as a result of discoveries _—_Alll of the shoes are for the big city trace. 


A French Colonial 


A new shoe, from Bresnahan & M:- 
Laughlin, blends thé sabot strap «od 


“the colonial pump, and it is called the 


French colonial. The pattern provi:les 
for a slender strap, which is lasted into 
the sole, like a sabot strap, but inst ad 
of passing over the ankle, this stray is 


_ carried over the colonial tongue of ihe 


shoe, where it is elaborated in a ::c0- 
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metrical design. So it makes an over- 
lay on the tongue. The shoe and the 
strap may be of the same or of con- 
trasting colors. 


Extremes of Widths 


Some stock shoes, EEE wide, were re- 
cently noticed at the factory of J. J. 
Grover’s Sons. And, by contrast, they 
have some AAA shoes in the making. 
Maybe these are the extreme in widths, 
for one factory. However, shoes AAAA 
wide and FFF wide have been made in 
lifferent Lynn shops. Most likely, 
ihese are the records for extremes of 
vidths. 


Better Shoes in 1921 


That people are going to get better 
shoes in 1921, and get them for less 
money, too, is a common statement 
emong Lynn shoe experts. They point 
cut that better leather is coming from 
the tanneries, saying that the improve- 
ment is due to the fact that tannery 
workers are taking more time in the 
naking of it, and are working it in de- 
tail more thoroughly. Similar improve- 
nient will come in shoemaking. 





A New Pump Style 


Mr. Lally, salesman for Mitchell- 
Caunt Company, is particularly proud 


New 


SMALL PROFITS 


But Number of Pairs Average Well 
With Normal Years 


Complaints about poor business con- 
tinue to emanate from some of the 
local retail shoe merchants, but these 
complaints are against the lack of 
profits, rather than against the volume 
of shoes going out of the shops. Ac- 
cording to some of the best-informed 
retailers in the city, the number of 
pairs of shoes now being sold will 
average well with any normal year in 
business. The reason for the com- 
plaints lies in the fact that present 
prices shew little or no profit to the 
retailer. 

It is expected that this condition 
will continue for another month or 
more, or until Spring business is fairly 
under way. Many retail merchants 
assert that they will be prepared to 
offer the public good shoes for Spring 
at prices ranging around $10 and $12 
a pair, which seems to be about what 
the average consumer will pay for 
ordinary footwear. And at _ these 
prices the retailers will be making close 
to their normal percentage of profit. 
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of a new pump just from the factory. 
It is of a new light shade of Russia calf 
leather, with a sabot strap, perforated to 
show an underlay of white. The bottom 
looks like a turn and carries a high heel. 


The Finish of Bottoms 





It seems that buyers are paying more 
attention to the details of shoes than 
for many a day. And for an illustra- 
tion, a story is told of a shoe manufac- 
turer who refined the bottoms of his 
shoes, at an increased cost of a cent a 
pair, and, on the strength of the good 
looking bottoms, landed a good sized 
order from a field of competitors. 


The World’s Fair Plan 


North Shore manufacturers are en- 
dorsing the plan of Mayor Creamer of 
Lynn to have a world’s fair in Lynn in 
1925 as a part of the Pilgrim celebra- 
tion. The Mayor has picked out a 
tract of 1200 acres and has had a sketch 
made of fair buildings. 


To Plow Roads 

In the event of a big snow storm the 
main motor roads from Peabody to 
Lynn and from Lynn to Boston will be 
plowed. So motor trucks will be able 
to make their regular trips from. the 
factory to Boston market, carrying 
shoes and leather. 


York 


FOR SOUTHERN WEAR 


Mild Weather Retards Sales, Also 
Affects Other Lines 


Shoes for Southern wear are making 
their appearance in the store windows 
and are actually being sold to some 
extent. The mild weather, however, is 
believed to have acted as a deterrent 
on the resort business, since many who 
would be driven to Florida by cold 
weather are going to Lakewood, Atlan- 
tic City and other nearby resorts. 
Apparel retailers tell the same story, so 
it apparently is founded on fact. The 
open Winter also has discouraged busi- 
ness in high shoes for both men and 
women, and so far has kept the rubber 
footwear down to a minimum. Some 
retailers are becoming uneasy over the 
rubber footwear situation and on rainy 
days there is a strong tendency to 
offer rubbers at prices that look low 
compared to last year. The dollar 
and $1.25 rubbers are freely advertised. 


New One Strap 


Some interesting ideas in resort foot- 
wear have made their appearance. 
Saks & Company’s women’s depart- 
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Engraving and Printing 

















Ho Lest im Shoe Oiinti 
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ATLANTIC PRINTING CO. : 
Shoe Printers 
Tear out this ad Be mail for details of 
~ Dima 
201 South Street, Boston, Mass. 
Telephone 4960-4961 ; 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Where to Buy 
Window Trim Material 





Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, ete. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 











QUESTIONS 
ANSWERED QUICKLY 
in “Where to Bay ip: any tg 
cansiee Boy pnt nag Mar oy ‘to pra 
rent problems in merchandising. 
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= SHOE BUCKLES 


OF EVERY DESCRIPTION 


== BEADED AND METAL 


BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MONTACUVUE ST BROOKLYN. N.Y 








SUCEEOOOOOD NORD OOOROODOROOOSOOSORREES 


Better Multigraphing 
ee CIRCULARS, 
FFICE FOR MSs, 
HOUSE ORGANS 
Send for Samples and Prices 


F. S. ROOT CO., 6 Beacon St. 


Boston, Muss. 











*SILVERITE” 
Lamb Wool Soles—Bound and Cord Edges 
a for our new No. 65 Lamb Wool foe 
for our com- 
plete catalog of Shoe Findings. 
& S.S.CO., Migrs., 81 High St., Boston, Mass. 











D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - R. I. 











OHIO AND VICINITY SHOE =: 
DEALERS ATTENTION! 
Fn RON of 


(cL OESANS 


TOE SAN-oacs rom moosan sooTwean) 
Carried in Stock. = 
Nuick Service. 


THE R. 2S See oe. 
1267 W. 6th St., - - Cleveland, Ohio 








orrer FREE USE. 


Of Shoe Cuts, Covers, Borders, Etc., for your 
Booklet, Catalog or Folder, if a a oe the 
printing with us; or we will Sell 
at $1.25 each. 

SEND FOR FULL PARTICULARS 


N.H, GROVER CO., R 63, 161 Summer St., Boston 
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A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








OUOUNEA NED DeCOeeOReREEReNtSteONOE® 


SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to get it, 
is a part of ““Recorder’’ service to 
merchants. 
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ment, under the direction of. Mr. 
Cohen, the new manager, is pushing a 
combination one strap, wing tip and 
semi-French heel. The wing tip, strap 
which buckles and passes under the 
arch, outside counters, throat piping 
and leather heel are of contrasting color 
to the rest of the shoe. The model 
comes in red and white, green and 
white, blue and white, brown and 
white, black and white, all gray and 
black patent and fawn. The body of 
the shoe is of buckskin and the trim- 
mings of kid. The shoe retails at 
$13.50. 


Slashed Leather Tongue 


Saks & Company also are showing a 
slashed leather tongue, one strap and 
buckle mode! with military heels in 
white buck and tan Russia calf. A 
new collection of growing girls’ shoes 
also has been added to. the depart- 
ment. Prominently featured are five- 
strap button sandals in red, white, 
bronze, pink, blue and combinations of 
black patent and light gray, and black 
patent and champagne. The same 
model is carried in lace shoes. 


A Linen Pump 


Among the new models Cammeyer 
is showing for resort wear is a linen 
pump trimmed with brown kid and 
black patent. 


Spring Orders Coming 


According to H. S. Marconnet, repre- 
sentative of the Selby Shoe Company, 
Portsmouth, Ohio, Spring orders are 
coming in much more rapidly. He 
reports a fair number of orders for 
white shoes, with canvas leading bucks, 
nu-bucks and kids. 


Baby Louis Popular 


For immediate wear, sales are largest 
in one and two strap models in kid, 
ooze and suede leathers and combina- 
tion. Practically all retailers report a 
strong demand for such shoes. One 
of the most interesting developments 
is the growing popularity of the baby 
Louis heel. About half of the strap 
pumps now being sold carry the baby 
heel, retailers report, and the tendency 
toward it is growing stronger. Some 
of the merchants who thought it would 
be of short life, similar to the French 
toe and vamp style, have had to 
change their plans. 


CUT PRICE SALES 


Stimulate Business—Best Sellers 
Priced Slightly Under $10 


At present the retail shoe business is 
being stimulated by a large number of 
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cut-price sales. With such stores as 
Oppenheim, Collins & Co., and Lord & 
Taylor, offering staple shoes for women 
at close to the $5 mark, there is little 
room for argument on the subject of 
prices. These prices, of course, apply 
to broken lots for clearance, but they 
indicate how far down in the pricx 
scale merchants must go to move out 
goods quickly. 

At prices slightly under the $1( 
market exclusive shoe retailers ar 
reaping a good volume of business, on 
stocks they are closing out slowly. On 
the other hand for new merchandis« 
prices around $12 and $14 are finding 
great favor with the public, especiall \ 
on the high-grade novelties. At th 
$15 mark and upwards, there is a de- 
cided tendency on the part of the 
public to hold back in its buying 
merchants say. 


PLANS PROGRESSING 


On First Dinner Allied Shoe and 
Leather Industries, February 3 


Plans for the meeting of the allie: 
shoe and leather industries of Greate: 
New York next month are working ou! 
most favorably. At a meeting of th 
dinner committee on Wednesday, Janu 
ary 5, the various sub-committees 
reported good progress. Orders for 
fairly large number of tickets have 
been’ received, and considerable pub- 
licity for the dinner already has made 
its appearance. S. A. McOmber, 
secretary-treasurer of the Dinner Com- 
mittee, sent out the following letter 
early last week to all members of the 
shoe and leather industries in the city. 


McOmber’s Letter 


“The first dinner of the Allied Shoe 
& Leather Industries of Greater New 
York, to be held at Hotel Astor Thurs- 
day evening, February 3, 1921, at 
7 P. M., promises to be the most not- 
able in the history of the shoe business. 

“The object of this dinner is to 
create a more intimate feeling among 
the members of the different -associ:- 
tions, by uniting in one big dinner 
instead of each association trying ‘‘o 
go it alone.’ 

“The joint committee whose namvs 
appear below have been selected by 
their respective interests, express their 
hope that you will co-operate in m«k- 
ing the attendance as-large as possil:'e, 
to the end that this initial dinner ny 
lead to the ultimate union of ‘le 
allied shoe interests. 

“Tickets for the dinner are $6 e:b. 

“Orders for tickets should be + nt 
at once to S. A. McOmber, Treasu er, 











is 





Jan. 15, 1921 





130 West 42d St., New York City. 
Return envelope is enclosed for your 
convenience. 

“Dinner Committee—The Wholesale 
Shoe League, Daniel T. Merritt, Louis 
M. Taylor; The Hide & Leather Asso- 
ciation, A. J. Worsdell, Ralph E. Hal- 
lock; Shoe Manufacturers’ Board of 
Trade, Justus J. Latteman, Theo. 
Cramer; Retail Shoe Dealers’ Associa- 
tion, Maurice Miller, Jesse Adler; The 
Boot and Shoe Travelers’ Association, 
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A. E. Oldaker, 8S. A. McOmber;.John 
Slater, chairman.” 
To Open Store in Trenton, N. J. 
J. I. Gusky, formerly of Canonsburg, 
Pa., has leased the building at 112 
North Broad St., Trenton, N. J., where 
he will open a popular-priced shoe 
store on or about March 5. His part- 
ner will be his brother-in-law, J. Neufeld 
of New York City, and the firm name 
will be Gusky & Neufeld. 


Rochester 


TENTH SEMI-ANNUAL 


Style Show—Buyers Here in Large 
Numbers ~ 


The curtain will rise on the tenth 
emi-annual Rochester Shoe Style Show 
being given under the auspices of the 
Rochester Association of Traveling Shoe 
salesmen on Monday, January 17. 
[wo whole floors of the Powers Hotel 
will be crowded with a vast array of at- 
tractive exhibits. Buyers from all parts 
of the United States and Canada are 
expected here in greater numbers than 
ever before, many coming directly from 
the Milwaukee Convention of the 
N. S. R. A. and the Chicago Show. 

Many entertainment features have 
been arranged for visiting shoe dealers. 
\ big informal dance will be held on one 
evening, and there will be other forms 
of entertainment. The daily luncheon 
with music, dancing and ‘round-table 
discussions will be carried out, as at the 
June show, and men well-informed on 
conditions in the shoe trade are sched- 
uled to give short talks. 

Charles H. Helmer, chairman of the 
show, says confidently that Rochester’s 
tenth semi-annual show ‘‘will set a 
standard that will test the mettle of 
show committees in charge of future 
exhibitions.” 


RETAIL BUSINESS CONFERENCES 


William Pidgeon, Jr., Among Shoe 
Merchants in Charge 


Retail store merchants are co-operat- 
ing with the Rochester Business Insti- 
tute this season in conducting a series of 
retail business conferences for the bene- 
fit of store executives and salespeople. 
\mong the merchants in charge of these 
conferences is William Pidgeon, Jr., of 
the Pidgeon Shoe Store, who is known 
as one of the most enterprising business 
men in the city. 

In the last year and a half, about 200 
persons have attended the course. It 
has worked out very successfully, giving 
the merchant an opportunity to train 





selected ones in their employ and also 
furnishing a source for trained workers. 
Through the co-operation of prominent 
merchants here the business institute 
has been enabled to reduce the tuition 
fee nearly one-half of what was for- 
merly charged. 

The first of the twelve rgtail business 
conferences is scheduled for Wednesday 
evening, January 19, and the succeed- 
ing ones on each subsequent evening. 
The subjects of the conferences are as 
follows: “‘Qualifications of Salespeople,” 
“Store Conduct,” “Retail Salesman- 
ship,”’ “Types of Customers,” “‘Classes 
of Customers,” “Selling the Customer,” 
“Study of Merchandise,” ‘“Stock- 
keeping,” “Selling the Merchandise,” 
“Store Systems,” “Store Policies” and 
“Building Business.” 


Signs of Life 

“Things are beginning to show signs 
of life.”’ 

That was the way one prominent shoe 
manufacturer summarized conditions in 
the Rochester shoe industry. While 
the past months have seen unusual in- 
activity in the shoe trade, the future 
months hold forth a speedy return to 
norma] conditions, he predicted. All 
the idle shoe workers in this city have 
not returned to their benches, but they 
are gradually trickling back into the 
large shoe manufacturing organization. 

The fact that the clothing industry 
is being revived in this city is proving 
helpful to general business conditions. 
This appears to be the forerunner of the 
good, old-fashioned normal Americar 
prosperity. 


Tactful Advertising 


Tactful advertising always brings re- 
sults. That’s why William Pidgeon, 
Jr., of the Pidgeon Shoe Store, has built 
up a successful business.- His adver- 
tising always shows good taste and a 
congenial attitude toward competing 
shoe merchants. 

Immediately after the new year, Mr. 
Pidgeon wanted to run a little mark- 
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WM. SUMNER SMITH 


» RUBBER TOE-SANdals 


Gu 
13 Beetee 326 W. Monroe St. 











KELLYKARDS 


Have been the standard retailers’ 
window cards for eight years 
ASK US ABOUT KELLYKARDS 
“The Signs of Life” 
F, ‘B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y. 











Perfection Pneumatic 
Arch Cushion 
me ty 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
























"DETACHABLE BEADED STRAP 
Convent noes op elect ps into tho latest high 
class beaded A vee pote. Made in all leathers 
and satins. 4 Are ae 
‘ashion Ornament Co _ 198 Montague St .. Brooklyn, N 
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Shoe Polishes 























Bese In The Theotr Class 


,, Or 
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Cream rund 1 













for white buck, etc. for white kid, ete. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
* PHILADELPHIA, PA. , 














The Proper Dress- 
ing for Every Shoe 
Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New York 











INFORMATION sisson 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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One of the most important items in the construction of 


Good Shoes 


1S 


SHOE PATTERN SERVICE 


Conaway-Wadsworth Pattern Co. 


601-3 Enterprise Building 


Also Shop, Montreal, Que. Milwaukee 
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“TRUFORM” YyOUSAVE104@IN 
VAMP MOULDING VAMP LEATHER 


MACHINE 











OU can save 3 feet of upper 
leather on every 24 pair you 

cut over your Blucher Bal Vamp 
Patterns! If the average price 
of upper leather is 75c per foot 
and you cut 100 cases per day, 
you will save $210 per day! 


THE TRUFORM WILL PAY FOR 
ITSELF IN LESS THAN 48 HOURS 


Manufactured by 


Conaway-Wadsworth Pattern Co. 


MILWAUKEE, WISCONSIN 


Eastern Agent, Boston Machine Works 
LYNN, MASS. 
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down sale, but he was reluctant to re- 
sort to newspaper advertising for fear 
that it would only increase the timidity 
of the public to buy. So he hit upon 
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the idea of sending out circulars to pro- 
spective customers. They did the trick, 
without creating any a'arm about 
further declines in prices. 


Los Angeles 


STRAP EFFECTS POPULAR 


Many Retail Merchants Develop 
Styles Shown 


Los Angeles is one of the most cos- 
mopolitan of cities and one sees all 
kinds of footwear on the streets. Strap 
effects, sabots, pumps, all are favorites 
of fashion. There seems to be no limit 
to the diversity of strap effects which 
constantly appear on the streets and in 
the shops.. It seems that every con- 
ceivable model is shown and then one is 
astonished to find there are still other 
varieties being developed. All the mer- 
chants agree that these straps will con- 
tinue to be very popular all through 
this coming season and are preparing 
for a big demand. 

A great many shoe men create and 
develop their own styles, or elaborate or 
modify some clever novelty in order to 
make it popular. 


BOOT SEASON OVER 


Stocksin General Depleted—Buckles 
and Tongue Pumps 


Scarcely any boots are worn and as 
the season for them is practically over, 
the merchant who has them must carry 
them over or else put on a sale to close 
them out. A great many sales have 
been conducted following the holidays 
and stocks dre pretty well depleted. 
This applies to both boots and low 
shoes. The visitor to Los Angeles who 
arrives with boots finds them unseason- 
able and perforce discards them for the 
popular low shoes. This is perhaps one 
of the prime reasons for the brisk way 
in which stocks move. The retail mer- 
chant must carry all kinds of footwear. 

Buckles are being attached to any 
and all models. Tongue pumps are 
attracting quite a bit of interest, es- 
pecially with buckles. 


Providence 


RETAIL MERCHANTS MEET 
Discuss Plans for ‘*Shoe Style Week’’ 


The Rhode Island Retail Shoe 
Dealers’ Association held its first meet- 
ing of the New Year at the Green Lan- 


tern Tea Rooms on January 4. The’ 


purpose of this “‘get together” was to 
discuss the proposition of a Shoe Style 
Show, to be held early in the Spring. 

It was voted that instead of a style 
show, held at ‘some hall or store, a co- 
operative advertising campaign in the 
newspapers be arranged to give pub- 
licity to the featuring of style footwear 
for one week by all of the retail shoe 
merchants of Providence. The time 
specified is the early part of March, 
the campaign to be participated in by 
all of the members of the association. 

A special meeting will be held Tues- 
day evening, January 25, for the appoint- 
ment of committees and the perfecting 
of plans for ‘Shoe Style Week.” 

Max Berry, a member of the Rhode 
Island Retail Shoe Dealers’ Association, 
was the speaker of the evening and gave 
a very interesting paper on “The Voice 
of the People.” 


Special Offerings 


The Newark Shoe Store, Westminster 
Street (M. Samuels & Co.), is offering 


to the public a part of the surplus stock 
from their Wilmington, Delaware, store, 
which was partially burned recently 
during the big fire which completely 
destroyed the Du Pont Leather plant 
in that city. 


Early Closing Asked 


The retail store salesmen of Westerly 
have started a movement to secure the 
closing of all the retail stores on Satur- 
day evenings the year around, at six 
o’clock. At present, the retail stores 
keep open until nine o’clock on the 
evening mentioned. 


The Florsheim Sale 


At the Florsheim Boot Shop on 
Mathewson Street, a ‘‘Florsheim Sale” 
was held last week and the previous 
week. A substantial price reduction 
was made, regular $18.00 values being 
quoted at $11.98. The sale was a big 
success. 


Visited New York on Buying Trip 


David Hughes, shoe department 
manager of the Gladding Company, 
and Frederick Fenner, manager of the 
Sullivan Company, recently visited 
New York on a buying trip. 


147 


Callender Made Director 


At the recent annual meeting of the 
stockholders of the Rhode Island Hos- 
pital Trust Company, Walter R. Cal- 
lender was elected a director. Mr. Cal- 
lender is affiliated with the large depart- 
ment store of Callender, McAuslan & 
Troupe Co. (the Boston Store). 


. 








FASHIONABLE FOOTWEAR 


“Outlook Never Better’? Say 
Two Lynn Shoe Style 
Experts 


Edric R. Taylor of McNichol- 
Taylor, Inc., Lynn, and Charles 
MacLaughlin of Bresnahan, Mac- 
Laughlin, Lynn, went together to 
Milwaukee and looked over styles 
in the big cities on the way. They 
think the outlook for stylish foot- 
wear never better. They com- 
ment on the light and graceful 
appearance of women’s shoes seen 
everywhere. ‘Even the low price 
lines are rich in style,” they 
write. 

Mr. Taylor and Mr. Bresnahan, 
by the way, put on the Lynn style 
show “‘Miss Lynn, Lady of Shoes,” 
at the Boston and the Chicago 
conventions. 
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Women’s Shoes 

















A DESIRABLE LINE OF 
LADIES’ HIGH GRADE FOOTWEAR 
Straps - - Oxfords - - Boudoirs 


Inquiries prom answered - - - 

--- te: Fae deliveries assured. 
PORELL-MAGEE SHOE CO. 

17 Railroad 


Boston O! 
(With Raymond 











: WOMEN’S TURN SPECIALTIES 
= COMFORT SHOES IN STOCK 
with U. S. rubber heels attached 
SEE OUR EXHIBIT AT 
U. S. RUBBER BOOTH, MILWAUKEE 
Felstiner-O’Connell ShoeCo.,Inc. 
41 Washington Street - - - Haverhill, Mass. 














TURKISH SLIPPERS 
IN STOCK AGAIN! 
No.101 Sofia Turkish Slippers 

from Constantinople. 
° bill 
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FABRICS 


‘Satins Ready to Ship 
In all the Leading Shades 


CASKO-—as always—is ready to meet 
the demand of style that develops. 
Today it is Satins. 
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- 


Casko Satins have proven by wear and 


test to be the correct material to put 
into shoes—either low cuts or boots. 


Write for samples to-day or communicate 
with our representative. 


CASKO FABRICS CORPORATION 


Manufacturers and Distributors 


PHILADELPHIA, U-S:A: 


New York Chicago Boston St. Louis 
A.J. Haas J. K. Reynolds Co. A. W. Bliss H. C. Korndoerfer Co. 
10 Spruce St. 221 W. Lake St. 106 Beach St. Leather Trades Bldg. 


Rochester Cincinnati 
Geo, G. Smith W. A. Bennett Co. 
4 Church St. 1015—2nd Nat. Bk. Big. 
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BOOT AND SHOE RECORDER 


Boston 


RETAIL TRADE ACTIVE 


Reduced Prices Bring Many Buyers 
to Shoe Stores 


rhe retail shoe merchants of Boston 
have been exceedingly busy the past 
week. It would seem as if the public 
hed made up its mind that footwear 
had reached as low prices as would be 
possible. Consequently the good folks 
of the city and its suburbs have flocked 
to the stores and have bought every- 
thing offered—high shoes and low shoes, 
Cuban and military heels, Louis heels 
ani Baby Louis, evening slippers and 


serai-dress shoes; whilestraps and tongue 


effects have been hopping from the 
shelves to the hands of the customers 
as fast as the alert salesmen could hand 
them over. This week will go down 
into history as a record-breaker. In 
most cases, the shoes offered are brand 
new styles and fresh stock, which shows 
that merchants have been consistently 
cleaning house and are now offering 
new merchandise at the new readjusted 
prices. 


*SSOME LIFE 


In the Shoe Business Nowadays,”’ 
Say€ President Buckley 


“There is some life in the shoe busi- 
ness nowadays,” said President J. J 
Buckley of the Massachusetts Retail 
Shoe Merchants’ Association, as he 
snatched a moment from his activities 
at the Regal Store, 105 Summer Street, 
to talk to a “Recorder” representative. 
“There seems to be a better feeling on 
the part of the public toward the retail 
shoe trade than a month or so ago. 
The merchants have regained the pub- 
lic’s confidence. People in general feel 
now when they make purchases of 
shoes that they are getting real bar- 
gains. Everybody is taking advantage 
of the low prices quoted on shoe store 
merchandise. 

“Our men’s business in particular is 
showing wonderful results. And if this 
mild weather continues we shall see 
even more low shoes sold than is the 
situation at present. In fact, more 
men’s low shoes have been sold up to 
this time than it was at first antici- 
pated.” 


**Absolute Clearance’”’ 


Big posters at the entrance and in 
the windows of the Regal Shoe Store 
announced “‘Absolute Clearance.” The 
prices quoted in large red and black 
figures on big cards in the windows read 
—$6.65 and $8.85. Every pair sold 
Was guaranteed and was offered at less 
than present factory cost. A new pair, 
or money back, was given if the cus- 


tomer was not entirely satisfied. These 
prices applied to both men’s and wom- 
en’s shoes; the three basement windows 
were well arranged and made a strong 
selling appeal to customers. — 


FROM $6.85 TO $20 


Busy Days at the Store of Thayer 
McNeil Company 


“If business were any better, I really 
do not know how we could handle it,” 
said Paul Goodhue, manager of the 
women’s shoe department of Thayer 
McNeil Company. “Every one of us 
has been moving just as fast as we 
could move all this week—in fact, the 
managers of the departments had to act 
as salesmen, and our merchandise man, 
Mr. Porter, and some of the other chiefs 
were obliged to come down from their 
offices and take our places on the floor. 
The public has been buying pumps, ox- 
fords, boots, evening slippers and every- 
thing we offered. 
people have been waiting for replace- 
ment values, and now that they are 
here in earnest, a great volume of busi- 
ness is being done. We have been here 
in the store nights until seven o’clock 
cleaning up counters, and this rush has 
kept up for the last three weeks. 


All New Goods 


“We are offering all new goods and 
have to keep up a constant buying to 
replenish our rapidly moving stocks. 
I believe all of the shoe stores in the 
city will see more prosperity this 
Spring than for a long time. With re- 
placement priced goods, replacement 
wages and replacement raw materials, 
there will be a wonderful busine:s in 
the Boston market. 

“People have bought readily at all 
of our prices—from $6.85 up to $20; 
they have bought as readily at $20 as 
at $6.85. For $20 they could purchase 
some of the high-grade, hand-made cus- 
tom oxfords, for which they formerly 
paid about $25.” 


$3.85—$5.85—$7.85 


A window filled with women’s boots 
at Bedell’s department store, Washing- 
ton Street, some with military, Cuban 
and Louis heels, in combinations and 
solid colors, bore the price marks of 
$3.85, $5.85 and $7.85. 


“OUT THEY GO” 


Hagan’s Shoe Store Offers Shoes at 
$4.95 to $12.95 


“Out They Go” is the slogan at 
Hagan’s, 505 Washington Street. In 
this sale, $8 quality is offered at $4.95; 


It would seem as if- 
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$10 quality at $5.95; $12 quality at 
$6.95; $14 quality at $7.95; $16 quality 
at $8.95; $18 quality at $9.95; $20 
quality at $10.95; $22 quality at $11.95; 
$24 quality at $12.95. These shoes are 
men’s and women’s high-grade boots, 
oxfords and pumps, in a variety of 
styles, and with the name ‘ Hagan 
Oblast” thereon. All the shoes were 
from regular stock and not a bit shop- 
worn; all in good leathers. None of the 
shoes were bought especially for this 
sale. 


A $6.65 SALE 


At Shoe Department of C. F. Hovey 
Company 


At the shoe department of C. F. 
Hovey Company, 5,762 pairs of women’s 
high-grade, Brooklyn-made and Queen 
Quality shoes, were sold at $6.65— 
former prices, $9.00 to $16.00. The 
sale began Monday of this week, with 
extra sales people and customers to such 
an extent that the overflow had to be 
cared for in the children’s department. 
Every pair was carefully fitted. There 
were oxfords and laced boots—some 
low heels and some high heels; they were 
of brown kid and black kid, of black 
calf and brown calf; there were black 
suede lace boots. There were also black 


‘calf and brown calf oxfords; and black 


and brown wing tip oxfords. All were 
of the best quality in leather, make-up 
and finish. 


A Window in Gray 


A window which brought many sales 
of the shoes displayed was arranged at 
the William Filene’s Sons Co.’s $store. 
This window was trimmed entirely in 
gray. A figure of a woman dressed in 
gray hat and gown showed gray hosiery 
and the “Theresa Twin Strap.” The 
gray twin strap was made on a simple 
yet elegant model, and was the center 
of attraction. F. L. Blaisdell, head of 
the shoe division, said recently: ‘There 
is no question but what in the better 
grade of shoes, the plainer and simpler 
strap effects are made the better they 
will sell. The high-grade shoe manu- 
facturer must make the more simple 
strap styles.” 


Milwaukee Visitors 


Among those who took the special 
Pullman which left the South Station 
on Saturday, last, en route for the big 
Milwaukee convention, were: George O. 
Jones, manager of Rice & Hutchins, 
Inc., 79 Tremont Street, and Mrs. 
Jones; W. W. Willson of Rice & Hutch- 
ins, Inc., and S. J. George of the Signet 
Shoe Company, New York City; W. G. 
Lewis, head of the shoe department of 
Jordan Marsh Co.; Henry E. Hagan 
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of the Oblast Shoe Co.; William and 
Albert Doyle and James Wall of Wall, 
Streeter and Doyle; Mr. Hershenson of 
the Globe Shoe Co.; Viateur Brainville 
of the Boucher-Tetu Co., Woonsocket, 
R. I.; A. Aronson of William Filene’s 
Sons Co.’s shoe department; H. A. 
Laythe of the G. W. Laythe Shoe Co., 
Clinton, Mass.; P. E. Thayer, president 
of the Boston Retail Shoe Salesmen’s 
Association; R. W. Lewis of the Twee- 
die Boot Top Co. Plant Bros., Man- 
chester, N. H., sent Messrs. Long and 
Moore; Slater & Morrill sent two men, 
one of them being F. H. Aylor; and two 
men came downfrom Barre, Vt.—George 
Tilden and L. P. Clough. This Pull- 
man drew into the Convention City at 
5.10 P.M. Sunday. Word has been 
received from these men that their trip 
was well worth while. 


“CORRECT SHOE FITTING” 


Interesting Meeting of Retail Shoe 
Salesmen’s Institute 


_ A very enthusiastic meeting of the 
Boston Round Table was held at the 
Boston Shoe Trades’ Club, 24 High 
Street, Wednesday evening, January 5. 
There was an attendance of over sixty. 
Among those present and participating 
in the meeting were Walter G. Lewis, 
manager of the shoe department of the 
Jordan Marsh Company, W. C. Roose, 
manager of the Beacon Shoe Company’s 
system of stores, Leonard Harford and 
Dr. Clark of the Wizard Light Foot Ap- 
liance Company. The meeting was 
given over to the discussion of points on 
salesmanship. This week’s meeting 
began the subject of “Correct Shoe 
Fittifig.” 

The meetings are conducted by the 
Retail Shoe Salesmen’s Institute in con- 
junction with the Boston Shoe Sales- 
men’s Association. 


With *“*Camco”’ 


E. W. Dunbar, for-several years super- 
intendent of the Apsley Rubber Com- 
pany of Hudson, Mass., has associated 
himself with the Cambridge Rubber 
Company of Cambridge, Mass., as 
superintendent of their rubber footwear 
plant, soon to be ready to supply the 
trade with “Camco” products. Samples 
are already made up and will be shown 
to the trade this month. 


MANY BUYERS VISIT 


New Wholesale House of J. F. Trav- 
ers Shoe Company 

The J. F. Travers Shoe Company 
opened for business at Room 21, 110 
Summer Street, on Monday, January 
10, with a full line of men’s and women’s 
oxfords and boots. This is a medium 
priced line of both welts and McKays. 
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The new company was visited on its 
opening day by several retail merchants, 
the lines inspected, and some orders 
taken. 

The company also has a complete 
line of novelties on exhibition. Many of 
these are in one and two-strap effects, 


(Photo by Purdy) 
JOHN F. TRAVERS 


Manager of J. F. Travers Shoe Co. 


shipments on same to be made the first 
of February. In addition to the novel- 
ties, there is also ready a complete line 
of welts at attractive prices, 


At-Once Shipment 


“I am looking for buying from the 
New England retail merchants to start 
in about the middle of this month,” 
said Mr. Travers. ‘‘We are prepared to 
take care of any orders we may receive 
promptly, as we have the goods on the 
floor, ready for at-once shipment. I 
think that we have anticipated the 
wants of the New England and New 
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York State retail shoe merchant pretty 
thoroughly, so that we have at his com- 
mand just what he requires. I am going 
to cover the trade of New England and 
New York State very shortly. My 
brother, T. S. Travers, will take charze 
of the store during my absence.” 


Associated Shoe Company to Ho!d 
15th Annual Meeting and Din- 
ner January 19 


The annual meeting of the Associated 
Shoe Company will take place at iis 
Boston headquarters, 110 Summer 
Street, on Wednesday, January 19. On 
the evening of this date, at 6.30, tiie 
15th annual dinner of the association 
-will be held at the Boston Shoe Trad+s 
Club. This dinner is exclusively for the 
86 members of the association. Election 
of officers for the ensuing year will take 
place. A round table discussion of con- 
ditions in the trade will be an important 
feature of the gathering. 


HOCKEY TEAM MEMBERS ARE 
GUESTS OF SHOE TRADES’ CLUB 


Members of the recently organized 
Boston Shoe Trades’ Club hockey team 
and sporting editors of Boston dai!y 
newspapers were honor guests of the 
club at a luncheon and reception held 
in the club last Wednesday. The team, 
which is made up of players recruited 
from the shoe and leather industry in 
Boston and vicinity, will compete for 
national championship honors under 
the managership of Milton Stearns and 
the captaincy of Raymond Skilton. 
Following the luncheon short addresses 
were made by E. B. Terhune, president 
of the club; Henry Lapham, promin- 
ently identified with the shoe and 
leather industry in New England, and 
Captain Skilton. The latter asked for 
the loyal support of every member of 
the club and urged their attendance in 
a body at the new Boston Arena on 
nights. when the club team is scheduled 
to play, 


Brockton 


BROCKTON AT STYLE SHOW 


List of Men Present at the Big 
Milwaukee Convention 


Members of the Brockton shoe 
manufacturing concerns who exhibited 
at the Milwaukee Style Show the past 
week are enthusiastic over the develop- 
ments of that exhibition. All are re- 
turning to Brockton with new and en- 
thusiastic plans for development of the 
Spring business through orders received 
and interest aroused by the made-in- 
Brockton exhibits. Those representing 


\ 


Brockton concerns at the Style Show 
included: 


Roster of Delegates 


F. E. Packard, W. D. Leach, A. J. 
Chase, E. A. Burrill, H. F. MacKinnon, 
George E, Keith Company; L. H. Gil- 
son, Brockton-Rand Company; Gould 
S. Pitcher, Thompson Bros. Shoe Co.; 
Stephen F. Alden, Churchill & Alden 
Co.; G. M. Rand, Tolman Print, Inc.; 
L. H. Dalton, E. B. Slocum, C. F. 
Barstow, J. A. Warrender, Delton 
Company; Charles M. Park, The Pres- 








Jan. 15, 1921 


ton B. Keith Shoe Co.; G. L. Wilcox, 
Whitman & Keith Co.; J. H. Field, 
J. J. Kaltenbrun, Al Wiskochel, C. A. 
Eaton Co.; P. G. Flint and Troland 
Cleare, Field & Flint Co.; W. H. H. 
James, H. S. James, Stacy-Adams Co.; 
ett a of the Diamond Shoe 

; W. H. Dunbar, Dunbar Pattern 
‘ ‘al Albert Doyle, Wall, Doyle & Daly, 
inc.; Hector E. Lynch, Jr., and B. H. 
Pulker, Howard & Foster Co. 


Shoes at $100 a Pair 


Albert Doyle of Wall, Streeter & 


Doyle, North Adams, Mass., and a 
resident of this city, recently designed 
two pairs of men’s shoes said to be 
among the most expensive ever gotten 
out. They are made to retail at $100 
and $90 a pair, respectively. The 
former is of patent kid with pure gold 
leaf lining, gold hooks and eyes and a 
$20 gold piece inserted in the heel of 
each shoe. The $90 pair is of brown 
leather with bright red satin lining. A 
gold watch of the wrist watch type is 


’ inserted in the left shoe just above the 


ankle. These shoes, of course, are 
primarily for exhibition purposes, and 
as such attracted much attention at 
the Milwaukee Fair, where they were 
shown by Mr. Doyle. 





Boosting Brockton 


The Brockton Chamber of Com- 
merce has appointed a Publicity Com- 
mittee, consisting of local newspaper 
men and advertising managers of 
Brockton shoe manufacturing houses. 
Among the latter are William T. Card 
of George E. Keith Company; F. L. 
Erskine, W. L. Douglas Shoe Company; 
H. W. Fleming, Churchill & Alden 
Company; Troland Cleare, Field & 
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Flint Company. George H. Leach of 
George E. Keith Company is co- 
operating in the work. Several proposi- 
tions to boost Brockton are now under 
consideration and will be taken up by 
the general committee. 


Shoe Manufacturer’s Birthday 


Charles Howard, President of How- 
ard & Foster Company, shoe manu- 
facturers of this city, observed his 84th 
birthday on January 9. Mr. Howard, 
who was born in North Bridgewater 
(now Brockton), has spent his entire 
life in the town and city. He has for 
many years taken a great interest in 
the Brockton Fair, serving as President 
and on the Board of Directors. He has 
been one of the most consistent boosters 
for this yearly festival. Mr. Howard 
besides taking an active part in the 
business is a director of one of the local 
banks and seldom misses a meeting. 


Increased Capitalization 


The Union Shoe Company, organized 
about a year ago, has voted to increase 
its capitalization from $50,000 to $100,- 
000. The present output of 20 dozen 
pairs daily is to be increased to 30 dozen 
pairs. The President is James Alfred; 
Treasurer, Robert Leavitt. Other 
members of the firm are: Robert Gins- 
berg, clerk; and James L. Alfred, office 
manager. 


New Park Commissioner 


Treasurer Harold C. Keith of George 
E. Keith Company was recently ap- 
pointed by the Mayor as a member of 
the Brockton Park Commission to suc- 
ceed his father, the late George E. 
Keith, 


St. Louis 


MORE BUYING REPORTED 


Smaller Merchants Now Coming 
Into St. Louis Market 


With the turn of.the New Year the 
St. Louis wholesalers and manufactur- 
ers are beginning to sense a still further 
development of improvement in the 
buying for the Spring and Summer. At 
first the buying, early in December, 
began to come from the larger stores 
and departments which had begun to 
realize that their stocks would not be in 
a condition to meet the Spring demand 
if the buying were longer delayed. Now 
the buying is making itself evident 
from a somewhat lower strata as re- 
gards size of store and business, while 
the same situation is reflected in the 
reports of salesmen who have been in 


their territories or who are still there 
and have not come in as yet for the late 
Spring samples. Factories generally 
are in good condition to handle orders 
up to their capacity if rush orders come 
in, and preparations have been made 
for the buying that has been anticipated 
as likely after the N. S. R. A. conven- 
tion at Milwaukee starts off the re- 
tailers who have been waiting for some 
encouragement as well as reinforcement 
in the belief that shoe prices were about 
as low as they could be expected to be. 
Factory efficiency is noticeably im- 
proving and as yet there has been no 
especially definite movement to reduce 
wages, although the decreasing cost of 
living is regarded as likely to bring that 
question up before very long, although 

it is not expected to come up in any 
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untoward manner as the plants in St. 
Louis are generally covered by wage 
agreements which will hold, changes 
being made by mutual agreement. Out- 
put and shipments of plants are growing 
a little slowly at present, but heavier 
operations are expected by the first of 
the coming month. 


Retail Prices Generally Lower 


The local retail merchants are em- 
phasizing their reductions in price, 
both on odd lots and discontinued 
numbers and on general lines. This 
latter has been noticeable in the stores 
which have in the period preceding the 
war followed the practice of maintaining 
leaders at a permanént price, but which 
changed this figure when rising prices 
made it imperative. The latest to adopt 
this course is Sensenbrenner’s which 
prior to the war had the “‘Sensenbren- 
ner Six,” later raising it to the “‘Sen- 
senbrenner Eight’? and now has re- 
turned to the “Sensenbrenner Six” as 
its leader. A similar instance recently 
was that of the Huette stores with 
their five and six dollar lines which 
during the war were raised and are now 
back to the old figure. The selling at the 
clearance sales which have already 
been announced has been fair, but there 
has been nothing in the way of a heavy 
rush, indicating that the public is not 
yet entirely convinced as to the price 
situation. However, this is regarded 
as but a matter of a short time and that 
within the next 60 days the consumers 
will have been assured that the bottom 
in shoés has been reached. The policy 
generally of the local establishments, 
inquiry reveals, is now to get rid of all 
surplus and broken lines and put the 
stocks in as clean condition as possible 
for the Spring and Summer selling. 


Dinner Precedes Departure for 
Milwaukee 


The St. Louis manufacturers, whole- 
salers and retailers, accompanied by a 
considerable number of retailers from 
outlying cities and towns of Missouri 
and adjoining states, departed in a 
special train for Milwaukee Saturday, 
January 8, at 11 P M. to attend the 
N. S. R. A. convention. All left in a 
mellow mood, following a_ perfectly 
appointed dinner given by the St. Louis 
Association of Shoe Manufacturers and 
Wholesalers at the Hotel Jefferson with 


- the retailers from the city and outlying 


districts as guests. The attendance at 
the dinner aggregated about 300 and 
most of the guests and hosts left on the 
special train, being taken to the station 
in motor cars which had been provided 
by the hosts of the occasion. Retailers 
from a dozen states were in attendance 
at the dinner and the representation of 
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the hosts of the occasion included 
many from each of the 24 houses in the 
association. President Harry Vinson- 
haler of the association acted as toast- 
master and introduced the speakers who 
included Charles E. Williams of St. 
Louis, President of the Missouri As- 
sociation; Arthur E. Ebbs, President 
of the St. Louis retail organization; 
Herbert M. Morgan, formerly of the 
shoe industry but now with the St. 
Louis Union Trust Company; Edward 
E. Hidden, banker, who spoke for the 
St. Louis Chamber of Commerce; 
John A Bush, President of the Brown 
Shoe Company and others. Mr. Mor- 
gan in summarizing the shoe industry 
of St. Louis for 1920 stated that the 
aggregate was $180,000,000 or more 
than $30,000,000 in excess of any pre- 
vious year in the history of the shoe 
business. Mr. Bush in discussing the 
trade conditions stated that the orders 
which his company had received in the 
opening days of the New Year bore an 
entirely different aspect from those 
which had been received in the closing 
days of 1920 and on this foundation as 
well as other facts and factors be based 
a prediction of steadily improving 
business. W. E. Buckley of Houston, 
Texas, a retailer, said that the retailers 
of the Southwest were very optimistic 
regarding the future and expressed his 
belief that by Fall shoe prices would 
be at the pre-war figures or as near those 
figures as they would be for many years 
to come. The dinner was a thoroughly 
enjoyable affair and lasted until the 
last minute possible prior to the de- 
parture scheduJe of the special train. 
The St. Louis shoe manufacturers and 
wholesalers have expended $30,000 in 
the preparation of the exhibit at the 
N. S. R. A. convention, which is a joint 
affair of the St. Louis market, and will 
expend as much more in traveling, 
hotel and entertainment expense, dur- 
ing the convention. The party leaving 
St. Louis will make its return to St. 
Louis at will, the special train being 
only for the going trip. 


Open Shop Policy Announced 


The Brauer Bros. Shoe Company of 
St. Louis, the past week announced an 
open shop policy and a reduction of 
wages affecting all employes, making 
the statement that it was impossible to 
compete with other manufacturers at 
the rates of wages paid, for which 
President A. J. Brauer declared they 
were not getting an adequate day’s 
work from the employes. Under the 
new arrangement union members dre 
not barred from the plant which puts 
out about 500 pairs daily. The shoe 
plant is a department of the company 
which also operates a leather goods plant 
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which has not been unionized. The 
change in the shoe plant policy was 
announced coincident with the expira- 
tion of a union contract with the United 
Shoe Workers’ Union. President Brauer 
also announced that his company had 
been able to obtain sufficient help under 
the new policy to operate the plant to 
the full needs of the present. 


Left Early for Milwaukee 


Manager of Sales Charles S. Strayer 
of the Johansen Bros. Shoe Company, 
who has had immediate charge of the 
preparations at Milwaukee for the 
joint exhibit of the St. Louis houses, 
left for Milwaukee Thursday of last 
week in order to be on the ground dur- 
ing the preliminary period of preparing 
the exhibit and also to look after the 
interests of his company which had 
taken a sample room in the Plankinton 
Arcade. Vice-president and treasurer, 
Harry G. Johansen, went to Milwaukee 
with the special train which left Satur- 
day night. Both will return to St. 
Louis Monday, January 17. 


Found Guilty of Shoe Thefts 


Two men of the many who have been 
a part of the source of trouble in the 
shoe thefts which have been going on in 
and around St. Louis recently received 
their punishment in the Federal Court 
last week. Philip Silverstein, a retail 
shoe merchant, who received stolen 
goods, was fined $2,500 and costs by 
United States Judge Faris on a plea 
of guilty. Max Greenberg, who stole 
the shoes and was found guilty largely 
on Silverstein’s evidence was given a 
sentence of three years in the peniten- 
tiary which he will serve at Leaven- 
worth Federal prison. The clemency 
for Silverstein was due to his giving 
evidence, but the judge announced 
that although clemency was allowed, 
he proposed to “‘take the unholy profits’’ 
out of criminal fence operation. Hence 
the $2,500 fine. 


Fur Auction Begins February 7 

The International Fur Exchange of 
St. Louis, which passed its usual fur 
auction last Fall because of fur price 
and market conditions, will hold an 
auction of raw furs beginning February 
7. Included in the sales will be about 
15,000,000 skins of all kinds from the 
cat and the rabbit up to the seal, blue 
fox and similar valuable pelts. Tlie 
total value of the skins to be sold is 
estimated at $27,000,000 even at pres- 
ent quotations for raw furs. Included 
in the sales also will be furs which have 
been held by the Exchange for a con- 
siderable number of persons and com- 
panies which’ have received advances 
on these particular skins of from 30 to 
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60 per cent of their value. The auction 
of February 7 will mark the resumption 
of regular sales, the fur market having 
reached a state in which such action is 
regarded as best for the trade in general. 


Brown Shoe Company Declares 
Dividend 

The Brown Shoe Company has de- 
clared its quarterly dividend of one 
and three-quarter per cent on the pre- 
ferred stock of the company. It will 
be payable on February 1 to stock- 
holders of record January 20. No 
dividend has been declared on the 
common stock which is ranging around 
$34.00 on the local stock exchange an: 
from that up to $37.00, while the pre- 
ferred is selling at $81.50. Interna- 
tional Shoe Company common is quoted 
at present at $165 to $168 with its pre- 
ferred selling at $105 to $106 per share. 
No recent quotations have been made 
on Hamilton Brown Shoe stock. 


Advertising Manager Resigns 


W. H. Montague, who has been ad- 
vertising director of the Hamilton 
Brown Shoe Company, for several 
years, also operating the printing 
plant which is controlled by the com- 
pany, has severed his connection with 
the house, effective the first of the year. 
He has made no announcement of his 
plans for the future. John E. Ritchey, 
for many years sales executive of the 
company, is also no longer with the 
company, but is understood to have 
plans for future business connec- 
tion with the coming Spring. 


Re-elected Head of Federal Reserve 
Bank 


Davis C. Biggs, for many years an 
executive of the International Shoe 
Company, but who has been for the 
past year or more governor of the 
Federal Reserve Bank of St. Louis, was 
the past week re-elected to that posi- 
tion by the directors of the bank. 





Buffalo Travelers 


A. F. Jenks was re-elected president 
of the Buffalo Association of Traveling 
Shoe Salesmen, which was held Satur- 
day at the regular meeting of that 
organization at the Hotel Iroquois. 

Other officers elected were: Fred 
Zorn, first vice-president; Charles 
Hahn, second vice-president; Charles 
Wood, third vice-president; R. J. 
McDonald was re-elected secretary and 
Charles W. Reis was elected treasurer. 
Mr. Jenks and Mr. McDonald, who will 
attend the national convention at Des 
Moines January 17 and 18, received 
their instructions. 
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BOOT AND SHOE RECORDER 


Haverhill 


“SELLING HAVERHILL” 


Campaign Inaugurated Emphasizes 

City’s Prominence as Shoe 

Center 

The ‘Selling Haverhill” campaign 
which was recently inaugurated by the 
Haverhill Shoe Manufacturers’ Associa- 
tion, has aroused much interest among 
the trade. As a result of this publicity, 
H:verhill’s prominence as a shoe 
manufacturing center is emphasized to 
the buyers of Haverhill footwear. 
Several of the leading concerns have 
received substantial orders during the 
past week. The Milwaukee Fair, at 
which Haverhill is well represented, 
will undoubtedly prove a strong factor 
in the coming season’s business. 


Manufacturers Participating 


The following official list of the 
membership of the Haverhill Shoe 
Manufacturers’ Association includes 
the concerns identified with the “Selling 
Haverhill” campaign: 

Harry E. Adams,Bradley Shoe Co., 
E. Bottomley & Co., The Wm. H. But- 
ler Co., Geo. F. Carleton & Co., Inc., 
Chesley & Rugg, B. E. Cole Co., Inc. 
Collins & Staples, H. S. Collins, Inc., 
John H. Cross, Inc., Ellis-Eddy Co., 
Emery & Marshall Co., Farber Shoe 
Co., Felstiner—O’Connell Shoe Co., 
C. K. Fox, Inc., Gale Shoe Mfg. Co., 
M. Garbelnick Shoe Co., Inc., Hervey 
E. Guptill, Harris Shoe Co., H. C. 
Harris, Hartman Shoe Co., Herrick- 
Foote & Laurin Co., Inc., Hilliard & 
Taber, Inc., Hopkins & Ellis, Geo. C. 
How Co., W. C. Hunkins & Co., Karelis 
Shoe Co., Kimball-Sherman Co., 
Knights-Allen Co., Inc., John Lancy, 
Jr., Geo. B. Leavitt & Co., Herman E. 
Lewis, LeBosquet-Moore Co., Lexing- 
ton Shoe Co., Liberty-Durgin, Inc., 
Malbon Shoe Co., Inc., J. A. Manning 
Shoe Mfg. Co., McCormick-Perry Shoe 
Co., H. W. Murray Co., Inc., J. H. 
Murray Co., Newton Shoe Co., S. I. 
Parker Shoe Co., Phillips-Cram Corp.; 
The RickardS hoe Co., Robinson Shoe 
Co.,S. & S. Shoe Co., Sheridan Brothers, 
Inc., Edward E. Sullivan, Tessier & 
Bowdoin Co., F. J. Thompson, Inc., 
Ira J. Webster Co., Wingate Shoe 
Corp., Witherell & Dobbins Co.,Clare- 
mont Shoe Co., J. A. Jonas Shoe Co., 
Cushman & Herbert, Harrison-Lock- 
wood Co., H. B. Goodrich & Co., 
Knipe Bros. Inc., J. H. Winchell & Co., 
Inc., W. S. Chase & Sons, Inc. 


Open Boston Office 
Hannahsons Shoe Company, one of 
Haverhill’s shoe manufacturing con- 
cerns specializing in women’s satin and 





canvas low cut novelties has opened a 
Boston office at 183 Essex Street, room 
706. A full line of turn and McKay 
novelties will be shown by J. F. Wheeler, 
one of Boston’s well-known traveling 
men. tye 


Adams Resumes Manufacturing 


F. E. Adams of F. E. Adams Shoe 
Company, whose factory in Seabrook, 
N. H. was destroyed by fire last week, 
says in reference to future plans, ““We 
have arranged to seoure factory ac- 
commodations near our former location, 
where our skilled help will be employed 
in the production of women’s high 
grade turn footwear. Lasts and pat- 
terns will be gotten out and work begun 
as soon as possible. We have opened a 
Haverhill office at 18 Granite Street 
where, for the present, our business will 
be transacted.” 


Liberty Elected Chairman 


F. H. Liberty, formerly of Liberty- 
Durgin, Inc., has been chosen head of 


the Haverhill Shoe Manufacturers’ . 


Association. Mr. Liberty is well 
adapted to the position which he oc- 
cupies through long experience in shoe 
manufacturing and shoe costs. Other 
members of the board are: Herman E. 
Lewis, G. H. Carter, S. H. Marshall, 
Edward McCormick, J. H. Whitcomb, 
Lurad H. Downs, H. H. Hicks, D. Roy 
Knipe. The Chairman of the Board of 
Directors will be elected annually. 
The other members serve for five years, 
which is the term of the agreement 
under which the manufacturers are 
now organized. 
Making Boudoir Slippers 

McCarthy .& Booden is the style of a 
concern making women’s boudoir slip- 
pers with factory on Washington Street 
in this city. The members are: D. L. 
McCarthy, Jr. and W. H. Booden. 
They have a Boston office at 108 Lin- 
coln Street with Frank Cutting as 
representative. 





_ Outside Construction Completed 


The eight story factory at the corner 
of River and Washington Streets con- 
structed by the Whittier Building As- 
sociation is complete as far as outside 
construction is concerned. This eight 
story building of reinforced concrete is 
one of the largest in the city. It is 
constructed especially for shoe manu- 
facturing and comprises a floor area of 
over 80,000 square feet. It faces Wash- 
ington Street and extends back to the 
river, light being obtainable on three 
sides. Witherell & Dobbins Co., 
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manufacturers of women’s welt and 
turn shoes, will occupy this modern 
building in the Spring. 


Busy on Easter Orders 


Haverhill shoe manufacturing con- 
cerns making women’s novelty turn, 
welts and McKay goods are well sold 
up for Easter production. A large 
amount of buying has been done at 
Milwaukee during the past week. Hav- 
erhill manufacturers who were present 
at the big show pronounce it a turning 
point and the beginning of a sub- 
stantial season’s business. Gray is 
the favorite color, while straps and 
colonials are in great demand. 


> 





Nation-Wide Campaign to 
Prevent Freight Claims 


‘As a result of the recent Freight 
Claim Prevention Congress held in 
Chicago, the Freight Claim Division of 
the American Railway Association will 
make an exhaustive study of the causes 
contributing to loss and damage to 
freight and endeavor to eliminate all 
preventable wastage. 

Among the problems to be con- 
sidered, the officials in charge of this 
work will, it is believed, find it desir- 
able to fully investigate the advantage 
of having shippers use boxes that are 
reinforced with metal. It is oftén’pos- 
sible to increase the strength of a box 
from 100 per cent to 500 per cent and to 
materially reduce claims for pilferage 
and for loss and damage in this way at 
comparatively small cost. ‘ 

Trans-Atlantic Steamship Lines have 
found this method of strengthening 
boxes so effective that export shipments 
of various commodities, when made in 
reinforced or strapped boxes, are .ac- 
corded a rate of 10 cents per hundred 
weight less than when packed in other 
boxes. 

The American Railway Express Com- 
pany recommends the use of metal to 
give shipping cases added strength. In 
the express company’s proposed tariff 
containing specifications for various 
boxes and crates to carry fresh fruits 
and vegetables, the use of metal straps 
or reinforcing is specified. 

The railroads also favor this method 
of increasing the efficiency of boxes. 
Specifications adopted by the Con- 
solidated Classification Committee for 
standard railroad containers to carry 
boots and shoes require the use of metal 
strapping or reinforcing whenever the 
gross weight of the package is in excess 
of 120 pounds. When the gross weight 
of such shipments is 120 pounds or less, 
use of boxes made of thinner lumber is 
permitted under the specifications when 
the boxes are re-inforced or strapped 
with metal. 
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Building Plus Business 
for Dealers Everywhere 


This is the “‘U.S.”’ Portland—a leader 
among modern overshoes. What- 
ever the nature of your trade — city, 
town or country—this popular mer- 
chandise will lead to profits and 
satisfaction. The sturdy upper, the 
firm union between fabric and foxing 
by a special lapped construction, and 
the rugged railroad sole place it ina 
class by itself. As a trade builder for 
shoe retailers everywhere the ‘“‘U.S.”’ 
Portland has no superior. 


United States Rubber Company 


Always specify 
SPRING-STEP 
Rubber Heels 
when ordering 
leather shoes. 
They wearlonger. 
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An Important Explanation 


Rubber Man’s Letter Clears Up Slow Deliveries 


and Price Question 


A prominent rubber man has recently 
issued a letter of explanation to a 
Western retail merchant who had writ- 
ten to him to address two state conven- 
tions of shoe men and give some light on 
the present rubber situation. The let- 
ter from the rubber man reads as 
follows: 

“Relative to the two points which 
seem to be agitating the minds of the 
merchants on rubber footwear, the first 
of which is that delivery is very slow on 
the particular lasts and patterns in light 
rubbers that are most in demand at the 
present time, will state that every effort 
humanly possible is being exerted to 
produce sufficient gum shoes of the 
types needed to .supply the trade. 
Among the reasons why this shortage 
exists are the following: 

“Our factories’ production on gum 
shoes this year for domestic consump- 
tion exceeds the production of 1919 by 
practically 17 per cent, and we believe 
that we will soon have supplied to all of 
our customers, sufficient gum shoes of 
most styles to meet their trade’s 
requirements. 


Rubber Price Situation 


“In answer to the second point that is 
brought to your attention by the retail 
merchants, most naturally it is difficult 
for the retailer to separate in his mind 
rubber footwear values from the values 
of other merchandise. 

“Waterproof rubber footwear prices 
from 1910 to 1920 show an average 
weighted advance of approximately 27 
per cent. There was a decline in prices 
in 1912, 1913 and 1914 and the advance 
from January 1, 1914 to January 1, 
1920, represents an average weighted 
advance of approximately 50 per cent. 

“It took practically five years for 
rubber footwear prices to attain their 
present level. 
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Rubber Footwear 


The Market Situation - Prices and 
Style Information - Trade Notes 


Sc ; 





Reasons for Shortage 


“*1.— During the five years past, 
due to unusual Fall, Winter and 
Spring weather, there has been a 
greater demand for gum shoes 
than there has been production. 

**2.—_Production has been ham- 
pered because of the scarcity of 
female help necessary to make 
gum shoes. 

“3.—There has been great 
difficulty in obtaining equipment 
necessary for making gum shoes. 

“4.—The inordinate demand 
for other types, the making of 
which occupied physical space. 

“‘5.—The unusual Winter - of 
1919-1920 practically. put into 
consumption gum shoes as fast as 
it was possible to get them into 
the hands of the retail merchant. 

“‘6.—The epidemic of influenza 
caused many consumers to supply 
themselves with gum shoes, many 
of whom had in years past been 
indifferent to wet or damp feet. 











Waterproof Prices Stationary 


‘‘Waterproof rubber footwear prices 
remained stationary since January 1, 
1920, during the sky-rocketing period 
of the early months of 1920. 

“You perhaps will recall the many 
favorable remarks directed by the retail 
merchants toward rubber footwear 
prices during the years of 1917 to 1919 
and early in 1920, which were that the 
cheapest article of merchandise that 
could be purchased and the article that 
showed the least per cent of advance 
in price was . waterproof rubber foot- 
wear. 

“The retail dealer must remember 
that he cannot have his cake and eat it, 
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and I am sure, knowing a great many of 
them. as I do, that they are inclined to 
be fair and just.” 


Regarding Apsley Prices 


The Apsley Rubber Company have 
issued a letter to the trade under date of 
January 1 in which they give terms and 
prices on rubber boots and shoes for the 
season of 1921, orfrom January 1, 1921, 
to November 30, 1921, both inclusive, 
or within such following period not 
later than March 31, 1922, as shall have 
elapsed before the company shall make 
a change. Their tennis and canvas 
footwear prices remain the same as on 
their announcement of August 2, last. 


Rock Hill Line 


, Black Red White 
—* Net Net Net 
Duck Foot Hip 
ee 
Duck Foot Sport- 


$5.75 $5.75 


Duck Foot Storm 
King Boots.... . 
Duck Foot Short 
Bees... ... 35% 


BOYS’ 
Duck Foot Storm 


King Boot... .. 
Duck Foot Short 


YOUTHS’ 
Duck Foot Storm 
King Boot... . . 
Duck Foot Short 
DE. a. 3... 2 eee 2.36 
Rock Hill Boots Net or Friction Lined 
only. 


3.10 


Arctics 


Men’s All Rubber Arctic $2. 

Men’s All Rubber Arctic, 
Double Sole 

Men’s’ Buckle 
Double Sole 

Men’s P. G. Red D. S. 
and Red Foxing Arctic. 

Men’s Buckle Arctic.... . 

Men’s_ Buckle Arctic, 
Rolled Edge 


Arctic, 
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DECIDEDLY BROCKTON SHOES 
QUICK DELIVERIES 


ORDERS FILLED IN FROM 10 DAYS TO TWO WEEKS 


Made by Brockton’s expert shoemakers—not at revised 
prices, but at prices based on actual cost of production, 
under lowest overhead and best factory conditions. Let 
us make you a sample order 
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Present 
Prices 


for Winter of 


1920-1921 


Our Apollo, made in plain“ ~ bal, 
hy pat egg AG black, aterproot construction, seven iron 
Son If, No. 1 fine sole. Pri 25 Wi Dark doubler, No. 1 overweight outsole. A solid 
full grain calf, No. 1 fine sole. Price $6. ine or ar pone mam? mn a 
Cordovan 


$7.25 
Colored Calf 


from 


$4.75 to $6.25 


Gun Metal Calf 
$5.25 to $6.00 
Full Grain Side 


Leather 
$4.25 to $5.00 


Kid 
Full grain patent leather, . flexible (flack or Brown) 


sole, dress shoe, tein best quality — - Full ain atent leather dance 
screw worsted top.........0++++00+ $5.7 $5.25 to $6.00 quliepllacscce<coke bE SCR: Poem $4.85 


All Prices Are Subject to 
Change Without Notice 
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Our Line 100% Goodyear Wingfoot Rubber Heels 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station) MASS. 
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Men’s Arctic, Rolled 

Edge, Red Sole 2.40 
Men’s Arctic, Red 

GOR Sor Ried Cae eee 2.35 
Boys’ Buckle Arctic..... 1.70 
Youths’ Buckle Arctic... 1.35 
Women’s Buckle Arctic 1.45 
Misses’ Buckle Arctic.... 1.20 
Children’s Buckle Arctic 1.00 


Storm King Boots 


*\len’s Storm King.... 4.00 
*Roys’ Storm King 3:25 
*Youths’ Storm King... 2.40 
Misses’ Storm King, Black 
Fleece Lined... 
Children’s Storm King, 
Black Fleece Lined... 2.10 
“Wool Lining 35 cents extra. 


Short Boots 


Misses’ Black Fleeced 


Children’s Black Fleeced 


*Wool Lining 35 cents extra. 


2-Buckle Gaiters 


Men’s 2-Buckle Gaiters. 2.75 
Boys’ 2 -Buckle Gaiters. 2.25 
Youths’ Buckle Gaiters... 1.95 
Women’s Buckle Gaiters 2.05 
Misses’ Buckle Gaiters... 1.85 
Children’s Buckle Gaiters 1.65 


Jersey Cloth Top 
Men’s Emperor, 6-Buckle Light 


Youths’ Emperor, 4-Buckle 
Light Gaiter 

Women’s Empress, 6-Bkle. 
Light Gaiter 

Misses’ Empress, 6-Bkle. Light 


Children’s Empress, 5-Bkle. 
Light Gaiter 

Women’s Empress, 4-Bkle. 
Light Gaiter 

Misses’ Empress, 4-Bkle. Light 


Children’s Empress, 4-Bkle. 
Light Gaiter 
Women’s Empress, 3-Bkle. Light 


Children’s Empress, 3-Bkle. 
hight Gaiters... i%68 ee 
Men's Light Dress Arctic..... 





Women’s Light Dress Arctic.. 1.55 
Misses’ Light Dress Arctic.... 1.30 
Children’s Light Dress Arctic.. 1.10 


NET LIST AND DISCOUNTS 
ALLOWED 


From Apsley Rubber Company Price 
List 

(Subject to change without notice) 

Rock Hill Brand. At 8 and 8 per 
cent off Net List. 

Apsley Brand. At 8 and 8 per cent 
off Net List. 

Hudson Brand. At 8 and 8 per cent 
off Net List. 

Middlesex Brand. At 8 and 8 per 
cent off Net List. 


Cash Discount. Cash discount at 


the rate of twelve (12) per cent per 
annum will be allowed to the purchaser 
for prepayment of account. 

Interest. Interest at the rate of six 
(6) per cent per annum will be charged 
on overdue accounts. 

Terms. Deliveries of goods made 
hereunder from January 1, 1921, to 
March 31, 1921, both inclusive, shall be 
payable the 15th day of the second 
month following date of invoice. De- 
liveries after March 31, and prior to 
November 1, 1921, shall be payable 
December 15, 1921. Deliveries after 
November 1, 1921, and until further 
notice, shall be payable the 15th day of 
the second month following date of 
invoice. 

Freight. The sale of goods to the 
purchaser will be completed when de- 
livered to carrier. Cost of transporta- 
tion by freight to the purchaser allowed. 


The company does not undertake to. 


mark or to ship goods to the purchaser’s 
customers. 

Delivery of Orders. Deliveries are 
undertaken subject to labor strikes, fire 
or other casualties beyond our control. 

Should federal taxes or duties be im- 
posed which increase the cost of mer- 
chandise, prices on any orders accepted 
are subject to change by the company. 
—such change to be limited to the 
actual increase in cost thereby entailed. 

The company does not obligate itself 
to the acceptance of detailed orders to: 
supply all of the particular styles called 
for, but only such quantities of the par- 


‘ticular styles included in the orders de- 


tailed as the company can supply with 
ordinary endeavor, in connection with 
its capacity to produce and its whole 
business. 

Any change by the purchaser in de- 
tailed orders will be accepted by the 
company, provided the goods have not 
been made or are not in process of 
manufacture at the time notice of 
change is received. 
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THE RUBBER MARKET 


Buying Spurt Between Dealers 
Causes Price Rise Followed by 
Drop 


The close of the rubber market on 
January 6 saw the end of the buying 
that had caused a sharp rise in prices for 
plantation grades. At that time some 
of the early buyers had turned sellers 
and that was the case when the market 
opened January 7. There were some 
half a dozen sellers seeking orders for 
January arrival smoked ribbed sheets at 
19c, for January-June at 20c, for April- 
June at 2lc, for July-December at 25c 
and for spot at 18c, thus bringing the 
market back to the level from which the 
rise started on the preceding day. There 
appeared to be no buyers at any of these 
prices, and the market closed dull with 
an easy undertone, especially as London 
came somewhat lower at 13d. 


What Check-up Reveals 


A check-up made by dealers is said to 
have shown that practically 100 per cent 
of the business of January 6 was done 
between themselves, and that none of 
the buying was for factory account. 
Hence is then seemingly dissipated the 
belief entertained by not a few mer- 
chants that the turn had come and that 
a resumption of buying by the manu- 
facturing consumers had started. 


Rubber Quotations 


Para—Up-river, fine...........17 @.. 
Up-river, coarse............124@.. 
SOMME: BBG icisiies ice AO  @:. 
Island, coarse : 
Caucho, ball, upper......... . .133%4@.. 
Caucho ball, lower...........114@.. 
CAMO i aoih 5:5 065 a2 oieie's ose os ADs 

Plantation—First latex, crepe.184@. . 
Brown crepe, thin, clean 
Brown crepe, rolled 
Smoked ribbed sheets....... 

Centrals—Corinto............ 
Esmeralda......... . 

Guayule, wet 

Balata, block, Ciudad 

Balata, block, Panama... . . 

Dainte, GE as 33.45.0000583 @80 


Scrap Rubber 


The flurry in crude rubber has found 
no reflection in this market, which is 
exceedingly dull with a weak undertone. 


Boots and shoes 

Arctics, trimmed............ 
Arctics, untrimmed........ 
Tires, automobile........... 
Bicycles, pneumatic......... 
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—SON’S SHOE— 
No, 460. Stanton Last. ‘Glove Grip” 
Wine Cordovan Circular Oxford. Heavy 
single sole. O’Sullivan Heel. In stock. 
AA-D. Price, $8.85. 


‘‘What Shoe Is That, Son?’’ 


*It’s a ‘Glove-Grip’ shoe; Made by Arnold, dad.” 
“See the shape of the arch?’’ 

“There’s where they have done something that makes 
the shoe set the best and ag the best of any shoe 
I’ve had.”’ 

“It’s the coming shoe, dad.”’ 

“I saw it advertised in the Saturday Evening Post.’’ 
“‘Went over to Brown’s to see if he had it and he did. 
Just put it in, for other people had seen the Post ad- 
vertising and were asking for it.”’ 

“It’s a great buy.’’ 

“Go over and get a pair for yourself, dad. Brown’s 
got a full round toe called ‘The Panama’ that would 
just suit you.”’ 

Make yours a “‘Glove-Grip”’ store 

12 styles for men, 9 for women, carried in stock. 


Send for catalogue. £ a 
: « oa —DAD’S SHOE— 


No. 467. Panama Last. ‘Glove Grip” 
whole quarter blucher. Black Glazed 
O’Sullivan Heel. In stock. 


M. N. ARNOLD SHOE CO. 2 
Ki,” Sava He In stock. “= 
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There is a fair volume of business 
among shoe manufacturers who have 
started cutting on orders which have 
been accumulating for sometime. The 
business is somewhat scattered and 
even now the purchasing of leathcr is 
on a basis of supplying immediate needs. 
It is not the sort of trading which in- 
spires confidence with large orders to 
last for a considerable run, indicating 
confidence in the future stability of the 
market. 

And yet it is difficult to understand 
the attitude of buyers. There is no 
sentiment among tanners in favor of 
any further liquidation. The only 
liquidation which we may expect now is 
that of labor and tanning costs, for the 
tanner cannot reduce the price of his 
leather any lower and make a profit. 
As a matter of fact he cannot turn out 
leather today with existing overhead 
costs at as low a price.as it can be pur- 
chased on South Street. There is no 
such thing as a standard price on upper 
leathers, but a survey of the market 
would show that the leading tanners of 
calf leather, for example, are asking 
approximately uniform prices. The 
selections most wanted in calf bring up 
to 60c. Some other fine grades are 
higher and the best ooze calf ranges 
from 65c. to 80c. 

There have been more bargain deals 
made during the past few weeks than 
are likely to be consummated during 
1921. The tanner is now determined to 
wait for the action of retail shoe mer- 
chants rather than to give away leather, 
as he expresses it. The largest upper 
leather tanner in the North Shore dis- 
trict has suggested a moderate reduc- 
tion in wages and cites the need of 
greater efficiency if their tanneries are 
to be operated on anything like a nor- 
mal basis during the coming year. 
There is no reason to expect that the 
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Gradual Improvement 


Sales of Leather Fair in Aggregate---Tanners Firm 
as to Price---Wage Liquidation in the Air 


leather and shoe industry can be im- 
mune from such liquidation of wages 
any more than the textile, steel and 
other industries. A phase of the situa- 
tion which the shoe trade are perhaps 
reluctant to realize is that in the re- 
sumption of activity many of the figures 
which are now very low for shoe ma- 
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of Leather 
Supplies and Prices 
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terials will be likely to rebound and the 
opportunity for making footwear at as 
low costs as at present would be to some 
extent lost even with a reduction of 


wages. 


Calf Leather 


There is nothing essentially new in 
this market. The trading has been 
small in size of sales, but considerable in 
the aggregate. Prices are virtually the 
same as for the past few weeks. The 
best grades of smooth finish calf in 
colors are around 70c., but the most 
trading is in good grades at 45c. to 55c., 








Comparative Leather Prices 


While there is no standard of leather quotations today in view of the wide range 
and absence of active trading, we give herewith a list of prices of reported sales as 
compared with ruling quotations of a year ago: 


Upper Leathers (Price per foot) 


Ca CIE oe aos oo Sic toate gebans 
NN OEE SPI Be he re 
I I sk gt op halen no Sth saan 
Glazed kid (colors, best quality)......... 
Glazed kid (medium, black and colors)... 
Glazed kid (cheap to medium)........... 
Side leather (colored) ..............0.00- 
ree eee 
i EE COIS 6. io oo ee kos cs Teee eo ses 


Jan 4, 1920 Jan. 4, 1921 
cua Maer $1. 25@$1. 40 $0. 65 @$0. 75 
brid oxo: s 1.25@ 1.35 .55@ .65 
se aha .» 1.05@ 1.30 -45@ .55 
ere ee 1.25@ 1.40 -65@ .75 
eer —@ 1.00 .40@ .50 
SOP -18@ .55 —@ .40 
baie tha .55@ .85 .30@ .45 

.50@ .75 —@ .40 
at ek .55@ ..75 —@ .40 
5 Sieh .85@ 1.05 .40@ .50 
it4-ai hc .90@ 1.00 .40@ .50 


Sole Leather (Price per pound) 


Re ae ae ee 
Hemlock seconds (mid)................. 


Union Steers. 


Oi Bis A Benlia «cies cee nesinesesosines 


Oak No. 1, backs....... 


o apiareres $0. 56 @$0. 57 $0.383@ — 


etic .54@ .55 34@ — 
.84@ .85 .50@ .60 
Sin ae , 95@ 1.05 .60@ .70 
"82@ .84 50@ — 


Raw Hides and Skins (Price per pound) . 
Native steers, as used in sole leather, harness, etc.. $0. 40@$0. 41 $0. 18@$0. 19 


Heavy Texas steers, for sole leather.............. —@ .33 —@ .15 
Light native cows, for side upper leather .. —@ .36 —@ .13 
Branded cows, for light sole leather . . . —@ .3l —@ .12 
No. 1 buffs, for heavy upper and side leather... -28@ .30 -10@ .12 
No. 1 Chicago City calfskins, for fine calf leather. . .50@ .75 .10@ .20 
Kips, for upper leather. . 3 .. .40@ .60 .09@ .18 
B. A. hides, for hemlock whe bother <. —@ .39 —@ .16 
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Success / 
* The Hit of the Biq Show “ 


Our exhibit at the biq NSRA Convention in Milwaukee 
was anoverwhelming success in more ways than one. 
First and foremost it proved to the satisfaction of 
the thousands of visitors that ours is a Real Individual 
Show Card Service - secondly it received the endorse- 
ment of NSRA Officials, Manufacturers,Merchants and 
Advertising Experts, the master minds of the shoe world, 
who alike proclaimed it a wonderful asset in modern 
day merchandising- and last but not least the hundreds 
of new subscribers we enrolled and renewals of the old 
ones made the whole affair a complete success — 


if you were not successful in getting our service write us now for particulars. 


STANDARD Show Card SERVICE.%«, 
56 W. Washington St... —— Chicago, USA. 











THE 


OUR brogues because 
are popular S H OE. they FIT 


FOR MEN 


Number 606 Number 603 
Tan Norwegian § Mahogany Cordovan 
Brogue Balmoral Brogue Balmoral 


Aberdeen N O W Ritz 


Last ° Last 
$9.00 I N $9.75 


STOCK 














A, B Widths 7-11 
7 C, D Widths 6-11 : ; 
Pras as = 3 ee” Number 604 
in Oxford ¥ Pe Same style i} 
$8.00 : in Orford’ $9.00 || 


(P) M. A. PACKARD COMPANY, Brockton, Mass. (?) 


| 
| 
| 
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with blacks 5c. less than colors. Shoe 
manufacturers are interested in fine 
suede leathers and the prices range 
from 65c. to 75c. and down according to 
quality. Calf leather is cheaper than 
it has been in some years and there is 
nothing in the way of supply to war- 
rant some of the figures that have been 
made. 


Side Leather 


“There is more activity in most lines of 
side leather than in some other branches. 
Tanners are also considerably firmer 
in their quotations and have refused 
some offers on chrome colored stock 
because of a difference of opinion as to 
price. The larger shoe manufacturers 
have entered the market and taken up 
considerable lots of different selections 
and grades. The prices most heard are 
around 40c. for the top grades of side 
leather and downward according to 
quality and selection. The best grades 
of white buck are now listed at 50c. 
per foot and lower selections according 
to quality. There is a fair trading in 
elk at around 35c. per foot. 


Glazed Kid 


A better business is being done in the 
kid line, and with manufacturers of 
women’s shoes on a more active schedule 
tanners of kid leather look forward to a 
fair business. The matter of price is 
more stabilized. Brazilian and Patna 
skins are quoted at from 75c. to 85c. 
according to tannage and other condi- 
tions. 


Sole Leather 


The sole leather situation is showing 
no important change. There have been 
some fair sales and tanners are holding 
more firmly to price, stating that pres- 
ent prices mean a_ substantial loss 
figured on replacement basis. 


New Walk-Over Factory 


Number Eleven Dedicated Jan- 
uary 9—Model Daylight 
Structure 
In a booth at the Milwaukee Con- 
vention was a plaster model of a large 
modern shoe factory—beside it a card 

reads, 








This New Factory 
Our Expression of 
Confidence 











On Sunday, January 9, the George E. 
Keith Company dedicated with appro- 
priate exercises the huge building from 
which this model was made and which 
is termed the “Queen of Walk-Over 
Factories.” 
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The exercises which took place on the 
street floor of the building were simple, 
consisting of orchestral music, dedica- 
tory prayers by Protestant and Catho- 
lic clergy and remarks by Harold C. 
Keith, Treasurer of the George E. Keith 
Company. 

Because of the recent death of George 
E. Keith, the founder of the business, 
the general public and associated manu- 
facturers and leather men were not in- 
vited, the occasion being limited to the 
employes of the Keith Company and 
their families. 

The building which is 400 feet in 
length, 60 feet wide and five stories high 
is constructed of reinforced concrete 
with interior of the slow burning mill 


157 


Summary of Conveniences 


The advantages of the conveniences 
found in this building may be summed 
up as follows: more shoes can be turned 
out per day per square foot of floor area 
than in any otber known factory in the 
world. This means a reduction in the 
overhead expense and will make it possi- 
ble to sell shoes cheaper than they other- 
wise could be sold. The building is in- 
tended to increase speed in production 
by the laying out of machinery so that 
shoes and materials may be moved 
easily, thus avoiding congestion and 
insuring prompt delivery of the finished 
product. _The modern daylight and 
sanitary equipment will increase the 
well-being and efficiency of the workers, 














New Walk-Over Factory Number 11 


type, and will be used exclusively for 
the manufacture of women’s W-O 
shoes. 


Of Modern Construction 


There is 144,000 feet of floor area and 
the entire equipment is the last word in 
modern construction. Each machine is 
to be run by a separate motor, and in 
placing the machinery every available 
inch of space has been utilized. For this 
reason three rows of machines have been 
run, which is somewhat radical com- 
pared to regular shoe factory arrange- 
ments, but by having so many windows, 
daylight is secured in the interior of the 
building, and thus more shoes per day 
per square foot can be manufactured 
than in any other type of structure. In 
the stitching room benches are run at 
right angles with the. windows rather 
than in the old way, which was parallel 
with the length of the building. 


which is bound to be reflected in the 
character of the shoes turned out. 


Output 28,000 Pairs 

The present normal capacity of the 
combined Walk-Over factories is 22,000 
pairs of shoes per day, and with the 
addition of the new factory, this output 
will be increased to 28,000 pairs. 

There were between 1,500 to 2,000 
persons present. After the exercises the 
guests inspected the big building, which 
is one of the most modern in this section 
of the State. A platform was arranged 
at one end of the building, decorated 
with American flags and bunting of red 
white and blue. Seated on the platform 
were Treasurer Harold C. Keith; Vice- 
President Myron L. Keith and Oscar C. 
Davis; Director of Production, Charles 
E. Moore; Director of Sales, George H. 
Leach and Assistant Treasurer Walter 
E. Johnson. 
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| GALLUN_ 
| QUALITY | 


Four Staunch Leathers 


VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


NORWEGIAN 
VEALS 


OQ of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 


AZTEC 
CALF 


A= EC CALF is recognized the | 


world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 


and strong, this leather is pleasing to | 


the eye and comfortable on the feet. 


Aztec Calf will be offered in the coming | 


season’s fashionable shades. 


MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish | 
and offered in two colors. Mandarin | 
Sides are strikingly attractive’ and of | 
the highest integrity. They are de- | 
signed to meet the call for fine shoes | 


that can be sold at prices demanded by 
the great majority. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 
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\ 
Sport Oxfords 


IN A WIDE VARIETY 
OF COLORS AND PATTERNS 


IN-STOCK 


RIGHT NOW! 


LOOK TO US FOR YOUR SPRING 
AND SUMMER SPORT SHOES! 








Buyers in Boston 





15 minutes by Elevated 
will take you to the Thom- 
son-Crooker’s Big Factory 
at Roxbury Crossing—we 
cordially invite you to visit 
us and inspect both the 
Sh k d th No. 718 Price $5.00 
oes we make an the Peters’ White Reignskin Oxford, 


Brown Kid Tip, Stay and Heel 
factory that prod uces Fox, 13-8 Heel, Broadway Last, 


them. Goodyear Welt. 
AA toD 
































No. 715 ® . o Price $3.75 
a sed Whiee Relgnckia, Cuteed, 7 Price $5.00 Weite Sonne Goteed, Seng 
mitation Tip, Vaughan’s te P. » ite Reignski ford, ront Stay and Back Stay, Rinex 
Ivory Sole, 18-8 Heely Rubber Top, Bisck’ Kid Tip, Saddle Strap, and Sole, Rubber Heel, Hackney Last, 
Broadway Last, Goodyear Welt. Back Stay, 13-8 Heel, Broadway Goodyear Welt. 
AtoD 


AA toD Last, Goodyear Welt. - 
No. 721—Same, only Leather AA to D No. 776—Same, only Cocoa Calf }~ 
Sole and Heel........s++0e: $4.00 Trim ...ccccccccscccccccece $3.75 
































Thomson-Crooker Shoe Company 
Roxbury Crossing 


BOSTON MASS. pv 
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BUYERS— $9.00 
Is This Getting Per Pair 
Back To Normal? 
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value that will make you think of the good 
ays. . Only 


HERE'S a real comfort shoe—a pre 
old 


Ue HUT} 


MMe Me MT 


Made of plump soft Cabretta | Generous weight flexible sole— | We could write a book on this 

stock that shows its quality by and lined with good strong  shoe—but you'll have to see it 

the “feel.” oe stayed with Ca- _ to appreciate what a buy it is. 
retta. 


ATKINSON, BLUMENFELD CO. 


170-172 Lincoln St. 
BOSTON - - - 


AMON OMMMMNOMNOMnnNOMnOn 
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F 
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Our Spring Line 
of 


Men’s and Women’s 
Spring Footwear 


is ready and embraces all the 
latest novelties as well as staple 
styles 


At The New Low Price Level W. L. Douglas Shoe Co., Portland, Me. 
Furnished with 


Oo P. i i * . e 
laggy ang F og Mammen American Interlocking Shoe Store Chairs 


ples or,Come In and See Us Some of the advantages of these chairs are 


Greater Seating Capacity—Chairs interlock. ; 
Greater Comfort—Spring, stuffed or full-roll plain 


A. PALAN SHOE CO. ae cost less and last longer than wooden 


WASHINGTON AVE. AT 14th STREET %y legged chairs 


ST. LOUIS AMERICAN SEATING [ OMPANY 


GO, ILL. YORK 
1016 Lytton Building Room 601, 119 W. 40th St. 
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M-C McKAYS 


Power 





t 
4 
t 
A 
f 
n 
t 
4 
' 
4 
t 
4 
t 
4 
5 
t 
4 
t 
4 
' 
Au 
4 
i 
t 
1 
n. 
4 
t 
4 
t 
4 
1 
4 
t 
A 
f 
1 
t 
i 
t 
i 
t 
1 
t 
A 
fl 
i 
t 
1 
t 
J 
t 
4 
t 
4 
t 
1 
} 
J 
t 
4 
t 
4 
t 
1 
t 
i 
t 
A 
4 
t 
1 
t 
4 
LF 
t 
- 


An example of M-C 
shoemaking, correct 
in style—popular in 
price. 


vi i] j iii 
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(= of the many M-C exclusive styles with all the 
trim grace of highest priced footwear. Repro- 


duced in our line at popular prices. 


We believe it will be a pleasure for 
VISITING BUYERS 


to look over the complete M-C line at our Boston 
Office, 72 Lincoln Street. They will see snappy, clev- 
erly made footwear for women—shoes that will sell 


at sight. 
Watch for another M-C top style creation next week. 


MITCHELL-CAUNT CO. 


Boston Office Factory 
72 Lincoln Street Lynn, Mass. 
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TANNERS CUT SOLE CO. ¢ 


Oak and Union Cut Soles of 
Uniform Quality, Cut and 
Sorted to Standards by Ex- 
rts. Enlarged Capacity and 
Variety of Grades enable us 
to supply all demands. 
Large Capacity—Prompt Service 
MANUFACTURING PLANT: DISTRIBUTION OFFICES: 


90 Wareham Street 321 Summer Street 
BOSTON, MASS. BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


























The Personal Touch «| All the Dainty Appearance of a 
About Your Store + Turn Is Carried Out in Our 


Distinctive Line of McKays. 
Will a mark of individuality 
be present in your windows? 


Will a warmth of friendship 
be felt by your buyers as 
they glance in? 


It is the Personal touch that 
brings back the shopper. 


Your old friends know it. and 
your new ones are drawn by 
it to return. 


You need our catalogs. 


Hugh Lyons & Co. # 

‘‘Make Buyers Out of Passersby”’ 6 Harrison = Lockwood Co. 
Lansing, Michigan € Factory — Haverhill, Mass. 

Boston Office: 108 Lincoln St. 


New York Salesrooms : Chicago % 
35 W. 32nd St. 234 S, Franklin St. 3% W. F. Goote 


Here’s one of our new styles 
Our prices are especially attractive 
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‘Kistler, Lesh { & Co. 


SOLE LEATHER 

AND | SHOEMAKING 

BELTING BUTTS | EXPERIENCE 
TANNAGES | 


| St. Marys Mt. Jewett Burke Muskegon |j HARNEY, TRACY, CREHAN CO. 


332 Summer St., Boston, Mass. FACTORY ° 589 ESSEX. ST., LYNN, MASS. 
. | BOSTON OFFICE: 10 HIGH STREET. 
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with “POINTEX”’ heel 


(Patented) 


HE selection of footwear which will adequately show 
off the beauty of a well-formed foot is made vastly 
easier by the “Pointex” Heel. In this exclusive 

“ONYX” feature, the reinforcement is fashioned so as to 
accentuate the delicate curve of trim ankles. Shoe men 
ey will appreciate the advantage of hosiery that so 
enhances the attractiveness of fine footwear. 


_ _ And'the buying public appreciates “Pointex,” too— 
just look ’em over on the street. 
\ 


| 
|| 
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— 
Emery 6 Beers Company, inc. 


Broadway at 24th Street, New York 
Chicago Philadelphia Boston Buffalo San Francisco 


Sole Owners 
































LA CROSSE SHOES 


U.|Step Up Sales and Sustain 
Retailers’ Reputations 


When your stock is shot to pieces and you 
are looking for a dependable line for sizing 
up, give heed to La Crosse Shoes. They have 
maintained a great reputation for over 30 
years for styles, patterns and materials. 











The present day La Crosse stock has many 
added improvements. Write us today for 
illustrated catalog. 


No. 762—Your big Triple E customers can LA CROSSE a BOOT AND 
let their feet rest in this live wire seller. 

Choc. retan Blucher, unlined welt with full SHOE MEG. CO. 

quarter and vamp, and 9-iron single sole. 


$4.15 LA CROSSE WISCONSIN 
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CO. 


111 Reade St. New York City 


IN STOCK 


** Youngster” Shoes that 
possess serviceability 
and wearability at a 
fair price. 


MANUFACTURERS AND JOBBERS 
OF 
WOMEN’S AND CHILDREN’S SHOES 








SHOES 


That Are Better for Less Money 
NOVELTY PUMPS 
In All Leathers 


WOMEN’S AND GROWING GIRLS’ 
BOOTS IN BLACK AND BROWN 


At $9.50 and up 


—No Tacks 

—No Nails 
Note the Button and 
New Prices Lace. Foot- 

form Last. 


Send for Samples 





TRUITT BROS., Inc. 
BINGHAMTON NEW YORK 
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“Get Acquainted” 
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IN STOCK 


BRANDED OR UNBRANDED 


SEND FOR STOCK STYLE CATALOGUE 
MANY STYLES SHOWN WILL INTEREST YOU 


B538—Winsor Last. AA-D. 


MIRROR 
PATENT 
OXFORD 


Light weight construction. 
Has flexible sole. A widely 
sold shoe for dancing and all 
dress occasions. 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
Brockton, Mass. 


ATLANTA—238 Peachtree Arcade 


BOSTON—207 Essex Street 
DETROIT—461 Book Building 


NEW YORK—127 Duane Street 
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QUAL ITy—— STYLE—— VALUE 


THE THREE OUTSTANDING FEATURES OF THE 
NEW SAMPLE LINE 
FOR 1921 





That is now ready for presen- 
tation to the trade 





If your jobber has them look 
them over. If he has not— 
write us 


Present season Companions are in stock in the jobbing trade. All colors. The best selling 
designs—and absolute quality are their characteristics. It’s time to buy now 


REPUBLIC FELT SHOE CORPORATION 
899 KENT AVENUE - - BROOKLYN, N. Y. 








a 















Spring Time Is Near z THE S crop 
BAREFOOT SANDALS “— 


and 
Shoes that come back hurt the Retailer. Shoes that 


PL AY SHOES STAY SOLD not only sell themselves, but build ‘up 
good will in the Community. 


DAYTON’S SHOES stay sold because paar are built 


i i ight. hod keshift. They are 
Will Be In Demand fi ht eu spon 5 no idy ow ' makes! ney 
Honest shoes made honestly for fifty years will help your aides 
LOW P RICED—To meet the = There's Dayton Salesman near you. Write or wire us to have 
im 5 





For Instance: 

Stock No. 719—Lotus 
Army Blucher. Heavy Oak 
Bottom, Goodyear Welt, 
Bellows Tongue, Munson 
Last. 


3.E. DAYTON €o. 


WILLIAMS- 
PORT, PA. 


trend to economy 








DURABLE—To meet the need for service 





We Have a Complete Stock— 
Rightly. Priced 







Write for Details 


Laing, Harrar & Chamberlin 


43 N. Third St.,- Philadelphia 
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FOR ALL OCCASIONS 


IN STOCK 





Stock No. X307 


Buyers who have not purchased their complete supply 
for Spring will find here some satisfactory shoes for 








Stock No. X365 


Stock No. X305 


Stock No. X378 


Stock No. X307—Black Satin Side 
Seam Opera. Widths AA 95 


Stock No. X311—Same in White 
Satin. Widths AAA to C. 
SED Catlad cee enateress.p 2.654 $5.40 


Stock No. X311—Can be obtained 
from Kansas City and San Fran- 
cisco Depots 

Stock No. X316—Same in Im- 


ported Gold Cloth. Widths AA to 
Price $7.25 


Stock No. X316 may be obtained 
from the Boston Depot. 


Stock No. X318—Same in Import- 
ed aeeent Cloth. Widths AA 56 . 


Stock No. X363—Same in Black 
Satin with Jet Beaded Vamp. 
Widths AA to C. Price $6.25 


Stock No. X363 may be obtained 
from San Francisco, Montgomery 
and Kansas City Depots. 


Stock No. X346—Same in Black 
Satin, only with 13-inch Medium 
Louis Heel. Widths AA to C 


Stock No. X346 may be obtained 
from San Francisco and Kansas 
City Depots. 

Stock No. X368—Same in White 
Satin, with 1}4-inch Baby Louis 
Heel. Widths AA to C. Price $5.40 


Stock No. X368 may be obtained 
from the Kansas City Depot. 


Stock No. X365—“Mavis.” with 
Black Satin Vamp and rter. 
Black and Steel Brocaded Tongue 
nag Widths AA to C. 


Stock No. X365 may be obtained 
from the Montgomery Depot. 


Stock No. X364—Same in White 
Kid with Patent Leather Insert. 
Widths B and C. Price... .$6.25 


their customers. Send for January Catalog. 


Stock No. X305—Glazed Kid 
Plaza, Beaded Tongue in Jet 
Widths AAA to C. Price. ..$7.25 


Stock No. X306—Same in Dull 
Kid with Steel Beaded Ton 
Widths AA to C. Price.... 


Stock No. X306 may be obtained 


from San Francisco, Montgomery 
and Kansas City Depots. 


Stock No. X378—‘Mary™ Black 
Satin Vamp, Silver and Black Bro- 
caded arter and Strap. Widths 
AA to Price $6.75 


Stock No. X379—Same Pattern in 
All Black Satin, Beautifully Bead- 
ed Strap and Throat. Widths AA 
to C. rice $7.50 


Stock No. X356—Black Ooze Calf 
Katrinka Widths AA to C. 


Stock No. X356 may be obtained 
from San Francisco t. 


Stock No. X367—Same in Black 
Satin. Widths AA to D. Price $6.25 


Stock No. X367 may be obtained 
from San Francisco, Montgomery 
and Kansas City Depots. 


Stock No. X356 


Nathan D. Dodge Shoe. Co. 


Newburyport, Mass. 
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An analysis of Parisian 


Felt Boudoir Slippers 


Material—The finest felt obtainable in the United States; manufactured in the largest 
and best known mills. The lightest grade we use is 26 oz. Other grades run from 26 oz. 
up to 32 oz. 

The Slipper—The same care exercised in buying felt for “‘Parisian’”’ Slippers is exercised 
throughout the making of all our slippers. This applies also to our designers, who draw 
up entire plans before any felt is cut. 

Marketing—Retail merchants may fill their felt slipper needs by communicating with any 
jobber who knows from experience the value of stocking complete “Parisian” lines and 
who is acquainted with their successful salability—and there are many such jobbers. 
Better find one of those jobbers now. It will profit you later. 














PARISIAN SLIP 


195-197 Chrystie St., New York, N. Y. 
RTT RT RT RT RT RT RTT RT RT RT RL RT RTT LRT RT RT RT RT RT TTT RRR RT RTT RE RY 





Be Sure to See the =H@OP> Line 





EDUCED prices on rubber footwear 
R have just been announced. 
These prices will enable dealers to make 
prices at which consumers will buy. 
Salesmen are now showing samples of rubber 
footwear and a number of new canvas 
specialties. 
Be sure you see the HOOD line before filling 
your next season’s requirements. 
Five Points to Remember 
1. |In these new revised prices all pos- 
sible lower costs for the coming season 
have been discounted. 
2. No manufacturers are making up 
large stocks of any kind of merchan- 
dise which is unsold. 
3.) Merchants cannot do business with- 
out stocks of the right kind on their 
shelves at the proper selling time. 


4. These revised prices are on a basis 
from which you can make a price which 
the consumer wil] pay, a price which is 
competitive value for the consumer. 


5. It costs you no more to be ready, 
provided you prepare ahead for your 
wants. These new prices make it pos- 
sible for you to know, not guess, the 
coming market. 


Are you to be one of the merchants who will 
be prepared with the proper lines for your 
particular trade? 

Or will you be in the class which will be com- 
pelled to take whatever substitute it can 
get-later? 

Hood prices give extra quality at least cost. 
Be sure to see the Hood line. ‘Then compare 
the value. 


Direct Factory Branches and Wholesale Distributors in All Principal Cities 


HOOD RUBBER 


98 Nichols Avenue He 


PRODUCTS CO., inc. agp 


Watertown, Mass. 
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Will Establish a Unique Chil- 
dren’s Shoe Department 
in Your Store 











It will bring you a splendid assort- 





ment of shoes---enough to take care 





TRADE MARK 








of all your children’s shoe business 





SCIENTIFIC 


SHOES & STOCKINGS 


For ALL Children and 
Young Ladies 


gr? OSNER: > ---and bring you. immediate returns. 


And they are SOME shoes. 


Marketed under a plan which 


will be a revelation to you 


This means increased business for you 


ORDER THE DR. POSNER 
SERVICE NOW 














DR. A. POSNER, SHOES, Inc. 


140 WEST BROADWAY, N. Y. CITY 


i Streets, B : ae 
fait adie | Factory Roebling and Hope Streets, Brooklyn, N. Y Tee weanx 
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WE MAKE.OUR BOW 


Women’s Specialty House 
That REALLY Serves 


REAL STYLE—REAL QUALITY 
—REAL PRICES 


Our Line Comprises Tan Brogue 
and Tip Oxfords, Pumps 
“ah £ in Strap Effects of Satin, 
iat NS Suedes and all Leathers 
*s 


In Stock, AA to D 


For Young Women and Women Who Keep Young 
SAMPLES CHEERFULLY SUBMITTED 


SAKS-METH SHOE COMPANY 


116 DUANE ST. NEW YORK 




















SPECIAL OFFER 


To reduce an Over-Stock of welt and turn boots of staple 
sort, we offer for the time being the eight. lines listed 
below, at $6.50. This is less than replacement cost. 











Subject to sizes being in stock 





288, A to EE 496, AA toE 

» 292, A to EE 499, AA toE 
431, AA to EE 602, BtoE 
491, B to EEE 6374T, A to EE 











J. J. GROVER’S SONS CO. 


Soft Shoes for Tender Feet 
LYNN, MASSACHUSETTS 47 West 34th St. 


NEW YORK 
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ROCHESTER SHOE STYLE SHOW 
POWERS HOTEL 
JANUARY 17-22 INCLUSIVE 


As usual our complete line will be on display and we 
cordially invite your inspection. 


KREEP-A-WA factory No. 2 has been completed and 
this added capacity will allow us to entertain new 
business. 


Prompt and efficient service guaranteed. 


BLUM SHOE MANUFACTURING COMPAN of 


lactories at - = 


Dansville, New York, 


Hi 
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pERC 
SINS 


WORCESTER 





The Latest—and Going Strong 





SURE WINNERS 


PECK’S CREATIONS 


New Round Short Vamp Fffects with Combination 
Saddle Strap and Semi-Brogues. Harness Stitch. 
Hits the College and Young Men’s Trade for Quick 
Sales. Strictly High Grade 


SALESMEN AT OUR BOSTON OFFICE 
207 ESSEX STREET 


FREDERICK PECK 


FACTORY | 
40 THOMAS STREET, WORCESTER, MASS. » | 
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Ribbon Trimmed Moccasin 


Style No. 100 














A Slipper of 
Exceptional 
Value and 
Beauty 


YOUR CHOICE OF COLORS 
Pink Silver Lavender 
May /Rose 
Baby Blue 


Rese J Green 
Nery Orchid Dal Copen —" Brown 
Also ten two-tone effects. 
SAMPLES ON REQUEST 
Our Mr. Miller will be at the Hotel Essex, Boston, Jan..17th to 28th. 
Look him up. You will be well repaid for your trouble. 
Our next ad will feature our individual Style No. 150, “Tiny-foot.” 


Maid-Rite Felt Slipper Co. Inc., 163 Livingston Street 
Rosemill Products Brooklyn, N. Y. 
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MADS SHALL 


Maintained 


Americas Popular Shoes 
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Americas Popular Sports 
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C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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WILO COLORED SIDES 


When worn in shoes, hold their color---and even 
when wet many times do not seriously deteriorate. 


Prove this by asking your customers who have worn 
WILO SIDE LEATHER in your shoes. 

| C. D. Kepner Leather Co. 
oon: WILO}] 


mecusa ’ 


ey a SIDE LEATHERS 


OMe LIT SHUM eniiiieriiMiieiniiiiniielliiiiiiellllil 
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Everlasting Deco- 
rative Flowers and 
Plants, Vines and 
Garlands. 


My illustrated 
catalogue in colors 
No. 32, mailed free 
for the asking. 


FRANK 
NETSCHERT 


61 Barclay St. 
NEW YORK 

















YOUR SLICE OF OUR BIRTHDAY CAKE 


Five years ago this concern opened its doors! 
2 sae eae eee FOREIGN BUSINESS 


But the determination of its founders to extend a real service to the “ e 
i Your overseas customer prefers to do business his way. 


display men—to build just a bit better quality into every item bear- P 
ing the stamp of The Adler-Jones Company—has borne fruit! If he does not read English, he should be written to in 


Today, the handful of friends of fi has become a legion his own language. Make it easy for him to understand 
—and ‘because of their loyal eupport “the Adler-Jones Company has your message. fi 
become the foremost in its field. * P 

To celebrate our fifth birthday, our “Birthday Specials” edition of Our business is to translate English into French, and 
the “Guide to Better Window Displays” has just printed—and vice versa. Not only letters, but catalogs, brochures, 
in the special pages of “Birthday Specials” have been gathered some pamphlets. etc. 
of the best of our merchandise, whi we have specially priced, so that : 
the thousands of our patrons may help us celebrate. Get a slice of Write the Editor, The Export Recorder, 207 South St., 
the Birthday Cake. rite for your copy today! Boston, for his opinion of our work. 


THE ADLER-JONES CoO. D’AVESNE TRANSLATION BUREAU 


206 S. Wabash tes Chicago, Ill. 155 Boylston Stecet Boston, Mass. 









































1921 
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Dr Scholls 
Foot Comfort Appliances 


draw trade that passes by 
the other stores 







OST shoe stores talk quality. Many feature price. Practically all push 
the latest styles. But the Scholl dealer has a drawing card which “trumps” 


all others in Foot Comfort Service. 
You, Mr. Dealer, like to sell your fashionable shoes—of course. But 


> 
many customers ruefully tell you that they can’t wear them. Most of 
them can when their troubled feet are given the corrective support pro- 


vided by Dr. Scholl’s Foot Comfort Appliances. 


Put it to the test and you will find-that it’s easier to sell a pair of fashion- 
able shoes plus the necessary Dr. Scholl supports than to vie with com- 
petition for the sale of lower priced shoes alone. Further, the Foot Com- 
fort Service will make staunch friends for you—bind the customers to 


your store. 


THE SCHOLL MFG. CO. 


213 W. SCHILLER ST., : : CHICAGO 


339 Broadway, NEW YORK 112 Adelaide St., E. TORONTO | 
BUENOS AIRES 

























LONDON PARIS 


TN Fd 


‘bees 





Nine of every ten people have foot troubles that can be corrected by Dr. Scholl’s methods 
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VISIBLE 
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—not invisible | 
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Your smart, well-dressed custom- 
ers are finding fault with the so-called 
invisible eyelet. They say the in- 
visible eyelet is troublesome to lace. 
The eyelet hole elongates, pulls out, 
frays, and spoils the appearance of a 
shoe. “Why,” they ask, “can’t we 
have neat appearing shoes with visible 
eyelets?” 


Mr. Retailer, this demand is not 
imaginary. It is real. So we would 
caution you to specify definitely that 
a goodly portion of your next order 
must be fitted with visible eyelets. 
And we trust your good judgment to 
demand Diamond Brand Fast Color 
Eyelets which never wear brassy, 
but always look new. 
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UNITED FAST COLOR 
EYELET COMPANY 
BOSTON, MASS. 
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Trade Mark Registered 

















Panel One Strap Sandal 


Barnet’s Number 33 Russia Calf with Velvetta 
Panel Inlay. 


A wonderfully practical pattern for beautiful 


combinations. 
Full Louis Heel. 


“Kimball and Sherman Quality.” 


KIMBALL & SHERMAN (0 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG.,10 HIGH ST, ROOM 701. 


ES 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


Failures 


Boston, Mass.—D. H. Cohen & Sons, wholesale 
and retail shoes, reported at a meeting of 
creditors it developed that liabilities were 
$16,000, with assets approximately $15,000. 

Amesbury, Mass.—M. L. Brown Shoe Co., shoe 
manufacturers, reported nieeting of creditors 
called for January 11, last. A 20 per cent 
composition offer reported authorized by their 
stockholders. 

Chelsea, Mass.—Sam Sacks, shoes, etc., r ted 

itioned into bankruptcy. Reported J. J. 
ilverman appointed receiver. 

Fall = Mass.—Anton Gerbut, shoes, reported 

titioned into bankruptcy. 
at Kosher, shoes, etc., reported petitioned 
into bankruptcy. 

Holyoke, Mass.—G. & G. Shoe Shop (B. Gratt, 
Proprietor), shoes, reported meeting of creditors 
was called for January 11, last. Reported 
assigned to Samuel J. Katz, of Boston. 

Haverhill, Mass.—B. & S. Shoe Co., women’s 
welt shoe manufacturers, reported liabilities in 
the neighborhood of $45,000 and nominal 
assets in the vicinity of $20,000. It was the 
sense of the meeting that the business, for the 
present at least, should be carried along by the 
assignee pending definite offer and possible 
reorganization later. 

Welpsis, Mass.—A. Finman, formerly boots and 

reported C. E. Hale, an attorney of 
North Attleboro recently notified creditors 
that Abraham Finman of Walpole was finan- 
cially embarrassed with liabilities of $10,000 for 
merchandise, mor on stock, nay and 
quick assets about t $ aoe. Offering to com- 
promise at 25 per cent. An involuntary peti- 
tion in pL | was filed ogee him by 
three credi' claims totalin ne 9788. 60. 

Whitman, Mass.—Boston Fabric Sh shoe 

manufacturers, reported pow fan to Willard 


Tha 
Mass.—Holstein Shoe Co., Henry Hol- 
stein, proprietor, wholesale and "retail shoes, 
an remuanary petition has been 
i C+ creditors, with 


i $980.5. 

Ratan Ala.-Bullock’s ete Store, shoes, 
etc., Max Bullock has filed a — peti- 
bankruptcy, listing assets a ,000, 

and liabilities at =. $14,000, oa te $3,000 

to be due to his wife and relatives. 
, Ala.—Jollit Bros., shoes, etc., re- 
ported a a_voluntary petition in bankruptcy 
as been filed, listing liabilities at $30,000 and 
assets of $20,350. 


Changes 


Brockton, Mass.—The Depot Shoe Co., shoes, 
removed to 368 Columbus Ave., Boston, Mass. 
Braintree, Mass.—Stedman Products Co., in- 
ted for $50,000, to ‘deal in rubber, 

scrap leather, etc. 
West Brookfield, Mass.—F. H. Sauncy Shoe 
——— shoe manufacturers, recently 


incorpora’ 

Worcester, Mass.—Lind Shoe and Slipper Co., 
manufacturers, recen tly incorporated. 

Lowell, , eae & Smith (Brockton 

Shoe Store), shoes, etc., succeeded by Jacob 


Smi 

Lynn, Mase.—A. B. Sumner & om counter 

manufacturers, succeeded by J. W. Sumner. 

Springfield, Mass.—R. W. Senith, Inc., shoes, 
incorporated with capital of $30,000. 

Little Rock, Ark.—Gus Blass aa snot Co., 
shoes, capital increased to $1,000 

Herrin, Ill.—J. V. Walker & Sons, , etc., 
incorporated with capital of $240,000. 

Bath, Me.—A. P. Denham, shoes, etc., will retire. 

St. Louis, Mo.—Grodberg & Rosenthal, shoes, 
filed notice of dissolution. 

New York City.—Goldschmidt & Loewenick, Inc., 
wholesale slippers, succeeded by Golo Slipper 


Company. 

Rochester, N. Y.—William H. Wright, shoe manu- 
facturer, succeeded by Henry D. Masterson. 

Troy, N. gpm gy na Co., leather and 
findi har y American Leather Co. 

Albesy, Y¥.— = y hm Co., leather and 

ings, Abraham I. Freedman retires. 
( caldwell io, William Hill, shoes, etc., suc- 
Hill * Ryan. 

Wallowam, Ore.—F. H rownlee, shoes, reported 
sold out to J. H. Bratton. 

Mexia, Texas.—P. B. Jones, shoes, etc., reported 
sold out to R. W. Seawell. 

Onalaska, Wash.—Warford & Son, shoes, etc., 
succeeded by Onalaska Mercantile Co. 

Lachine, Que. —heghnet Bergevin & Co., Ltd., 
ry ee incorporated with capital of 
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WANTED TO PURCHASE 
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MISCELLANEOUS 
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We Buy for Cash 


padres. Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close-outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retai or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG & CO. 


ay Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 


Telephone Canal 9597—9598 
OTN ONMNMNG 
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CUSHION TIRE) 
[ADDERS 


STORE METHODS 























| 

To provide adequate | 

storage facilities for shelf 

stock —to make it accessibl:: 

and convenient for clerks and 

stock men to handle with absolute 

safety - to insure quick service for 

4 wholesale or retail trade—install one 

(/ or more MYERS NOISELESS 

CUSHION TIRE STORE LAD. 

DERS. - Deep tread steps, full length 

hand grips, rubber tires, overhead track system, 

firm construction throughout, eliminate vibration 

and noise and produce a ladder of ample 

one for safety, convenience and efficiency. 

ps a i only — neat of design - attractively 

— any height — easily 
ialied — meets most 
requirements. 


Circular on 














The NEW YORK EXPORT 
PURCHASING CORPORATION 


515-517 Broadway, New York City, N. Y. 


WILL FOR 
BUY CASH 


Slow Sellers 


Entire Stocke. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will value for your entire or surplus 


stock 
sevens hewing 0 chert term to run taken over. 
Established years. 


I, OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


ee Bige chaste ac quaten statin of chem oe 
We will send tati ~ yh ~~ 5 

e a ivi ite 
end make offer ape request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway ow Youk City 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wre fr THE CHICAGO 
Sa'Pres WIRE CHAIR CO. 


621 N. LA SALLE STREET 
CHICAGO 














Phone Spring 5160-S1615162 
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SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 














giving full de 
(seription and 
prices. 


i acene aeleenll 
THE Bicycle 


Chicago, |!!. 


Job Lots of Shoes and Leather 


Are Sold Through the 
Recorder Want Ad Page 


7 CENTS A WORD 
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POSITION WANTED 


BOOT AND SHOE RECORDER 


FOR SALE 


FOR SALE 





BUYER end man of shoe store or 


depart- 

t. Thorou experienced. Best refer- 

ences. Mesried. Address C371, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


WANTED 


Not a Job, not a Position, 
but— 


AN OPPORTUNITY 


with a Progressive Manu- 
facturer who believes in, 
and is planning for a 
Bigger and Better Shoe 
Business in 1921. 


American, age 33, married, college 
education, actively BA ne 
—_ leather industry 

eight of which held an © position 
or = bn flier wit a eel eonden at all grad. f 
T horoug ‘am. wi les 01 
men’s ne? bee shoes. Knows the 
market and can re ll results. Past 
record will bear closest inves tion. 
Address C379, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





























HELP WANTED 


WANTED-Partner with $10,000 to manufacture 
children’s turn shoes, or will sell compute 
factory. Address K382, care and Shoe Ri 
corder, 127 Duane St., New York City. 








WAN TED—Buyer-Manager, experienced 
W thoroughly capable = _A take full charge 
of shoe department. Mus 2 anaes & 
men’s, women’s and children’ 's sh 


Salary 
commission basis. Ad erase, sivios ng full Stalls of 
past experience, The Hub, ling, W. 


WANTED—Man with small capital to take 
working interest in small established turn 
shoe business. Ability to take over selling end 
required. Address Mansur Co., 7 Potter Place, 
Haverhill, Mass. 








Wanted a first-class shoe man _ with 
ability and to get the right man will let 


EXECUTOR’S SALE OF VALUABLE STOCK 


33,000 PAIRS HIGH GRADE SHOES 


and 


A LARGE AND COMPLETE LINE OF HOSIERY 
COMPLETE OFFICE AND STOCK ROOM EQUIPMENT 
STEEL COMPARTMENT MAILING LIST CONTAINING 275,000 NAMES 
UNEXPIRED LEASE, ETC., 
OF THE 


ANDERSON SHOE COMPANY 


By _ virtue of order of the ans” Court of 
a 
pro- 

of the above the u 


ceecutor willestl by public enction, on the prensioes, 


NO. 1134 RUSSELL STREET, BALTIMORE, 


MARYLAND 
ON 
TUESDAY, JANUARY 18, 1921 
COMMENCING AT 10 O’CLOCK A. M. 


All of the ehevementions’ valuable and high 
stock of and other 


y used in 
business lucted under the 


name, comprising: 


MEN'S DRESS SHOES, in Tan Calf, Tan Side, 
Viel-Kid, Gun Metal L Leathers, in Goodyear 


MEN’S ARMY SHOES, MEN'S WORK SHOFS. 
BOYS’ AND Y y WORK AND DRESS 


WOMEN’S pares: | DRESS -— WOMEN’S 
FINE KID C a OES 


CHILDREN’S 
MEN’S, saaare AND aire HOSE, 
im silk mercerized and cotton 
COMPLETE OFFICE EQUIPMENT 
1 Steel File, 1 © Conpetmens Mailing Cabinet 
(275.000 Names), M 


Ststieemn Sesten, Fegee Babe, House T: 
System. mg Stationery, Ladders, r 
Racks, ete, nan naar About 20 TONS 


Alva the uneupioed, pene 
pave ny eg - pe 





running f 
eS er etal enenen 


TERMS AND CONDITIONS OF SALE 


BEFORE 

= 25% OF AMOUNT a eae 
E M BY A LL PURCHASERS 

THROUGHOUT THE SALE 


For further jeg my including copies of the 
lease, Executor o itor or Auc- 
this sale not 

ot Fone — 


= 





CANTILE TRUST & og tony COM- 
PANY OF BALTIMORE, Execu: 
UTHERN COMMISSION CORPORATION ’ 
Auctioneers, 
319 West Baltimore Street, 
Baltimore, Maryland 





him have an interest in the b 
This is a ag ba shoe business in good town 

in Al i since 1891 and 
ites around ate thousand dollars a 
year. No one Pore | spply except a high- 
class shoe man. Address care Boot 
me Shoe Recorder, 207 South St., mg 

ass. 

















MANAGER WANTED 








Manager Wanted 


To take charge of one of chain stores— 
men’s shoes, in New York. Must be 


competent executive, accustomed to 
handling volume business. Address K381, 
care Boot and _— Recorder, 127 Duane 
St., New York City 














LINE WANTED 


ANT li ladies’ wear 
W F lorida wand’ Georgia at ee Fay a 
: ee pies Ss. Hill, 276 76 East Es De Drive, 
LINE Pan — art od mg 
baad re Aad WK Re So Sh 
is, tra 
og pe yo am R., y2410 12th 








FOR SALE 


WANTED TO PURCHASE 








FOR SALE 


The only yoy shoe store in the heart 
of the oil fields in Illinois. Po tion, 
4,000. Did over $42,000 business 

Finest location, fine front, clean stock, 
no small sizes. Cash onl Reduce stock 














MISCELLANEOUS 
Sten STORE Ratore Write Sam Frieden $10, <a 0 ital 











merchandise stock 
Wiprtin sal Saag Sa an bess 
age 





No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER ” all the time. 











Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 








Sa abaoegioteael ane 
merchandise. Y 
object. 


ome fo 
BROOKLYN iG SYNDI 
FRANK WALKER, Propeisins Te 
610 Broadway, yn 


Phone, Stagg 1757 
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page per issue: 
1 time 7 times 


eeeeeees $5.00 $4.00 


aie) 20.00 16.00 





26 times 52 times 


$3.00 


12.00 10.00 


$2.50 
6.00 5.00 
9.00 7.50 








ITIONS WANTED—Four cents 
inimt accepted, 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 


word for each insertion 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





QUR superior shoes and superlative service offer 

unusual _ business-building siegng oor for 
energetic salesmen. | We are é qin our sales 
force and will 
of the best type. awe make ions fra is". children’s 
and — a a. an Qdvertisement on 
page 1 dress arylan oe Corporation, 
119 So. Paca St., Baltimore, Md. 


WANTED—Competent salesman with estab- 
lished trade, to carry line of high-grade 
children’s shoes as side line on commission in 
Louisiana. Prices right; twenty samples. Replies 
confidential. Address ‘“Mayson,” James-Bunt- 
rock Shoe Mfg. Co., Milwaukee, Wis 


WANTED—Several salesmen for middle West 
territory to carry side line of juvenile foot- 
wear, felt pers and sandals. Liberal commis- 
sion basis. ive full particulars. Henry Kleine 
& Co., Chicago. 
SALESMAN WANTED—Experienced live-wire 
salesman for our popular-priced line of chil- 
dren’s turn shoes, sizes 1 to 5 and 4 to 8. A stock 
ition on a straight 7 per cent commission 
baste: ; the best line of novelty shoes out of Roches- 
Samples are now ready. Address Flexible 
Shoe Company, Rochester, N. 
Sistde ye WANTED—To carry as a 
a line bea shoe ornaments. State terri- 
covered. dress C380, a, aoe and Shoe 
aie 207 Socth St St., Boston, Mass. 


SALESMAN WANTED—To carry as a side 
line on commission, our line of infants’, chil 
dren’s and misses’ turn shoes and sandals in 
Indiana ond, Michigan. Trade established. Only 
live shoe salesmen with established aay | aa be 
considered. Lock Box 186, Orwigsburg, P: 


WANTED—Retail shoe — — Seat 
hi antes the aking of no ‘ane — — 
as in m 2 oe salesman. 
A reallive wire. Good wi + ay ition. 

Address Fred Diers & Son, Madison, N. 


ALESMEN—To carry:as a side line, on com- 

A xible McKay sandals and 

in stock. 

oot 9 4 nity for large city rand pri salesmen 
& est territory ity | eee ow right. 
Give territory covered, references and igh 

Address C382, care Boot and Shoe Resin 30 207 

South St., Boston, Mass. 
S‘ine of by P ajnme ty — ot hustlers to salt 
ine ol ig! le ‘ants’ to growi 

shoes in Iowa, “Nebraska K " Miltotkes. 

Give — previous: Pn iy bandied, territories covered, 

= references. Add 384, care Boot and 
Shoe Recorder, 189 W. emt adine St., Chicago, Tl, 


GALESMEN for New England States, New York 
City and New York State for manufacturer's 
. Jacobs, 127 
































line of women’s novelties. Address L. 
Duane St., New York City. 


GALESMEN WANTED —Expesieanet salesmen 
for Ohio, Michigan, a of Wisconsin, and 
New fiagient. To sell / mod Fox line of in- 
fants’ sole shoes. A line nationally advertised 
one sold to the best retail trade in this country for 
2 twenty-two years. No stronger side line 
on the market. 10 per cent commission. Short, 
snappy sample — and a line backed up by fac- 
tory service second to none. Please do not apply 
if you are loaded u with other side inn = unless 
= we a ainted i in the territory. Full particu- 
in application. F. J. Fox, manufac- 

a Rochester, ° 


ANTED—A “‘live wire” for the Virgi » also 

Kentucky, to sell the famous Fox line of in- 

fants’ soft sole shoes, the original Rochester line of 

high-grade soft soles, a line nationally adv 

o— backed up by factory service second to none. 

a cent commission. Short, snapp amy mg 

it, an exceptionally strong side line. Please do 

not apply unless you are an experienced salesman 

and acquainted in the territory. F. J. Fox, manu- 
facturer, Rochester, N. Y. 


SALESMAN with established territory to carry 
rere line of spats and . Good 
to right man. Address C369, care 

rR Shoe Recorder, 207 South St., Boston, 











Saye calling on retail shoe oS to 
yon ty as side line, up-to-date arch su 


commission. Territory given 
—— Address C341, d Shoe 7: 
corder, 207 South Street, Boston, M = 


Salesman Wanted 


Experienced salesman with | established 
trade in C icut d by B 
house carrying a strong line of women’s 
shoes. Splendid V gmny A od _ a 
Address C387, care Boo 
‘ecorder, 207 South St., | nat tee 














SIDE LINE SALESMEN WANTED 


~ middle Western and Southern States, 
to carry as a side line, 15 styles of women’s 
“Wide Ankle”’ boots and oxfords, both 
Goodyear welts and flexible McKa 8. Also 
3 women’s “Arch Support”’ **Com- 
fort’? boots in Goodyear welt. wo 
commission basis. Address K380, 
Boot and Shoe Recorder, 127 Duane ‘St. 9 
New York City. 





wes SALESMAN—To carry a line of 
in stock ” and ’s turns. Can 
be carried as a side line. Only live wires with 
established trade need apply. 

mission. Good territory aa. 

manufacturers. Address C386, care i. and 
Shoe Recorder, 207 South St., Boston, Mass. 


WANTED AT _ONCE—Two experienced shoe 
salesmen with established trade in South 
and middle West to carry a medium-price line of 
women’s novelty footwear. S ht 5 per cent 
commission. Give full details first letter. Address 
 . -patntaameer Shoe Co., 207 Essex St., Boston, 


TANTED—Jobber for a pee side line of in- 
f moccasins. Address 
Shoe Recorder, 207 South St., 














Salesmen Wanted 


To carry as a side line at 6 per cent com- 
mission a well-known, firmly established 
Eastern line of men’s to little gents’ Mc- 
Kays and American Welt dress shoes. 
Territories open are States east of the 
Mississippi, except New England. Shoes 
carried in stock. 

This is a chance for GOOD salesmen to 
witha strong selling line of shoes. 





SALESMAN — Road eo npeey to the retail 
trade desired hy a Wes line of children’s 
with an cate babel 

main line. 6 per cent. mall territories 

open. Box 717, Havechille Mass. 








Refs Salesmen with es- 
tablished trade will be considered first. 
Write full details in your first letter. Ad- 
dress C388, care Boot and Shoe Recorder, 


SALESMAN WANTED 


Experienced traveling shoe sales- 
man wanted. One who has es- 
tablished business and a follow- 
ing. For the right kind of a man 
it is an opportunity of a lifetime. 
A man with a few thousand do!- 
lars can purchase an interest in 
a growing St. Louis Ladies’ Shoe 
Mfg. Company, if he comes up to 
all qualifications as a good sales- 
man. Money is not essential or 
required. It is a good salesman 
we are after, and willing to pay 
toget him. We intend to make 
the proposition attractive. Has- 
beens and never-was, need not 
ap ly to this ad. We are looking 
y for men of ability. To that 
kind of a shoe salesman, we can 
offer him the best proposition in 
the shoe line. Replies strictly 
confidential. Address C375, care 
Boot and Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 











CASE LOT SALESMEN WANTED 


To sell Children’s shoes in all grades and prices. 
Warehouse and factory stocks to draw from. 
Immediate shipment and service an important 
factor. All lines made to order when shoes in 


ity, not jobs, written in every shoe. Ohio, IIli- 
nois, West Virginia, Wisconsin, Minnesota, 
Michigan open. Salesmen with established 
trade wanted only. This is positive. 


H.C. BROwN _COMPANY 


CHILDREN’S SHOES 
CBNERAL OFFICES. 155 LINCOLN STREET. BOSTON MASS 














207 South St., Boston, Mass. 











WANTED 


A first-class, experienced salesman to 
sell our line of ladies’ fine shoes in the 
States of Indiana and Illinois. We have 
an established trade, and this is an ex: ¢l- 
lent opportunity for a high-grade mn. 
Personal application at the factory will 
receive fullest consideration. 


Address 


WISE, SHAW & FEDER 0. 
Cincinnati, O. 





Ss Ss wer fh @ 


ESTEE. 


sels || Fee 


nek S/72i2 


921 


’ 
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the progr of OT cites aiited industries relating leather; their heed distribu 
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SALESMEN_ WANTED. SALESMEN WANTED BYSHSHER,NEEASY HEE WY DIRE 


acme : BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 


Salesman Wanted sere 


SALESMAN Experienced Shoe Salesman OFFICERS OF THE CORPORATION 
: . 
h with established trade to cover rt BO TER ; q lent 


the State of New York, with the GEORGE W. R. 
exception of New York City. Ata b. “ANDERSON, Se 


The State of Pennsylvania, with 
the. exception of Philadelphia, SWAIN, CARPENTER & > NAY, Counsel 
Allentown, Reading and Lancas- St. 


Aves ‘ er qe in the city as ARTHUR D. ANDERSON, Editor 

‘ of Pittsburg so excepting in - 

A salesman to carry a the State < Pennsylvania, the OWEN A. Teo M. HANEY 

°1 4s ° counties of Monroe, Northamp- Associate Editors 

side line of high-class Felt ton, Lehigh, Bucks, Montgom- 

Slippers calling on the oer, Rosia, \ nastier, Delaware and PUBLISHERS’ NOTICE 
adelphia. = 

trade in the Eastern and Give full detail in your first a Se ee 

a letter, all necessary information advance, which —r postage in the 

Middle States. Want a as to experience, length of time a —~, ‘ne ~ gg w. it -" 

° on the road, age, references an ia $6.00 a year, inclu = age. 

high-grade man who has volume of business in last or FOREIGN Seen price to all 

an established trade. present position. per er ga * ai is $10.00 

- , HELMING-McKENZIE sunommpeens éoe gupenes in adranse. 

Give full details of past Sta. A Cincinnati, Ohio ADVERTNG. Set povutiins 

Wants, for Sales, etc., see Want Page. 



































experience and name of 
: OFFICES IN 
sence Hee, . eee POSITION WANTED BROCKTON OFFICE: 224 Menino St. Geo. W. 


with, which will be treat- ALL AROUND SHOE MAN—Also Spanish R. Hill, Manager. Te! 
od mdent wishes immediate ——— CHICAGO bag ay 189 West Madines St. Tele- 
ed. confidential. with reliable house, where he can develop. phone Main 1089. B. C. Bowen, Manager. 
appearance and intelligent worker. ining "to ST. LOUIS OFFICE: 1627 Locust St. B. C. 
oe i 
a ene ™ ? NEW YORK OFFICE: Room 102, 2, Graham Bldg., 
27 Duane St. H. Walter Scott, Manager. 


OUNG col man with thorough knowled, ‘elephone Canal. 
The Bolway Co. Bs pocdK the ~~ fe business, es to saa telephone 2425 OFFICE: 929 tS 
connection with shoe manufacturer offering anes M Chestnut St. 

ity. References furnished. Ad H. Walter Scott, Manager. 

care Boot and Shoe Recorder, 127 Duane HAVERHILL OFFICE: Chamber of Commerce 
St., New York City. Rooms, Haverhill National Bank Bldg. Geo. 

Syracuse, N. Y. W. R. Hill, Manager. 
CORCINMATS OFFICE: 501 First Matigast Bank 


“ B. C. Bowen, M 
I Can . Bldg. _ B. anager. 


ad ROCHESTER OFFICE: 609 Powers Bldg. Ros- 
Because I Already Have nL, Seward, Wexara ‘New I a geal 
label trado'to cover Southern, Westera | |The fist question in taking on a new sales Rt a 
and Middle States with a manufactured oe poo ; pe engl which he MILWAUKEE OFFICE: B.C. Bowen, Manager. 
102, cither om straight ‘com aeeey yearly sales record. PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
salary. No objections to non-conflicting The Shoe Manufacturer whom I represent bard, M - 
thee line. with us the whole story in your at present will vouch for my intimate know!l- ——e Oprice: John C, Custion, Ma Manager. 
etter . ‘couse Chambers, London, 
man-Th pany, St. Paul, ¢ of the best merchants in every corner AUSTRALIAN OFFICE: 430 Lit. Collins St., 
of Texas. They will vouch for my being a G. Jervis Manton, Manager. 
$350,000 a year man and will answer any CONTTDETAL OFFICE: William Salzman, 
questions regarding my ability and char- Manager, Wasagasse 2, Vienna, Austria. 
acter. ARGENTINA: Buenos Aires, Rivadavia, 2721. 
___ POSITION WANTED I want to represent a manufacturer of high- BRAZIL: Gerente, Leon Combacau, Ruaido 
WANTED —Position pole Gene, Se soem oatens. ee m, cea 204, Rio do Jeni. 
ee ae manu- pushi: Rosas 1123-1127. Otto 
me fare ce ee road exper Gossghoet the catia aioli. ee Fuhrimann, Gerente. 
enerence “Teseindiink een cia “retail shoe CUBA: Mr. H. Gomes, P. 0. Box 422, Havana, 
mee and a hustler, Address E. p pod seen 560 I can produce the goods because I already Cuba. 
Flower City Pk., Rochester, N. ye have. : SPAIN: Gerente, Leoncio de Miguel, Librero 
WANT to make a change. Have 10 years’ Editor, 20 Fuencarral, Madrid. 
rad oh eae ee SHOES MEIN, rate eg Htnend, te Du 
122 and Shoe Recorder, 207 South St,, Boston, Boston, Box 41 Dallas, Tex. JAPANESE OFFICE: Yokohama. J. F. Wagen, 
. anager. 
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E are ready to take care of you on 
filling in any size from our stock 
department. 


Send for ‘‘Keith’s Konqueror” catalogue 
and price list. 


New York Office, 299 Broadway, Room 415 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), Mass. 
Boston Office, 207 Essex Street 
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NEAT APPEARANCE - 


Two features which appeal to is Customers. 


“HUBTIP”? “NO METAL TIP’? SHOE LACES 


Trade Mark Reg. 


- SERVICE 


TIPS NEVER PULL OFF, FRAY OUT, LOOK TINNY, OR CATCH IN 


CLOTHING—OUTWEARS SEVERAL PAIRS 


OF THE ORDINARY LACE. 


ORDER A CABINET ‘TODAY. THERE IS A LIBERAL PROFIT FOR YOU. 


27 in. per gro. Strings........ $2.60 
30 in. per gro. Strings........ 2.80 
63 in. per gro. a . 4.80 
72 in. per gro. Stri — 5.25 

F aSSORTMEN CABINET 
48 pair 36 - 
24 pair 45 

ASSORTMENT epee = eT 

36 pair 36 in 
36 pair 45in 





36 in. per gro. nee boNased *. 25 
40 in. per gro. Str 

G ASS RIMEN. 
36 pair 36 in 
24 pair 45 in 
12 pair 54 in 

ASSORTMENT CABINET 

36 pair 36 in 
18 pair 45 in 
18 pair 54 in 





45 in. per gro. Strings....... $3.85 
54 in. per gro. Strings....... 4.30 


D ASSORTMENT CABINET 


18 pair 36 in 
18 pair 40 in 
18 pair 45in.. 


| FRANK W. WHIT CHER CO. ge ee and Chicago, U. s. A. 
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ours for 
the asking — 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 


on very easy terms. 


The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 


paired. And they want them in a hurry. 


With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full description of our numerous outfits, each 


for a particular size shop. 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 859 Mission Street | 16 No. 2nd Street 
Cincinnati Brockton \ Francisco Harrisburg, Pa. 
30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
; Cleveland New York 2 Haverhill Columbus, Ohio Lynn 
18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N.Y. Auburn, Me. Rochester Marlboro 


ttuetlbt lt 


aetna tt 


fae 


wnt. 


lam Team aa a 


1423 Olive Street 301 American Casualty Bldg. 286 Third Sereet. 221 No. 13th Screet 216 Chartres Street 
Se. Louis Reading, Pa. Milwaukee . Philadelphia New Orleans 
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COMFORT SHOES | 





We Have Repriced Them Drastically 


Even at today’s leather 
market we could not dupli- 
cate these shoes at the 


prices we are quoting. 


We offer you a range of 


price which will enable you 
Style X 3437 


Stock 
Black Kid, Polish, Turned, Cat's": . 
ok ah eg yy to meet practically any call fn dei, Se oe 
Seamless, 


Price $3.25 Black Kid | . Polish, Turned, 
from your customers. Cat’s Paw Rubber Heel 
Stock Style X 3434 Sizes 3 to 8; 


Same as above in Plain Toe Price $3.40 


Stock Style X 3436 
Black Kid |, Turned 
Sizes 3 to 9; EE 


Price $2.60 


Stock Style X 1938 Stock Style X 3443 
Fine Black Kid, Hand Turned, Rub- Black Kid One-Strap, Turned 
ber Heel. Sizes 3 to 8; C, D and E Sizes 3 to 8; E 


Price $4.50 Price $2.00 


Stock Style X 1946 
Same as above with Kid Tip 


PARKER, HOLMES & CO. 


“The House< That Helps’’ 
BOSTON - - MASS. 
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Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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ELT Ap NOVELT * ; 
FOoT WEAR 


FOOT-PALS 
The Standard of 
Felt Slippers 
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OPEN PEN INN ENN NIN Vinh Wait 


JOBBERS Qe 


Our representatives, Mr. , 
Arthur Sachs, Mr. Abe 
Sachs and Mr. Maurice 
Yuells, are leaving to see 
you. Wait to see them for 
your placing in felts. 





QUALITY 


PRICE 
CO-OPERATION 


Our Slogan 





WIEN IN PON BIN INIA IEA NR RR RR 











UD Zicicicihs 








THE E-Z WALK MFG. CO., Inc. 


62-70 W. 14th Street, New York City 
Factory at Bridgeport, Conn. 
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Attractive New Low Shoes 
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18-8 Louis Covered Heel 
TURN 
Fr ad e+ ema se a 4 15-8 Modified Leather LXV Heel 
Style No. B660—Gray Suede... 7.50 WELT 


Same, as Above, only with Baby Style No. B674—Black Kid 
Louis Heel Style No. B673—Brown Kid.. 


CAN 
SHIP 
TODAY 


Cuban Heel 


Military Heel WELT c 
WELT Style No. B112— 
. Style No. B129—Brown Kid.... 6, 
Sevte No. B677—Medium New Shade Stole No. Bll6é—Mahoe ny Calf 5:50 
madeira: Style No. B1I8—White Reign- 
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Style No. B657—Black 
Style No. B659—Brown 
Style No. B661—Gray 
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Sizes: AA and A, 4 to 74; B, 3% to 7%; C and D, 3 to7% 


TERMS: Net 30 Days 





The Menihan Company 


Shoemakers for Women 


Rochester, N. Y., U.S. A. 
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‘Asch Preserver Shoes will 


a personal clientele — 


N the three excellent stores of Stout’s Com- 
| pany in Indianapolis, Arch Preserver Shoes 

have been sold since they were first pro- 
duced by the Selby Shoe Company. 


Mr. Stout knows Arch Preserver Shoes, and 
likes them because they have proved their re- 
markable value. He knows that the foundation 
of a successful shoe business is the ‘“‘building of a 
personal clientele’’—and in this regard he finds 
Arch Preserver Shoes incomparable. 

The reasons for the superiority of Arch Pre- 
server Shoes from the viewpoint of the dealer are 
quite logical. The built-in arch construction af- 
fords a foot support which is just as nature in- 
tended. The foot vigor and comfort of the bare- 
foot child are afforded wearers of Arch Preserver 


AN Hy 
\ Arc! 
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py SAYS : 
E.E.STOUT 
of Stout's Company 


Indianapolis, Ind. 


Shoes. Further, these shoes 
are produced in styles suit- 
able for all occasions and 
purposes. They combine per- 
fect foot health with the desir- 
able styles. Naturally, when 
once a woman wears such a 
shoe she will have no other. 


We should like to hear from good, 
substantial dealers who may be in- 
terested in this incomparable selling 
proposition. 











VeLShoe 


THE SELBY SHOE co. 
‘PORTSMOUTH. OHIO. 


‘i ll 
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“KEEPS THE FOOT WELL” 
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PATENT LEATHER FULL QUARTER LACE OXFORD 


No. 1107 Size 3 -8 Widths CD Price $2.25 
ae a « 84611 oe Fae 
“« “1142 “ 6D... * ee 

Terms 2% 10 Days, Net 30 Days 


Acrobat Patent Double Welts are solid leather shoes and will help you 
to build a greater and more profitable children’s department 


Sell Acrobat Shoes and Increase Your Profits 


WRITE FOR CATALOG TODAY 


Shaft-Pierce Shoe Co. @ cROBA 


Faribault, Minn. 
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Stock Number 14— 
Glazed Dongola Mar- 
tha Washington Lace, 
Plain Medium Toe, 
1% Inch Military Heel, 
Turn _Sole, . A-EE, 
4-8 


$4.50 


[JNSURPASSED fitting 

qualities and honest 
comfort features have aided 
in establishing a year-round 


demand for Mayer Martha 
Washington Comfort Shoes. 


Stock Number 7— 


Dealers who sell them find a Glased Dongola Mar 
less Bal, Medium Toe, 
14g Inch Rubber Heel, 


minimum of sales resistance. 1 Inch, Rubber, Heol 


24-8 


It will pay you well to look $3.60 
over this complete comfort 
line. 


A reputation for comfort and quality 
that has been well-eamed and a large 
volume of advertising which has educa- 
ted people to “look for the Martha 
Washington name and Mayer trade 
mark” helps to move them from the | 
Glazed ‘Dongola. Mar- 


+ 
dealer's shelves. Glazed Dongola Mar- 
ent Leather Tip Stay, 
Medium*® Wide * Toe, 
Square Edge, 1 Inch 
Square Heel, Turn Sole, 
C-EE, 2%-8 


$3.15 











F. Mayer Boot and Shoe Co. 


Administration Building: Factories: 
288 East Water Street Milwaukee 


MILWAUKEE Seattle 
Ludington, Mich. 
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The Sole of a Shoe 


in the natural order of events, is the first part to wear out, for the simple reason that it 


gets the hardest wear. 


Because this is so, Shoe Manufacturers exercise the greatest care in selecting their sole 
leather and put just as much money into it as the shoe will stand. 


What Wears Out Next? 


In the great majority of cases it is the 
lining, for the equally simple reason that, 
next to the outer sole, it gets the hardest 
wear of any part of the shoe. The wear 
on the upper leather doesn’t compare 
with it. ; 
This is not a mere assumption. It is a 
fact. 

If one ponders upon the question for a 
moment, and pictures the terrible pun- 
ishment a lining is called upon to stand— 
hammered, twisted, stretched and rubbed 
all day long, and every time the shoe is 


a — 


-DOUBIETWILL | 


SJHOE LINING 


worn, no argument for the most durable 
linings is necessary. 

Why, then, in the name of Common 
Sense, use less care or spend less money 
in proportion, on linings, than on sole 
leather? A new sole is easily applied. 
A worn lining cannot be replaced. 

And still, in the face of these facts, lining 
value (which means wearing quality) is 
too frequently. skimped for the sake 
of a meagre saving in initial cost, or 
because the wrong type of material is 
employed. 


O72 a/b 
SHOE LINING | | 


M 


Go far toward solving the lining problem, because they are constructed with a view 
to extracting from a given amount of cotton the largest possible measure of durability 


when used for shoe lining. 


The highest types of shoes (especially 
women’s) call for a lining which possesses, 
in addition to Quality, or Durability 
(which is of the first importance) a meas- 
ure of Character or Style, which will en- 
hance their attractiveness. ‘‘Double- 
twill” fills all these requirements to 
perfection. 

It is, by common consent, the best look- 
ing lining on the market; and its wear- 
ing qualities (due to its logical construc- 
tion) have been demonstrated to be 
greater than those of any available twill 
of ordinary construction. 

“Wear Well” Shoe Linings (in three 
grades) make available for Manufactur- 


ers of all grades of shoes a measure of 
durability which is almost unbelievable 
to those who have not studied the sub- 
ject, and have consequently failed to 
realize that there is a right way and a 
wrong way of going about the accom- 
plishment of any specific problem. 

They solve the seemingly impossible 
proposition of providing “Better Linings 
for less money.” 


DOUBLETWILL AND WEAR WELL 
SHOE LININGS 


ARE SOLD ONLY BY 
W. H. HOLBROOK CO. 
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Snappy College 


Oxfords 


No Wonder We 
Are Busy 


Look at the 
Values 


STOCK NO. S 622 
BROWN CORDOVAN BROGUE BLUCHER OXFORD, iS. 
ar WING TIP AND HEEL FOXING, Riemeeveen:’ yr 


CODE WORD—NIGHT 


HOMPSON BROS .SHOE 


MEN'S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brocklon (Campello), Mass. 
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Styles that are Rare 


The charming fascination of the Vanity Fair line is the dy- 
namic appeal it makes to win attention. 


For any and every occasion Vanity Fair shoes harmonize 
with temperament equally as well as lending charm to well 
selected wardrobes. 


Dealers will find in Vanity Fair extraordinary combination 
of smartness, correct style, fit and workmanship plus the 
added advantage of reasonable profit. 


‘The JOHN FENTON SHOE 
MFG. CO. 


COLUMBUS : : - OHIO 


| 


y 
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Gray Suede [ff 

Calf with new 

fan flare, satin pleat- 

ed tongue, 1 strap, 
18/8 suede covered full | 

preasted Louis heel. \ 
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PINGREE SHOES 


EMBODY 
STYLE, QUALITY and WORKMANSHIP 


— + — —_— o¢ —s — 2 = — ¢ — a — 8 — 2 














The Pingree, a Custom Last conforming to the NEW 
STYLE IDEA of a shorter forepart, close trimmed 
inside with slight eXtension outside, flanged heel, in 


CARL E. SCHMIDT BEAVER BROWN 


$°7-50 


F. C. PINGREE SONS (oO. 


MAKERS OF 


MEN’S FINE SHOES 
DETROIT, MICH. 

















BOOT AND SHOE RECORDER Jan. 22, 192] 


Oe 
oe "9%, 


° \ \\ VN 
Nesay Aan wai 
| wy \ Witty, UMA 
hinateg 


Wel ant 
URN 


Rebirth of White Shoes 


Easter Crade 
and through 


Spring and Summer, 1921 


Specify 
Levor Grain Kid 
The Whitest White 




















NEW YORK : 
GLOVERSVILLE, NV. 
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REMEMBER— 


THE REAL TEST 
COMES ONE WEEK 
AFTER THE SALE! Batata 


the Regular Method After a Faw Daye’ Wear.” 
Many stitchdown shoes LOOK as though ee aoe 
they would wear well. Their outward 
appearances of durability persuade many parents to buy them. The 
purchaser can judge the shoe only by its appearance. The real test, however, 
comes one week after the sale. Now take a look at the average stitch- 
down; illustration No. 1 tells the story briefly yet effectively. 


The outsole CANNOT RIP away from a Ramsey Patented Process 
Stitchdown. It is stitched to the insole and the upper, without penetration 
of the welt. In the ordinary stitchdown 
the outsole is stitched only to the welt. 
Illustration No. 2 shows a Ramsey 
Patented Process Play Shoe. Note the 
Double stitching with welt. It cannot 
rip. 

We have manufactured more than 750,- 
000 pairs, not one of which has been 
returned because of ripping. 

Our Guarantee—Any Ramsey Patented 
Process Shoe returned to us with the sole 
ripped off, will be replaced by a new pair. 


Bal lace—double stitched with welt made by this process. 
Guaranteed not to rip. Grain innersole—best oak outersole 


—grain leather welt. 
Tan or Cherry Lotus Upper Tan or Cherry Chrome Upper 


peer 


U 
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ILLUSTRATION No. 2 


Correct Stitchdo Shoe. Ramsey’: 1 1 
Play Shoe, ceentort cable Stitched oe wale 8% 2 55 nye; “ 


E. J. RAMSEY CO. 


967 ATLANTIC AVE. BROOKLYN 
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Miss SHUKRAE]. says: 


Make a clean sweep by 
stocking the popular and 
dependable SHUKRAFI line of 
Quality Footwear. Our 
new spring and summer 
catalog is full of selling 
styles for sizing orders. 
Let us send you a copy. 


HUKRAF], 
Quality Footwear 


Shoes designed to captivate 
the trade of women who 
love smart, yet sensible 
shoes. We offer to live 
merchants the last shown 
below. It has extra value 
of appealing style plus the 
kind of shoemak- 
ing. 


Seasonable Shoes at 
Reasonable Prices 


Stock No. S-749--% Vamp Lace, 9 inch, Last No. 183, 
12-8 Military Heel, Imitation Perforated Tip, Double Sole, 
Fudged ee, 


C&C Moe Co 
Columbus O 
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OUR NEW NEWARK BAL 


One of the live ones shown at Milwaukee. Made in 
all leathers. Low broad heel. Corset fast color eye- 
lets. Goodyear Wingfoot Rubber top lift if desired. 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
Brockton, Mass. 


BOSTON—207 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street DETROIT—461 Book Building 
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AS sole manufacturers of VICI KID 


we realize our responsibility. 


We are bound, not only to maintain the 
quality of VICI, but also to bring to 1 
every bit of betterment that we can. 


Remember—in ordering your shoes of 


VICI that 


There 1s only one VICI KID. 
There never has been any other. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia ot s 2 Pennsylvania 
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Maintained 


Americas Popular Shoes 
Americas Popular Sports 
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‘C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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2 Gun Metal 
Flexible Sinbac Welt 


Helthy-Fut Standardized Quality. 
Gun Metal vamps, mat calf tops, 
imitation tip, two full overweight 
flexible soles. Goodyear welt sewed. 
No tacks or staples. . 


Widths C, D, E 
3910—Spg. HI. 
3911—Spg. Hl. 81% to 12.... 
3912—Low Hl. 12% to 2.... 

Also the same in Button 
Mahogany Lotus, $1.90, $2.35 and 
$2.90 
Smoked Horse and Patent, $1.85, 
$2.25, $2.75 


INFANTS’, Sizes 3 to 6 
3920—Black Kid.............$1.25 
3919— Mahogany Kid ° 
3921—Smoked Horse......... 1.50 


“Selling Shoes That 
Won’t Come Back To 
Customers Who Will” 


That’s the foundation on which every 
successful retailer builds up his trade. 
Repeat sales are the backbone of any 
business. To thousands of shoe mer- 
chants that “‘backbone”’ is perfectly fur- 
nished by 


; — ! y 
Sinbac Wel t 
The Most Flexible Shoe of Its Kind Made 


Sinbac Welts are made of genuine calf 
leather and patent colt. Note the two 
full overweight flexible bend soles. Os- 
topaedic last assures easy, comfortable fit. 
Sinbac Welts have leather counters, posi- 
~~ no staples or tacks. Resole as any 
welt. 


Here’s a shoe that will bring those first 
time buyers back again! Send in your 
order today and profit by sure repeat 


sales. 


SINBAC 


Te Helthy-Fut bre 


TRADE MARK REG. U.S. PAT. OFFICE 


CHICAGO. ILL- 


SINSHEIMER BRO. & CO. 


213 W. Monroe Street 
CHICAGO 
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MAKE TWO SALES GROW 
WHERE ONE GREW BEFORE 


“Onyx” @ Hosiery 


appeals to purchasers of fine 
footwear. To increase your 
sales to men and women you 
can carry no finer brand than 


“ONYX.” 


Emery 6 Beers Company, ne 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
BROADWAY AT 24TH STREET - - - NEW YORK 


Sole Selling Agents for 
PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 
Chicago Office: North American Building, State and Monroe Streets Philadelphia Office: 1033 Chestnut Street 


Boston Office: 31 Bedford Street Buffalo Office: 210 Pearl Street, Mutual Life Building 
San Francisco Office: 259 Geary Street 





- 
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AUGHAN'S IVORY SOLES — like a raw 
tusk of the jungle elephant—are character- 
mij ized by their strength and durability. 


VAUGHAN'S IVORY—like the polished 


tusk —is characterized by its beautiful 
finish and its whiteness clear through. 


VAUGHAN'S IVORY is genuine Ivory. 
It has made white shoes staple and 


Costs no more than other good sole leather. 














VAUGHANS- IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 




















GEORGE C. VAUGHAN 


TANNERIES AT 
PEABODY, MASSACHUSETTS 
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No. 26 Russia Calf New bead Pe 5 Panel 
Stitched, Heavy Single Sole, “Prize 


Goodyear Wingfoot Rubber bsg 


Cocoa Calf Lace Oxford, Pinked and Perforated, Patent Colt Plain Toe Dancing Oxford. 
Heavy Single Sole, “Fells” Last. “Brighton” Last. 


The entire Brennan line is constructed to meet fully the demand of well 
dressed men for quality, comfort, and appearance in their footwear. See 
our complete line of “SHOES FOR YOUNG MEN AND MEN WHO 
KEEP YOUNG” when in Boston or New York. 


Richards & Brennan Co. 
Randolph, Mass. 


N. Y. Office 
Marbridge Building 
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The confidence that our cus- 
tomers have learned to feel in 
“Julia Marlowe’ shoes was 
clearly shown at the recent 
N.S.R.A. Convention, when 
many of our present customers 
did a friend a good turn by in- 
troducing him to “Julia Mar- 
lowe’”’ shoes. 


‘Our present 1921 styles are 
vigorous business builders, and 
we want you to see them, for 
they are full of distinction, per- 
sonality and worth. 


Shipments in time for Easter 
trade. 


STYLE NO. 6097—McKay One Strap Tongue 
Pump, with Black Kid Vamp and Black Ooze 
Calf Quarter; 17-8 Leather Louis Heel. 


STYLE NO. 8601—Welt Instep Strap Pump, 
made of P & V Bright Arabian Colt with Mat Kid 
Strap; 17-8 Leather Louis Heel. 


STYLE NO. 8188—Welt Two Strap Pump made 
of Dark Brown Kid, with Light Brown Kid Strap; 
17-8 Leather Louis Heel. 


Our “In-Stock Department” is well equipped with many styles of boots and low 


shoes ready for shipment now. 


Tell us your requirements for immediate use and let us fill them, 


RICH SHOE COMPANY 


MILWAUKEE, WIS. 


—— 
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WINTER JOYS 


Winter Joys are doubled if the feet 
are comfortably, durably, stylishly 
clad, as they are in 


LUNDIN Shoes 


These fine Men’s Dress Welts have 
proved wonderful Trade-Builders 
for all seasons. They are always 
seasonable in design. 


The LUNDIN Shoe 
Is right all through 


LUND-MAULDIN Ca, 
MANUFACTURERS 


ST. LOUIS, U.S.A. 
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M-C. McKAYS 


5 
i 





Here is another exclusive 
M-C, style—the one we 
promised last week to 
show you. 


It is a striking example 
of M-C. shoemaking— 
correct as always in style 
—and popular in price. 


We are particularly calling the attention of 


Visiting Buyers 
to the complete line of M-C. McKays on display at our 


Boston Office, 72 Lincoln Street. 


The many numbers of the line are not only original, cleverly- 
made shoes—but contain that sure quality of salability 
that means brisk business for you. 


Make it a point, if in Boston, to see the M-C. line; if not, to 
get in touch with us for further information. 


MITCHELL-CAUNT CO. 


‘ Boston Office: 72 Lincoln Street Factory: Lynn, Mass. 
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Profit in 
Repairing 


Yes, provided you get 
the work out quickly without the tre- 


mendous cost of hand work. 

By the use of Goodyear Welt Shoe Repairing 
Machinery you do satisfactory work, and that kind 
of work is the only kind that will bring you more 
business and big profits. 

It is easy to get Goodyear Shoe Repairing Machinery. 
Drop us a card to-day and we'll tell you how to 
make good dividends in your repairing departments. 

Write to have plan sent you 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
Cleveland York Haverhill Columbus, Ohio 


New ynn 
18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago ¥l Johnson City, N. Ye Auburn, Me. Rochester Marlboro 
1423 Olive Street 301 American Casualty 286 Third Street 216 Chartres Street 
___ St. Louis SBldg., Reading, Pa. Milwaukee New 
708 Broadway | 93 Centre Street 859 Mission Street 
Cincinnati Brockton San Francisco 
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Sizes and Widths: 













Stock No. 587—Brogue Last. Gallun’s 4 Norwegian Brogue 
Oxford. Rawhide Slip Sole. Stock No. 679—Regent Last. Brown Cordovan 
Stock No. 693—Brown Cordovan Oxford. Rawhide Slip Sole. ford Dans Hig Sizes and Wide AA, 7 to 11; 4 ae, 6 to + 


Stock Styles, Just What is Wanted, 
Brogues for Outdoor Wear, A Dress 
Shoe for Evening Oc- 


casions. Price Will 
Please You. 
Ask us 
to quote 
you today. 









Stock No.  524— 
Brogue Last. Gallun’s 
4 Norwegian Brogue 
em Rawhide Slip 
ole. 
FENWAY LAST 
642—Brown Cor- 
— wal Bar Rawhide Patent C. S. Oxford, 3 Bevel Edge, Flazitte 
Slip Sole. Sizes and Widths: Sole. Sizes and Widths: AA, 6% to 11; 
6 to 11; C, D, 5 to 11. 


AA, 7 to 11; A, B, 6 to 11; C, 


a 





AA, 7 to 11; A, B, 6 to 11; C, D, 5 to 11. 


The Dalton Company, Inc. 


Men's Fine Shoes 
BROCKTON, MASSACHUSETTS 








| BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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* BROGUES # 


READY TO SHIP 


STOCK NO. 100. READY TO SHIP 
BROGUE LAST 


Danish Calf Brogue Oxford, Heavy Single Sole. . 
14 Iron Edge. _- 
Sizes: A,6% to 11; B, 6 toll; C,5 toll; D,5 toll. 


A great deal might 
be said in favor of 
this shoe, but we 
cover everything 
when we tell you it is 


WyistWrght 


SHOE 


_E. T. WRIGHT & COQ., Ine. 


ROCKLAND, MASS. 


BOSTON PHILADELPHIA CLEVELAND 
Rice Building 713 Denckla Building ‘ Superior Arcade 
NEW YORK CHICAGO PITTSBURGH 
Marbridge Building Republic Building Empire Building 
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Our 1921 Proposition 
Is Now Ready 


The Daniel Green Felt Shoe Company, sole makers 
of the famous Comfy slippers, have a very interesting 
merchandising plan for their dealers in 1921. 









A plan that will assure 





A Greater Profit on a smaller investment 
Real Service 
Larger Sales 











Our representatives will gladly explain the plan or 
we will mail you upon request our circular explaining 









the plan. 





Daniel Green Felt Shoe Company 
Dolgeville, N. Y. 


116 East 13th St. 






New York Office 
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THE SCHEIFFELE The J. Sullivan Co. 
SHOE MFG. CO. : 


ILDRENS & GROWING 
_ GIRLS SHOES 



































THE CHARLES MEIS 
SHOE CO. 
SHOE SPECIALISTS 
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are styltsh-wery stylish 
Helming-M Kenzie 


Cincinnati 

































































LOVING CUP AWARDED 


To Cincinnati Shoe Manufacturers 
at the 


N.S.R.A. Convention, Milwaukee 


Jan. 10th to 13th, as the 
Second In Beauty In Group Display 


The Quality Shoe Market 


won this signal recognition from the Committee of Judges, 
because “Art in Shoes” was found in our displays of fine foot- 
wear, each of our exhibits being separate, but the entire 
group beautifully housed in,a series of individual stores hav- 
ing tiled roofs, plate glass windows, each with beautiful win- 
dow displays, the group of stores extending the entire length 
of QUALITY BOULEVARD. 





The Krohn-Fechheimer Co. 
The Scheiffele Shoe Mfg. Co. 
The Duttenhofer-Stevens Co 
The Sam. B. Wolf Shoe Co. 
The Charles Meis Shoe Co. 


The Pom & Kokenge Co. 

The Krippendorf-Dittmann Co, 
Val Duttenhofer Sons Co. 

The Holters Company 


The Helming-McKenzie Co. 
The P. Sullivan Co. Helmers Bettmann & Co, 


Wise, Shaw & Feder Co. The Homan-Hughes Co. 
The Sachs Shoe Mfg. Co. 
The Roth Shoe Company 
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BOOT AND SHOE RECORDER 


Jan. 22, 192] 

















<pot & SHOE 
WORKERS UNION 











Mr. Retailer, why not handle 
Union Made shoes and have a 
Strong Selling Point? 


Customers are not over-plenty these days. Then why not take advantage of 
our Nation-Wide Advertising Campaign now going on, wherein our Repre- 
sentatives are advising Labor Union Members to Buy Union-Made Shoes. 
Thousands of working people are being talked to each week, with the Buying 
of Union-Made Shoes as the Chief Argument. We did not Profiteer in Wages 
during the war period. We did not secure advances in wages within 50 or 60 
per cent of the advanced cost of living, and asked only for wage lists that would 
hold after the war period, when nearly normal conditions prevailed. We 
Played Fair, kept the factories running, and did not hold up producers with 
unfair wage demands. 


Our Representatives are now engaged in an organized campaign to bring this 
home to all members of organized labor bodies—with an emphatic, urgent call 
upon them to buy only shoes bearing our stamp. Therefore, Mr. Shoe Retailer, 
if you want the Business order shoes bearing the Union Stamp. 


Boot and Seis Workers’ Union 


Affiliated with the American Federation of Labor 


246 SUMMER STREET - + BOSTON, MASS. 
COLLIS LOVELY, Gen’ Pres’t CHAS. L. BAINE, Gen’l Sec’y-Treas. 
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Factory 














<por & SHOE 
WORKERS UNION 





union stam 


Factory 


WORKERS UNION, 











union YsraMe 


Factory 
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RAY Suede one strap with patent panel. A gem in the turn slipper 
line. The gray piping around edge of panel and shoe reveals 
attention to details which in no minor way contributes to this 
model’s charm and character. It has been stocked by some of our 
customers to whom we will cheerfully refer any dealer replying to this 
announcement. 


Witherell & Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass. 
Boston Office, 110 Lincoln Street 


The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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BOOT AND SHOE RECORDER 


President Orr Said It 


At one of the Milwaukee Convention sessions, James P. 
Orr, President of the National Shoe Retailers’ Association, 
told the retailers that in his opinion the time to buy had ar- 
rived; he advised them to place orders at once, to buy care- 


fully, but to buy. 


This was sound advice based on good judgment formed 
after a close study of market conditions and tendencies. 


The advice given by President Orr is precisely what we 
have been telling shoe retailers—buy, but buy carefully. 


Our system of distribution inaugurated years ago pro- 
vides the very means by which retailers may keep their stock 
up to date and up to normal consumption but with a mini- 


mum expenditure. 


Every shoe catalogued or shown by each of our nine dis- 
tributing houses is a stock shoe and as such offers retailers 
the opportunity of buying the latest creations in just the 
quantities they need to fill out their stock. 


Besides the convenience of doing business with our dis- 
tributing houses there is the added net profit because of the 
increased turnover due to the repeated investment of the small 


amount of money used. 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 


Jan. 22, 1921 








